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For high-precision 
pipe or bolt threading! 


Beaver 
No. 71 
Series 


Patented 


ert No. 7! (plain) or No. 71-R (ratchet) are built especially for high pre- 


cision pipe or bolt threading. The tools are patented design and offer such advan- 
tages as compactness; simplicity; adjustability for over size or under size threads; 
immediate chip clearance and easy oiling. The dies can be changed in a matter of 
seconds—and NO TOOLS REQUIRED. No bushings either—a smooth-working 
universal chuck accurately centers the tool and insures straight threads. Note that the 
dies are up on top—so the long curling streamers from soft bolt stock cannot jam or clog 
these tools. Ideal for hand use—or with modern power units such as Beaver Model C. 


‘To note its compactness com- 
pare a No. 71 with the hand. 

No loose bushings to bother A small metal box is available 
with (or lose). A smooth-work- — to hold eight sets of dies — also 
ing universal chuck centers larger metal kit box which holds 
the tools accurately — insuring See page 4 of New Cata- a No. 71 or 71-R tool and many 
straight threads. log for full details. extra sets of dies. 


#3 BEAVER 
Yi IY PIPE T@LS 
Highest Quality * WARREN, OHIO * 
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Looking rthead In addition, you'll want to start @ Whether or not you dispute the 


1947 off right by carefully reading proverb that says one picture is 
This being the final issue for 1946, a January report on “Evaluation of worth 1,000 words, you'll be inter- 
a department entitled “Looking Lines”. ested in looking over a_ picture 
Ahead” seems to be a natural for © Every buyer, it seems to — story similar to the one on page 94 
giving thought to what lies ahead 9 is “from Missouri”. Butthat’s 4 this issue. 


bstacle when you're prepared D have some plans for a 
for distributors. Your editors ex- we © @ Do you ha p 
onstrate your products. How 
tend their sincere wishes for a suc- ptt stent tam ea puts mean- direct mail ria ag “ panded hie 
cessful New Year and to help make jing into “at your service” is ex- YoU Il be especially in ~ om . 
it that, we present an “Outlook” pjained in another article in Janu- report on how to make direct ma 


article this month on pages 97-104. ary. pay dividends. 




















COLD 
FORGED 


EXCLUSIVELY 


HOLO-KROME 


H-K Distributors use this exclusive fact, Completely Cold Forged", 
as one of the most convincing selling points in their Holo-Krome 
story to prospective Socket Screw users ... It builds sales and 
repeat orders . . . It builds the steady, continuous type of business 
H-K Distributors are enjoying. 
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A New Method 


OF SELECTING LUBRICATING EQUIPMENT 
Co fill your customers needs 


Sparked by a complete understanding of industrial lubricating prob- 
lems, GRACO now brings you a new method of selecting the pene 
lubricating equipment for your customers’ needs. 

Recommending the right sized unit is no longer a matter of guess 
work. GRACO has made it easy and profitable. Now you can serve 
your customers better and do it with positive assurance. 

First—determine the number of bearings in your customer's plant 
that require high pressure lubrication. Then, turn to the equipment 
index (page 10) in your GRACO Industrial Lubricating Equipment 
Catalog. You'll find the answer to your problems quickly. Other 
fact-filled pages place helpful sales and engineering data at your 
fingertips. 

Lubricating equipment, the natural sales partner of mill supplies 
and industrial equipment can work for you. Investigate the profit- 
able GRACO line by writing today for your copy of GRACO’S 
Industrial Lubricating Equipment Catalog No. IN 1305. 


For Extra Profits —Sell Industrial Lubricating Equipment 


SELL GRACO! 
GRAY COMPANY, INC. 


GRACO SQUARE, MINNEAPOLIS 13, MINNESOTA 


GRAC 


OVER UP TO 


500 400 
BEARINGS 4 | BEARINGS 


Air- Operated 

Stationary 

Drum Pump for 

100 Ib. drums. 

Air-Operated Stationary Barrel 
Pump for 400 Ib. drums. 


Alr-Operated 
Truck Type 
Drum Pump 





UP TO 


100 
BEARINGS 


Lever Gun, 1 Ib. capacity, handles 
any lubricant from oil to fibrous 
grease. 

Push Type Gun, 1°, lb. capacity, 
easily operated with one hand. 
Gun Loader, 28 Ib. capacity, avail- 
able tor filling either gun. 





Both units are designed to dispense 
lubricants to pipe systems. Avail- 
able in several pressure ratios. 


100 Ib. capacity, high pressure. 
Mounted ona handy, durable truck 
for indoor and outdoor use. 


MILL SUPPLIES « DECEMBER, 1946 


UP TO 


200 
BEARINGS 


Block Buster, 28 lb. capacity buck- 
et pump. Handles any lubricant 
that seeks its own level. Adjustable 
handle for high, medium or low 
pressure. A superior unit for all- 
around plant lubrication. 


UP TO 


300 


BEARINGS 


Air-Operated 
Portable 

Lubri- "50" — 

50 pound capa- 

city, high pres- 

sure, portable for many plant and 
shop uses. Modern shield type. 
Easily moved and operated. 





BRAND 


EASY OFF/ 


Note that here only the BUSHING is threaded. 
Screw-head seats itself against face of hub. As 
the screw is turned, the wedge is disengaged. 
Due to its steep taper, the bushing disengages 
with less effort than in any other sheave. It's 
easy on—and easy off! 


Slip it on, line it up and tighten while sighting. No 
flange. No collar. No protruding parts. Easy on—Easy 
off—and holds fast! The new Dodge Taper-lock brand 
sheave breaks all speed records in mounting and de- 
mounting. A complete range of sizes, from Dual Duty 
to C and D. For details call the Dodge Transmissioneer, 
your local Dodge distributor. Look for his name under 
“Power Transmission Equipment’ in the classified 
phone directory. 


DODGE MANUFACTURING CORP., MISHAWAKA, INDIANA 


Copyright, 1946, Dodge Mfg. Corp. 


Note that only the HUB is threaded. Screw-head 
seats itself against offset in bushing. As the 
screw ig turned, the sheave is drawn up— 
wedged —with a firmness equivalent toa shrunk- 
on fit, whether the shaft is standard or normally 
undersize. 


THE SYMBOL THAT CAME TO LIFE 


The man who walks into your factory 
wearing this symbol is the living em- 
bodiment of a service which gives you 
the correct answer to problems in effi- 
cient mechanical transmission of pow- 
er. He is the Dodge Transmissioneer. 





IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 
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(NOTHING FINER FOR YOUR CUSTOMERS 
... than the PLOMB TOOLMOBILE! 


Plomb’s Toolmobile is the most populer mobile work. bench on the 





market. The features listed below are the reasons why. Easy locking 
and convenient, the Toolmobile cuts tool losses and saves hours 
of time by taking tools to the job. Toolmobiles are again available 
in limited quantities, so be sure to order yours now. Just remember 
that there’s nothing finer than a Toolmobile for your customers. 


Strong, spot-welded construc- 


tion, with reinforced corners 


‘Rack with 24 holes and slots 
for pistons, valves and tools 


Two socket-rack rails; vise- 
attaching plate; ventilators 


Three deep drawers and a 
spacious compartment 


All. drawers run on ball- 


bearing rollers 


Drawers have dividers, movable 


partitions or trays 


Rugged, ball-bearing castors, 
two with foot-operoted brakes 





For more details on the Toolmobile 
and Plomb’s complete line of 


quality tools, write for catalog to 





PLYMB TVVL LVMPANY 
2215 A Santa Fe Ave., Los Angeles 54, Calif. 


4616 


MILL SUPPLIES © DECEMBER, 1946 





WATSON -STILLMAN 
FORGED STEEL 
SOCKET WELD FITTINGS 


SAVE HERE 


Watson- Stillman Socket Weld Fittings 
save measuring and cutting time. Pipe 
need not be cut to exact length or with 
square end, as deep sockets provide for 
ample come and go. 


The same deep sockets support 
and align the pipe—save weld- AND HERE 
ing time by eliminating ‘tack welding 

and making the use of special fixtures 
unnecessary. 


Designed to take a properly 
proportioned fillet weld, W-S ..-AND HERE 

Socket Weld Fittings fuse with pipe into 

one integral unit, permanently tight and 

leak-proof, unaffected by vibration, dis- LESS MAINTE, 
tortion and shock. Position of weld pre- % 
vents welding icicles inside pipe. Result: z ) G 
no clogged lines, maintenance and re- 

placement costs cut to minimum. 


FOUR CLASSES: For Schedule 40, Schedule 80, Schedule 160, and double Extra Strong Pipe. 


ANALYSES: Carbon Steel, Carbon Molybdenum Steel, Chromium-Molybdenum Steel, and vari- 
ous types of Stainless Steel. Write for Bulletin A-3 Ed. 12. @ 1175 





W-S Socket Weld Fittings Conform to proposed American Standards 


WATSON - 
ILL a 


DISTRIBUTOR PRODUCTS DIVISION 
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CLE*FORGE “:24.. DRILLS 


TRADE MARK REG. U.S. PAT. OFF. 


CLEVELAND { 

DISTRIBUTORS EVERYWHERE 

ARE READY TO SERVE YOU / 
4 


This advertisement appears in current issues of leading magazines in the metal-working field. 
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C/R Mallets contain 

same non-chipping, 
non-shearing 

rawhide as hammers. Won’t 
discolor, smear or 

mark surfaces. 


C/R Mauls increase 
production, reduce costs 
on dieing out operations... 
furnish ample protection 
of dies, too. Refillable. 


C/R hammer faces of coiled 


rawhide may be quickly 
replaced in tNe permanent 
malleable iron heads. 








© BS pe tgs 
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It will pay you to stock and recommend KENNEDY Extra-Value 
Valves. You will find that their many superior features make 
them sell readily and earn repeat orders. Write for Catalog and 
complete information. 


THE KENNEDY VALVE MFG. CO.° ELMIRA, N.Y. 
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: RI j TRONG 


is again 
important 


Yes Preference is mighty important. The sellers market 
is definitely on the way out and Leading Distributors all 
over the country know that Preferred Brands once again 
must be the backbone of their business. Their customers 
have strong preferences when it comes to the tools they 
use. This is especially true of tool holders. They must be 
ARMSTRONG TOOL HOLDERS to sell. 


Used in over 96% of the machine shops and tool rooms, 
throughout the world, ARMSTRONG TOOL HOLDERS are 
dominantly preferred. Comprising a complete System of 
Tools, for every operation on lathes, planers, slotters and 
shapers, they need no supporting lines. They are the 
“bread-and-butter” tools that sell every day, every year. 
This same preference for ARMSTRONG quality and “tool 
sense” assures a ready market for all ARMSTRONG 
TOOLS, makes it sound policy to Catalog, Stock and Sell 
ARMSTRONG—”" Across the Board.” 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People" 


305 N. Francisco Ave. Chicago 12, U.S.A. 
Eastern Whse. & Sales Office: 
199 Lafayette St., New York 12, N. Y. 
Pacific Coast Whse. & Sales Office: 
1275 Mission St., San Francisco 3, California 
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This SKILTOOL advertisement 


is running this month in 


principal building publications 
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SPANG 
CW PIPL 


because it’s made from 
SELECTED STEEL SKELP 


No product is better than the material from which it is 
made. That's why every pound of steel skelp used to 
make Spang C W Pipe must meet rigid specifications. 


All surfaces of the skelp used fo make this better 
pipe are subjected to close inspection to be sure they 
meet the high standards of quality set for Spang 
CW Pipe. Skelp must have excellent welding prop- 
erties and that means close control of chemical analy- 
sis. Thickness and width are gauged to be sure they 
are accurate. 


This careful selection of steel combined with precise 
manufacturing practices are your assurance -that 


money just can't buy better pipe than Spang C W. 


It is easy to bend, cut, thread, coil or weld Spang 
CW Pipe. As a consequence, it will save time and 


money on every plumbing and heating job. 


Due to material shortages, a greatly accelerated 
demand and other conditions beyond our control, it 
has not always been possible to furnish all of the 
Spang C W Pipe you need. But we are doing every- 
thing in our power to correct this situation. In the 
meantime, we are making sure that every Spang Job- 
ber is getting his share of the available suppl 


MILL SUPPLIES * DECEMBER, 1946 





How more sales of DELTA equipment 


z help you sell more supplies — 
There’s all this No. 7 of a series. 


extra buriness on supplies 


behind your sale of a 


DELTA” Industrial Grinder 


with Twin-Lite’ Safety Shields 


Each Delta Industrial Grinder you sell is a “self-starter” of 
continuous orders for profitable supplies. 


You can build a substantial volume on the attachments 
and accessories necessary to everyday operation of this pop- 
ular machine. On wheels and brushes alone, you enjoy a 
replacement business that keeps coming in during the entire 
long life of the grinder. 


Make the most of this opportunity to pocket more profits, 
Build up your supply accounts, by first selling Delta Industrial 
Grinders with Twin-Lite Safety Shields, 


*Trade Mark Reg. U. S. Pat. Off, 


Delta Manufacturing Division 


Rockwell Manufacturing Company 
Milwaukee 1, Wisconsin 











C1You sell more Aluminous Oxide Wheels. 


CD You sell more Vitrified Aluminous Oxide Wheels, C) You sell more Respirators, to protect 
operators against abrasive dust, 


C1 You sell more Diamond Point Wheel Dressers. 





C) You sell more Diamond Star Wheel Dressers. : 


C You sell more +3 C) You sell more 
Buffing Wheels, "2?" Polishing 
aS Compound 


C) You sell more Scratch Brushes. [] You sell more Twist Drill 


C1 You sell more Wire Brushes. . Grinding Attachments, 





C) You sell more Dust 
Collectors and sep- 
arate Tool Grinder , 

Attachment C) You sell more Plane Bit : O You sell more replace- 


Packages. Grinding Attachments, able Lamp Bulbs. 
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5 Sturtevant Products to 


N EVERY PLANT you call on, 
these five Sturtevant products 
bring quick sales. There’s the 
versatile Monogram fan... for 
blowing, exhausting, dust and 
fume control. There are Propeller 
and Rexvane fans for spot venti- 
lation. If it’s quick, economical 
heating for the entire plant or 
spot warm-ups, the Speed Heater 
is the answer. 


Whatever the job, these five air- 
handlers are easy to install, eco- 
nomical to operate, come in a full 
range of sizes. That’s ‘why they 
get such a ready welcome in every 
plant. Backed by the resources of 
Westinghouse Electric, the name 
Sturtevant gets a ready welcome, 
too. 


If you need help in meeting spe- 
cific problems, you can call on a 
Sturtevant representative for as- 
sistance—it’s yours for the ask- 
ing. Just write the Sturtevant 
Branch Office nearest you, or: 
B. F. STURTEVANT COMPANY, Di- 
vision of Westinghouse Electric, 
Hyde Park, Boston 36, Mass. 


3673-50 


Sturtevant 


Sreratloads @fficiency and low cost, 
result of unique Sturtevant de- 
sign features. 


B. F. STURTEVANT COMPANY ° DIVISION OF 


Weep Sato 


LECTRIC 
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7 happens again and again—sell one 

Goodyear product and you've sold 
the line. For example, a large eastern 
sugar refinery was having plenty of 
trouble finding the right conveyor belt 
to haul hot char at very high tempera- 
tures. Ordinary belts cracked in the 
terrific heat; lasted 90 days or less. 


Then, upon recommendation of the local 
distributor, a Goodyear conveyor belt 
was installed. That was in March 1945, 
Today the same belt is still in service, 
still in excellent condition, with no sign 
of cracking. 


The Goodyear belt solved the problem 
—but it did more than that! It gave the 
distributor all of the refinery’s conveyor 
business—a mighty profitable account. 


The good will of such satisfied customers 
is just one of the advantages enjoyed by 
Goodyear distributors. With such other 
pluses as high dollar volume, healthy 
profit margin, the support of aggressive 


¥ business” 


advertising the year round, it’s clear why 
the Goodyear line is classed among the 
first three money-makers by leading dis- 
tributors. 


— says leading distributor 


There may be a Goodyear franchise open 
in your territory now. Why not inquire? 
Write: Goodyear, Akron 16, Ohio or Los 
Angeles 54, California. 


feole) 47.4; 
INDUSTRIAL RUBBER PRODUCTS 


@p- -Specified Conveyor Belt 


WE ADVERTISE oug DISTRIBUTORS — ey, 
tisement directs the pros : 
year Industrial Rubber Pr 


316° lo 


ng x 18" wide 


icolm@marel lire Maco) mauacel 


ay Goodyear adver. 
ct to“the nearest 
ucts Distributor,” 





fl Be ee 


GOoDFVEAR 


THE GREATEST NAME IN RUBBER 


MILL SUPPLIES © DECEMBER, 1946 


17 





Accepted withou 


DISPLAY... 
DISCUSS... 
~~ DEMONSTRATE... 
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e 
ECAUSE your customers recognize 
known quality... it is easier to sell 
them brands with which they are fa- 
miliar. More profitable, too. At the 
same time, these concerns have renewed con- 
% 4 3 fidence and respect for your status as their dis- 


tributor...are not so likely to question your 
recommendations. The net result is obviously 
a steady flow of repeat business and a stronger 
buyer-seller relationship. 


A good way to maintain customer acceptance 
is to feature abrasives by CARBORUNDUM. 
Here is a trade name rated at the top of the 
list by plants in your territory. And, because 
the — percentage of these plants are users 
of abrasive products—there is a sales possibil- 
ity in practically every contact. 


It is hardly necessary to mention the pre-selling 
job national advertising by CARBORUNDUM 
is doing for you. It is enough to say that it 
carries a strong selling story in the specific 
trade magazines directed to your prospects. 


Perhaps even more important, is the fact that— 
in featuring abrasives by CARBORUNDUM 
—you are associated with and backed by a well 
organized team. Our trained Abrasive Engi- 
neers are prepared to cooperate with you in 
ironing out these uncommon problems right 
in the plant of your customer. Their practical 
solutions often have a way of building more 
respect for you, the supplier. 


And here in the world’s largest laboratories 
devoted exclusively to abrasives—our scientists 
and technicians are operating on a practical 
basis too. New ideas are thoroughly checked 
and examined so you can be sure that recom- 
mendations have been “‘pre-tested” and found 
sound, At the same time, this type of research 
often results in important improvements and 
advances in both products and practices. 


With a combination like this, it makes sense 
to handle and promote abrasive products by 
CARBORUNDUM. The Carborundum Com- 
pany, Niagara Falls, New York. 


brasives by 
CARBORUNDUM 


TRADE MARK 
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TWO GREAT NAMES... 
MANY GREAT PRODUCTS 


These two great names are backed by continuous and well planned advertising in the 
leading industrial magazines and papers—wholehearted distributor cooperation and out- 
standing quality and good service. "“Unbrako" and “Hallowell” Products are sold 
ENTIRELY through distributors. There is still some territory ne to us for our 
attractive dealers’ proposition. 








ling of Secket 
Since you can't screw socket screws in or out without a socket - “ oe ~~ inet r} with 


hex wrench—don't forget to order our #25 or #50 “Hallo- “Unbreke” in 1934. 
well" Hollow Handle Key Kit which contains most all hex bits. 











F 


OVER 43 YEARS IN BUSINESS 


STANDARD PRESSED STEEL CO. 
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WILLIAMS ‘C CLAMPS 


There's a Williams “C” Clamp 
for every .industrial require- 
ment... heavy, medium and 
light duty, or welding service. 
All are drop-forged and heat- 


treated... your guarantee of 


strength, dependability and 
long life. Williams “C” Clamps 
are sold by leading Industrial 
Distributors everywhere. 


J. H. WILLIAMS & CO. 
BUFFALO 7, N.Y. 
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Opportunity 


Now You Can Sell to Every Industry . . . 


And 


Sell a Major Share of All They Need! 


WELDERS AND 
ACCESSORIES 
Ampac a-c welders in 
200, 400, 750 and 1000 
amp sizes. Weld-O- 
Tron d-c welders in 40 
and 75 amp sizés>Elec- 
trodes sold only unde 
AWS numbers. Acces- 
sories: helmets, jaw.. 
and screw type elec- 


Ps 


INDUSTRIAL 
CONTROLS 


rode holders, Allies 


VACUUM PUMPS AND 
COMPRESSORS 
Known by trade name 
Ro-Flo. Vacuum 
Pumps: 21/, to 281/ in. 
hg with capacities from 
52 to 5750 cfm. Rotary 
compressors range 

m 5 to 35 psig and 





Jaaneaonenes 





TRANSFORMERS 


Distribution, instru- 
ment to 200 kva. Dis- 
tribution types: oil-im- 
mersed, dry-type and 
Chlorextol-liquid filled 
(non-inflammable), 15 
ky and lower. Instru- 
ment transformers 
range up to 15 kv in- 
cluding: current and 
potential, outdoor oil- 
filled metering units. 





MOTORS AND 
GENERATORS 


Capacities to 200 hp. 
Types: 2 and 3 phase 
squirrel cage, wound 
rotor, synchronous, di- 
rect current, gearmo- 
tors. Includes: fan- 
cooled, explosion- 
proof, totally enclosed, 
splash-proof, vertical 
and flange-mounted. 
Also a-c and d-c gen- 
erators and sets. 





ROTARY ——~ oneanens 
VACUUM 


H™; AN OPPORTUNITY to build new volume by 

futing your business to your territory ... with 
only one franchise! Check these eight lines carefully. 
All include wide ranges of types and sizes for full-line 
coverage. All are used by all industries. All are 
backed by Allis-Chalmers whose products enjoy uni- 
versal acceptance throughout industry. 

This kind of selective franchise is a golden oppor- 
tunity to fit your business to the exact needs of your 
territory. Interested? Write to Dealer Sales Dept., 
ALLIS-CHALMERS, MILWAUKEE 1, WIs. 


WELDERS and 
ACCESSORIES TEXROPE. DRIVES 
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KNOCKS 8 TIMES 


.» «WITH A-C FRANCHISE! 


You Select Any Number of Eight Product Lines 
oT aCe Mm oll Kolgm Moltlam SULT aT-SSe CoM Kollam K-leri col ayZ 


\ a6 7 


V-BELTS, SHEAVES AND 
SPEED CHANGERS ~ 


Texrope multiple V- 
belt drive line. Five 
basic types of single or 
multiple belts for ap- 
plications to 6000 hp. 
Constant speed sheaves 
up to 6000 hp — ad- 
justable speed sheaves 
to 300 hp. Vari-Pitch 
speed changers furnish 
1 to 375% speed range. 


INDUSTRIAL CONTROL 


For motors to 200 hp. 
Includes: wound rotor, 
squirrel-cage, synchro- 
nousand direct-current. 
Also all accessories and 
devices. Squirrel-cage 
starters include: gen- 
eral purpose across-the- 
line magnetic; combi- 
nation, and reversing 
units in open, dust- 
tight or water-tight 
enclosures, 


CIRCUIT BREAKERS 
Range to 50,000 kva. 
Includes: small indoor 
switchboard oil circuit 
breakers, manually op- 
erated; small indoor 
oil circuit breakers, 
electrically operated; 
large motor starting 
equipment; current 
transformers for trip- 
ping purposes; subway 
and pole line oil 
switches, 


CENTRIFUGAL PUMPS 
Capacities to 10,000 
gpm. Types: single- 
stage, single-suction; 
single-stage, double- 
suction; multi-stage. 
Includes: chemical 
pumps, solids-han- 
dling pumps, close- 
coupled Electrifugal 
pumps, fire pumps, 
horizontal or vertical 
mounted pumps, and 
self-priming pumps. 


New 7 Point A-C Franchise Spells New Profits for Progressive Dealers! 


INSURE A PROFITABLE FUTURE witha 


franchise offered by a company that’s big... 
still growing. Convince yourself — check these seven 
points: ae-A share of all factory business in your 
—— is turned over to you. 

established because A-C 

acceptance in all industries. 
tory is sharply defined. ag. 
lines covering every industry. 


products 


Your sales terri- 


Prices are fair 


and competitive with a profitable markup for you. 


and 


Your market is 
eady enjoy wide 


ice of eight major 


gap A training program taught by engineering and 
sales experts to aid your sales staff. gag A supply 
of merchandising aids including: decals, window di 

plays, indoor and outdoor signs, envelope stuffers and 


advertising mats and cuts. 


Allis-Chalmers advertising that pre-sells you and 
your products reaches over 41/, million readers a month 
in national and trade magazines. Over half this total are 
readers directly responsible for buying your products! 


A 2122 


ALLIS© CHALMERS 
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ONE LINE COMPLETE 


Z 


orm 


STILLSON WRENCH 
SW-6 


From Adjustable Wrenches to Zerk Fitting Tools 
. . . here’s the complete Line of Mechanics’ Hand 


Tools for mill, shop and factory. It’s the New Britain 





Line of guaranteed performance—a stock of widely varied 
Hand Tools, standard and special. Clever design helps 
your customers speed production and ease the problems 


. ‘ WRENCH SET 
of plant and machinery maintenance. 6524 


The right Tool on the job saves time and effort. 
That’s why it pays to offer your customers just about any 


Hand-Tool they'll ever need in this one, great Line. 


New Britain builds positive knuckle and job insur- 
ance into every Tool—no chance for slips, no sudden 
breaks. With Greater Strength—Better Fit you're sell- TOOL MARKER 
ing extra safety . . . and earning extra profit with this ee 
single-source Line. The New Britain Machine Co., New 


Britain, Conn. 





TUBE CUTTER 
T-130 


GREATER STRENGTH = BETTER FIT 
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WITH WIRE ROPE BUYERS... 


BECAUSE i tasts longer! Ticer 
Branp Wire Rope has the stamina to handle 
the toughest jobs . . . easily . . . efficiently . . . 
economically. 

Extra strong, tough and flexible, its resistance to 
bending fatigue and abrasive wear reduces maintenance 
costs .,. adds to its long life. 

Close manufacturing tolerances, skillful fabrication 
and precision preforming, plus the finest field engineer- 
ing service make TiGeR BRAND the better buy 
any way you figure it. Most stocks available for 
immediate delivery. 


AMERICAN STEEL & WIRE COMPANY 
Cleveland, Chicago and New York 


COLUMBIA STEEL COMPANY 
San Francisco 
Tennessee Coal, Iron & Railroad Company, Birmingham, 
Southern Distributors 
United States Steel Export Company, New York 


UNITED STATES STEEL 


Ficelliy Paformed 
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AMERICAN 
TIGER BRAND 

























“THE STORY OF THE TWIST DRILL 1S THE STORY OF MORSE” 


For Many Centuries 


They Drilled lt the ‘‘HARD WAY” 
»o until 


STEPHEN A. MORSE 
Put his New Twist onto the old flat Drill 


It was a long way from the aboriginal drill to the original Morse 
Twist Drill. All the way from a prehistoric cave to Bridgewater, 
Massachusetts . .. where Steve Morse patented his invention in 1863. 


At first, all Morse Twist Drills were carbon steel, hand-cleared. 
Then high-speed steels were tried ... and forged... and the Morse 
Drill won new users by the thousands. Meanwhile, groove-aréa and 
twist-cut angle were changed to step up speeds and feeds . . . and 
drills with oil-holes were developed for deep drilling. Next came 
cobalt steel drills for hard materials... drills tipped with tungsten 
carbide ... and drills specially treated for abrasion resistance. 


Then, as Morse development sped ahead, came standard and special 
drills for hard rubber, slate, plastics, brass, steel (including manga- 
nese) light metals, wood, paper. Today, whatever your drilling job, 
you can get exactly the Morse Twist Drill you need to do that job 
with highest speed and accuracy, at lowest cost. Ask your Industrial 
Supply Distributor, now, to get you a Morse specification . . . and 
count yourself in on all the benefits of Morse’s steady advance in 
twist-drill development. 





Signed and witnessed patent’ 
drawing of first Morse Twist 
Drill. 
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The Original Manufacturer of Twist Drills 


NEW YORK STORE: 130 LAFAYETTE ST. © CHICAGO STORE: 570 WEST RANDOLPH ST. © SAN FRANCISCO STORE: 1180 FOLSOM ST. 
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THEY DEMAND 





Supplying your customers’ fastenings needs is simplified 
when you handle the Bethlehem line. For Bethlehem manufactures and 
stocks an extremely wide range of fastenings—covering everything from 
machine bolts to dock and boat spikes. It's so complete that you can count 
on getting the items you need. 

Bethlehem fastenings give satisfactory service, too, for they’re made with 
great care. Bolt heads are full-formed, easy io grip ... shanks strong and 
true ... threads clean-cut. And with frequent, critical inspections during 
manufacture, your customers can be sure of uniformly high quality. 

Next time you are in the market for fastenings . . . whether small or 
large ... standard or special ... put your requirements up to Bethlehem. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast Steel Corporation 
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It’s new! It’s unique. This ingenious device, 
THE CHART THAT THINKS, saves an amazing 
amount of time for busy wholesalers by taking 
practically all the arithmetic out of stock control 
operations. What's more, it adds positive assur- 
ance of accuracy! 

With KarpEx and THE CHART THAT THINKS, 
ng longer is it necessary to check laboriously 
through every stock card to secure information. 
The signals autgmatically direct executive atten- 
tion to just those items requiring attention— 
unmistakably flashing the information that this 
item should be ordered today, stock on that item 
is dangerously low, and other items are over- 
stocked, obsolete or slow-moving. 


THE CHART THAT THINKS climinates waste 
motion and futile searching. Every clerk knows 
what to do and when to do it. With this system, 
you can keep better stock records with less cleri- 
cal-help than required for older, more cumber- 
some methods. 


It will save you money whether your stock is 
large or small. For free literature and samples of 
THE CHART THAT THINKS, just phone or write 
your nearest Remington Rand office today. 


SYSTEMS DIVISION 


315 FOURTH AVENUE + NEW YORK 10, N ¥ 
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HE ORDER OF Tht DAY 

















iN ODE EN DENT rPNeUuUPRaTiIC TO Ot 


Birmingham Boston 
Pittsburgh 


30 


600 West Jackson Boulevard, Chicago 6, Illinois 


Buffalo Cleveland Detroit Los Ang 2les Milwaukee 
St. Louis Salt Lake City San Francisco Toronto, Canada 
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PORTABLE ELECTRIC SCREW DRIVERS AND NUT SETTERS 


TOPS IN DEMAND today are tools to speed assembly and cut unit costs. 
Surer, quicker, Bigger profits are ahead for the Thor distributor who pushes 


hard on electric screw drivers and nut setters. With Thor, you'll get the cream 


of this eager market because of sales advantages that competition can’t touch! 


THE MOST COMPLETE LINE 


First, there’s the completeness of the Thor line . . . 26 
different models to drive from the tiniest screws to heavy- 
duty nuts; plus scores of attachments to provide just the 
right combination of speed, power and control. 


UNEQUALLED ACCURACY IN OPERATION 


Adjustable clutches, invented and perfected by Thor, 
control precisely the tightness to which screws and nuts 
are driven. You can show customers positive time savings 
and better work. 


DEPENDABLE PERFORMANCE 


More Thor portable power screwdrivers and nut setters 
are in use today than all other makes combined—ample 
evidence of their dependability and long-life. 


RECOGNIZED LEADERSHIP 


Thor invented the first electric screw driver . . . has con- 
sistently pioneered in the development of assembly tools 
for every application. Long acknowledged as the leader, 
Thor has maintained its position through outstanding 
design improvements, superior craftsmanship and un- 
remittent sales promotion. 


Look Ahead... Get Ahead... Stay Ahead... with 


ONLY THOR DISTRIBUTORS SELL TOOLS 


PORTABLE POWER 


WOLe 


FOR EVERY CUSTOMER'S EVERY JO€ 
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Division of 


ee 


Fitchburg, Mass. 
Sows, Machine Knives, Files 


Other Divisions : 


Leckpert, N. Y. Mentreal, Que. 
Special Electric Simonds Products 
Furnoce Steels for Caneda 


SIMONDS ABRASIVE 


Selective grinding wheel service means 
better grinding for your customers . . . better 
business for you. Make this selectivity the profit building 
extra of your service with Simonds Abrasive Wheels. From a 
complete line of Borolon (aluminum oxide) and Electrolon (sili- 
con carbide) products you can build a fast moving selective 
stock that enables you to sell top grinding results to every cus- 
tomer. Wheels for long lasting, cost cutting efficiency on every 
grinding operation in every factory, mill and foundry in your 
territory. Mounted Wheels and Points, Segments, Grains, Bricks 
and Sticks for the many everyday specialized jobs in the shop 
. - with these quick selling Simonds products you can offer that 
selective service to bring prestige and profit through customer 
satisfaction and repeat sales. 


For details of Simonds Abrasive's Selective Distribution Plan, 
write today. 


EY STS. © PHILADELPHIA 37, PA. | 
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SIX CUSTOMERS WHERE 


ONE GREW BEFORE 


WY PRESSURE LOCK WRENC 


That’s right, the BMC Pressure Lock Wrench appeals 
to a wide segment of your market, with a size for every 
need, and every size offering six tools in one. You can sell 
it in quantity lots to factories, shops, garages, or to home 
and car owners, hobbyists, farmers, plumbers, mechanics. 


Sell it as a wrench. Sell it as a pliers. Sell it as a vise, clamp, or 
holding tool for positioning small pieces for drilling, threading, bolting, 
riveting or welding. It fits as it grips . . . and it holds, with more 
than a ton pressure . . . even when the hand is taken away. Yet it 
releases with the flick of a finger. Is adjusted roughly to size by a 
movement of the thumb, and automatically adjusts itself to a close 
fit when it takes hold. 





Paes, It’s a tool of sturdy quality, suitable for the finest mill-supply out- 
: lets, auto equipment, hardware, plumbing or electrical departments. 





* « 






ats oo 
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: : Write today for wholesale set-up. Take advantage of the brood 
Portable hand vise Utility pipe wrench market appeal, rapidly developing sales, and a strong backing of 
dealer helps and nationgl advertising to build a sizeable volume 
of business. 


3 SIZES (FAIR TRADED IN PRICE) 
EE 4 ee a Sell 2 instead of 1 


No. 11 Max. jaw opening GNF cccsnsesiil Retails for 4.60 


SIX TOOLS IN ONE 


1, Adjustable end wrench 
2. Pipe wrench 
3. ‘Gripping tool 
4. ee pliers 
o Sens ves Here's the pular BMC 
6. Locking clamp numbers 7 psy 9, attrac- 
tively boxed in a striking 
BMC MANUFACTURING CORP. [ititenmebnaere 
° Scheduled for intensive 
| Christmas Gift promotion in 
Se TON, PO the Saturday Evening Post, son. Get behind it now. Push 
Other Rapid Turnover Items in the BMC Line Country Gentleman, Popular it strong for November and 
“eg id tar and F head Mechanics and Popular Sci- December selling. You'll find 
encé, it's bound to be a big it @ strong stimulant to your 
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A NEW LENOX PRODUCT 


\i~ LENOX 


GROUND FLAT STOCK 
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SEEREREEERENYS 


USAGE — Saves time and insures accuracy in making TEMPLATES, JIGS, 
GAUGES, MACHINE PARTS, SHIMS, FIXTURES, TOOLS, and DIE WORK. 
More economical for toolmakers to use as expensive machining and grinding 
operations necessary to bring mill stock to accurate measurements are 
eliminated. 

PRECISION GROUND — Thickness within plus or minus .001” of specification, 
accurately squared on edges and ends. Smooth Finish. 

STANDARD SIZES — 18” pieces 1/64" to 1” thickness in various widths. Indi- 
vidually packed in grease proof envelopes. Special sizes on application. 
HEAT TREATMENT — Instructions on envelope. Can be either Hardened by Oil 

or Water Method. 


DELIVERY — Prompt delivery from stock. 


Roc 


AMERICAN SAW & MFG. CO. SPRINGFIELD 1, MASS. 


LEEEEEERERSERLEREREEEEERERERETERS 


Af 
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(A) 3 horsepower el Cage main drive Motor ead shaper. Top half 


of motor enclosed. (B) 14 horsepower Squirrel Cage traversing Motor 
drives the table gears moving the work across the tool travel. 


Get All the Precision Your Machine Was 


Designed to Provide With CENTURY MOTORS’ 
Remarkable Freedom From Vibration 


entury motors’ remarkable freedom from vibra- 
tion contributes to the accuracy of the driven 
machine. Their ability to start, come up to speed, 
and run smocthly, helps to hold the precise tolerances 
demanded of tool room machinery — minimizes 
the possibility of vibration creating imperfections 
in the work. 

Century motors are accurately and rigidly con- 
structed — well balanced mechanically and elec- 
trically to maintain their smooth operation through- 
out a long life of satisfactory performance. The Form 
J design shown in the illustration has the top half of 
the motor enclosed to prevent chips from falling into 
the operating parts. 

Century motors are engineered to the functional 
characteristics of the machines they drive to assure 
top performance. 

Specify Century motors— built in sizes from 
1/20 to 600 horsepower. 





CENTURY ELECTRIC co. 1806 Pine Street, St. Louis 3, Missouri 


a Offices and Stock Points in Principal Cities 
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DEPENDABLE RUGGEDNESS 


ROUGH CUSTOMER HANDLED SMOOTHLY BY 


BW Hi ore-HANDLING HOSE 


To refine magnetite, it must be run through 
a series of hoppers that separate the ore from 
the waste sand. Carrying this heavy, highly 
abrasive ore to and from the hoppers requires 
hose that is highly flexible and has amazing 
durability. BWH solved the problem for a 
leading foundry with Bull Dog Ore Handling 
Hose. 

This sturdy hose has multiple plies of heavy 
duck wound over a strong, one-inch-thick 
rubber lining. Beneath the two outer plies is 
a high tensile spiral wire imbedded in rubber. 
Spaced to give the hose maximum flexibility, 
the wire also adds strength and prevents 


-Boston Woven Host .& rupBeR COMPANY 


kinking. Finally, a high-grade, wear-resistant 
protective rubber cover encloses tube and 
fabric. Fittings are of the outside sleeve type; 
thus no metal comes in contact with the abra- 
sive ore . . . and service of the hose is indefi- 
nitely prolonged. a 

When you require this or other types of 
industrial rubber goods, look to BWH for 
dependable ruggedness . . . BWH distributors 
for dependable service. 


HAVE YOU A JOB WHERE STAMINA COUNTS? 


Bring us your toughest problems... we're specialists 
in solving them. Consult your nearby BWH distributor, 
or write direct to BWH. 


Distributors in All Principal Cities 


WORKS: CAMBRIDGE, MASS..U. S. A. 


* P. O. BOX 1071, BOSTON 3, MASS. 
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WILL BE A 
BIG YEAR... 


Sterling has big plans for 1947... plans for in- 
creased Sander sales, effective sales promotion 
PARTICULARLY and broader advertising coverage. 


Talking about advertising ... a host of maga- 


FOR 


STERLING prospects everywhere the advantages of 


DISTRIBUTORS 


zines, newspapers and direct mail will show 


Sterling Sanders. Besides general publications 
this advertising will reach your specific cus- 
tomers in every type of business . . . indus- 
trial, wood working, furniture, construction, 
boats, automotive, trucks, schools, hobby craft, 
and many others. 


Sterling distributors will hear more about these 
big plans... soon! ‘47 will be our biggest year... 
with greater sales and more profits for all of us! 


Sterling Tool Products Co. 
384 East Ohio Street 
Chicago 11, Illinois 


STERLING portaste exectric 
AND air Driven SANDERS 
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The New TRB-S56 


SHELDON 


precision lathe 





7 
an 11” lathe with “Zero Precision” Tapered 5 

--New- Roller Spindle Bearings. . 
I 

7 


a moderate priced lathe with precision un- 


New: surpassed in any price class. i 















1 
2 
SPECIFICATIONS 
Headstock Bearings— Tapered Roller Full Double Walled Apron—Worm driven 3 
Bearings. Zero Precision. longitudinal and cross feeds. 
Collet Capacity—1 inch (round) Dovetail Taper Gibs—Compound Rest and 
Hole Through Spindle—1% inch Cross Slide have screw adjusted tapered 
Swing—11} inches gibs to take up wear. 
Bed Length—56 inches Underneath Motor Drive—4-Speed, V- 
Distance Between Centers— Belt fully enclosed in bench pedestal. 
35 inches Steel Bench—Heavy Top, Braced Welded T 
( Spindle Drive—Double V-Belt steel construction, 5 drawers. r 
aa Speeds—8 speeds t 
Full Quick Change Gears—48 . 
right and left changes. 2 to Write for ci 


224 threads per inch. TRB-S56 circular 


SHELDON MACHINE CO., INC. | 


4232 N. Knox Ave., Chicago 41, U.S.A. 
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ORVSEAL PIPE THREADS 


An improvement in tube fittings your customers 
should know about ... Now being furnished in 


IMPERIAL TUBE FITTINGS 








The Society of Automotive Engineers has issued 
specifications for an improved type of pipe thread. 
This new pipe thread gives pressure-tight joints 
without the use of pipe dope. It is known as the 
Dryseal American (National) Standard Taper Pipe 
Thread and varies from the American Standard 
in that: 


1. There is a difference in the truncation of roots 
and crests of threads. (See “A” at right.) 

2. Effective length of thread has been made con- 
sistent for all sizes, with sizes over 4g” length- 
ened appreciably. (See illustration below.) 

3. Closer control of gaging is required to assure 
proper diameter, form, taper, etc. 


NO NEED TO USE DOPE phi y 
ON THREADS 

In the Dryseal Pipe 
Thread the truncation of the 
root is greater than the 
truncation of the crest, and 
contact between root and 
crest is assured in assembly 
before flanks of threads en- 
gage. (See “B” at right.) 
The elimination of clear- 
ance at crest and root pre- 
vents spiral leakage and TeV sitting with Dryseal. 
renders joints pressure tight 
without pipe dope. However, it is always good prac- 
tice in assembling metal-to-metal threads to use 
some form of lubricant to prevent galling. 


RECOMMENDED ASSEMBLIES 


Pipe thread assemblies in which both parts have full 
length Dryseal American Standard Taper Pipe Threads are 
considered best for strength.and seal. However, there are 
additional S.A.E. specifications covering short Dryseal 
taper pipe threads and Dryseal straight pipe threads which 
offer certain economies or advantages in materials, clear- 
ances or assembly. For trouble-free assembly without sealer. 
the full length thread is recommended. 

FULL LENGTH DRYSEAL ON IMPERIAL FITTINGS 


Full length Dryseal Taper Pipe Threads are being incor- 
porated on pipe thread connections on all Imperial Flared, 
Compression, Hi-Duty and Flex Tube Fittings. Many types 
and sizes of Imperial Fittings are already coming through 
with these threads; others are being changed. 


THE IMPERIAL BRASS MANUFACTURING COMPANY 
511 South Racine Avenue, Chicago 7, lilinois 


NEW—WITH tare * 


IMPERIAL » 


A. How Dryseal Differs 
From the American Standard 


DRYSEAL THREAD 


AUP 


[|Z wider flat on root. 





AMERICAN STANDARD 





a he approximately equal. 


Note that in Dryseal thread above, there is greater 
truncation of root than of crest, producing a flat 
on root wider than. flat on crest. Accordingly, 
contact between root and crest is assured before 
flanks of threads engage. No spiral clearance is 
permitted, such as normally occurs in American 
Standard, in which truncation of roots and crests 
is approximately equal. Also, Dryseal thread is 
somewhat longer than American Standard on 
sizes over 4g” and gaging of threads is more 
closely controlled. 


B. Assembling Dryseal Thread 


LENGTH OF 
EFFECTIVE THREAD 


HAND TIGHT 
ENGAGEMENT 





ZeeTERMAL THREAD 








7 








HAND TIGHT WRENCH TIGHT 


Note that crests and Note that flanks or 
roots of threads have sides of thread have 
already engaged now engaged mak- 
while flanks of ing a tight metal-to- 
thread are still apart. metal seal. 


Flats and clearances in drawings are exaggerated 
to emphasize ‘distinctive features of Dryseal threads. 


RS IN TUBE FITTINGS AND TUBE WORKING ad 
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THE TOOL YOU WANT... 


eo With Continental Indestructible Drive 


CONTINENTAL counterbores, countersinks, core drills (with 
interchangeable tips) and back spot facers—all with 
the indestructible Continental drive—have successfully 
met the exacting requirements of industry for many 
years . . . Holders are available for both Continental 
hand detachable and tapered drives, in standard and 
hand adjustable types and with floating drives... 
Prompt delivery can be made of standard items and 
special tools to your plant. Available in high speed 
steel and carbide tipped. Write for Bulletin 11081. 


CONTINENTAL TOOL WORKS 


DIVISION OF EX-CELL-O CORPORATION 
DETROIT 6, MICHIGAN 
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COOLING FIN 


The Eject-O-Matic has 10 vertical cooling fins that dissipate “PLUS” FEATURES 

unused heat and thus maintain proper working temperature at FOR SPEEDIER SOLDERING 
the tip. When soldering heavy work, the maximum flow of Automatic feed 

heat is to the tip and into the work. In light soldering, surplus Mi —_—on 

heat develops. This unused heat is conducted back from the amount of solder ejected 

tip and out through the cooling fins. The efficiency of this simple 
cooling system is well established. Long-run tests show that the 
temperature of the Eject-O-Matic tip can be kept constant. 
Eject-O-Matic is available in 50, 75, 100 and 150 watt models. 


Automatic Solder Retracting Feature 


Multi-clad, 400-hour Tip, no tinning, 
no filing 


Safety, Utility Base 





Approved by Underwriters’ Laboratories, Inc. 


Model 19-5 (illustrated) with base—retails at $18.95 


Individually packed. Shipping wt. per 
carton of 12 units, approx. 42 Ibs. 
Send for literature 


MULTI-PRODUCTS TOOL COMPANY, 123 SUSSEX AVENUE, NEWARK 4, NEW JERSEY 
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AMAZING NEW MILLING EFFICIENCY?.... 


WITH Jip114 SOLID CARBIDE 
3 | INSERTED BLADE 


MILLING CUTTER 


Specify SUPER Solid Carbide Inserted Blade Milling 
Cutters for extra machining efficiency and low tool 
cost. You get the outstanding economy of virgin Tung- 
sten Carbide in these versatile cutters that machine 
any material. 


Rugged SUPER design assures long tool life. Blades 
absorb shocks, and clamp screws are threaded into 
the steel wedge—not the body, eliminating possibility 
of damage to the body. 


Non-slip wedges permit easy adjustment of blades for 
wear. The mechanically-held blade has an unusually 
long grind life—it is rugged and resistant to cracking 
_and chipping. Blades are of large size proven more 
economical in tests. 


Standard 6”, 8”, 10” and 12” cutters can be delivered 
quickly. Check for applications of this SUPER Solid 
Carbide Inserted Blade Milling Cutter at once! See 
our local representative or contact us direct. 


Carkide Tipped Tools 


21650 Hoover Road, Detroit 13, Michigan 
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Two ways to measure quality 


in Fluorescent Lamps 


One way, General Electric found, was to 
build the world’s biggest double quartz mono- 
chrometer. With this special spectroscope, G-E 
lamp scientists are able to make thousands of 
quick and accurate measurements of light waves Insist on the B monogram on all the 
and of the short ultra-violet radiation that is so fluorescent lamps you buy for your business 
important in producing fluorescent light. Those and home. It’s easy to understand why General 
measurements are vital both in fundamental Electric has been first with practically all 
lamp research and in assuring buyers of G-E / the major improvements in fluorescent lamps 
fluorescent lamps of accurately standardized when you realize that G-E Lamp scientists 
colors. You’d have fun operating General never rest on past achievements. *General 
Electric’s monochrometer—but you’d hardly Electric lamp research is constantly at work 
have room for it in your budget or your cellar. to make General Electr ic lamps ever better 
Nor would you be inclined to duplicate all of and to make them Stay Brighter Longer. 
General Electric’s other research and testing 
facilities. But there is a measure of fluores- 
cent lamp quality that’s always in reach.... 


G-E LAMPS 


GENERAL QELECTRIC 
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fe ompt Delivery— Fite Reduced, y {| 











DEAL Electrically Operated 


TACHOMETER 








Price Reduced AND Prompt Delivery! Sounds Exclusive Advantages: 


like old times, doesn’t it? And IDEAL’s outstand- Guaranteed Accuracy to plus or minus 1% full scale 
ing and recognized quality has not been reduced deflection 

—and never will be, on this Tachometer or any Electrically Operated—no delicate mechanical parts 

of our other products—Because this Company Meter movement mounted on fine jewels 

realizes full well that it’s the IDEAL reputation for ow ec ane ett, ea apes end nets eh peadection 
unsurpassed quality, plus 30 years of intensive, Shows whether motors carry too big a load, warns if they 
factual advertising and sales work, that have need repair or readjustment 


' ‘ an 
built the accelerating demand for IDEAL products a a a a ee 






You'll profit by pushing the IDEAL line. One very For Immediate Delivery 
good example of the products in the IDEAL line Tachometer Live Centers Dust Collector 
is—the IDEAL Electrically Operated Tachometer. Metal Etchers Lathe Chucks Grinding Wheel Dresser 





IDEAL INDUSTRIES, Inc. 


tae ; 1000 PARK AVENUE + SYCAMORE, ILLINOIS 
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53% INCREASE 
Reduced cutting ti 
13 minutes to 8 poten. 
—~ material, 6” No. 94100 


: sanivalont to Temken No. 


219% INCREASE 


Cutting 4" x 3” Tungsten 
Tool Grecian Atkins 1018-P 
cut in 6 minutes 10 seconds, 
against best previous of 19 
minutes 40 seconds. 


131% ! 8 
os Atking Be wia 


-ha host 
sich ei steel ber we 


minutes. 


Prey 


e's solid proof—from just a few of many 
ich reports on record — that Atkins “Silver 
feel” Blades are effective aids in combatting 
Jey’s rising production costs. Blades that 
[up records like those shown here can 
rin g similar savings to your customers’ metal 
uiting operations—can increase the cuts per 
ift and per blade... can decrease downtime 
necessary re-machining. But seeing is 
ing, and an Atkins Engineer is ready to 
your customers or prospects on actual 
demonstration — in their plant, on material of 
their choosing— of superior cutting that is 
‘ost-cutting too. 


Prk, 
- 


"1 SUGGESTIONS TO USERS 


You can assure your customers and prospects that, 
when used in connection with any tensioning device 
now on the market, Atkins ‘’Silver Steel’’ Hacksaw 


4 > Blades will perform with entire satisfaction. 


Cc. ATKINS AND COMPANY 


HOME OFFICE AND FACTORY: 
402 South Illinois Street, indianapolis 9, indiana 
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PACEMAKER IN WIRE PRODUCTS 
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rouble / 


.-.to build more business for 
the man who handles ROEBLING Wire Rope! 


Trouble, turned inside out, means business. 
When you handle Roebling Wire Rope, 
our field engineers help you solve those 
tough problems that set you “in solid” 
when properly answered. 


Past results prove that Roebling Field 
Engineers can find the answers to those 
tough problems...gain customer-confidence 
for you. That’s where new business comes 
from. That’s where wire rope profits lie. 





Big, colorful two-page advertisements 


appearing in leading industrial and busi- 
ness publications are another feature of 
Roebling’s sales policy. These messages 
are being read by half a million men who 
buy or who influence the buying of wire 
rope. They mean greater sales for you— 
when you handle Roebling Wire Rope. 





When a man needs wire rope... 


he expects you to be able to deliver it 
quickly. With more than a dozen com- 
pletely stocked Roebling warehouses in 
the United States, you can offer him fast 
delivery on practically any item, anywhere 
in the country. This type service wins 
customers... builds profits. 


JOHN A. ROEBLING'S SONS COMPANY 
TRENTON 2, NEW JERSEY 
Branches and Warehouses in Principal Cities 
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“Blueclad” “Blueclad”’ “Blueclad”’ 
l Drop Forged Heavy Duty Wire Rope 
NTONNJ #/ Open Sockets Steel Thimbles 


BLI 


“Blueclad” 
Galvanized 
Clamp Wire Rope Clips 
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CARBIDE ALLOYS DIVISION, Ferndale (Detroit) Michigan 
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THIS ADVERTISEMENT, TO YOUR CUSTOMERS, IS APPEARING IN LEADING METAL WORKING MAGAZINES. 


“MAXI 


Surface Treated Ta 


You can again get ‘MAXI”’ surface treatment on 
“Greenfield”’ Taps at no extra cost. 


“MAXI” was a pre-war champion when it came 
to tap performance. Today’s “MAXI” is better than 
ever. Intensive research in “Greenfield’s” metal- 
lurgical laboratory during the war has. produced 
better formulas for surface treatment. 


WHAT IS ““MAXI” FINISH? 


It is a heat treatment applied to High Speed 
Steel tools which imparts a surface hardness 
greater than that of an untreated tool. 
This surface is applied by a chemical bath. It 
does not affect the basic character of the 
metal nor the size of the tap. 


COSTS NO MORE! 


You can get a “MAXI” surface treatment on 
any “Greenfield” HIGH SPEED tool, regular 
or special, in any size at no additional cost. 
Simply add the word “MAXI” when ordering. 


GREENFIELD 


GREENFIELD TAP and DIE CORPORATI 
GREENFIELD * MASSACHUSETTS 
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THE LINE OF 


ae 


--- THE LINE THAT OFFERS DIS- 
TRIBUTORS MORE REPEAT SALES, 
GREATER VOLUME AND PROFITS... 


BARNES BAND SAWS 
and HACK SAW BLADES 


Barnes is the complete line! There are band saws for narrow width, contour sawing; band 
saws for every type of metal sawing, for plastics, wood, fibres, etc.; power and hand 
hack saw blades for production and miscellaneous cutting—enabling you to supply the 
right blade for every metal-sawing requirement. The superior performance of Barnes 
Blades in thousands of plants throughout the country is well established—assuring a 
constant flow of repeat sales. 
Follow the line of least sales resistance. Tie in with BARNES. It’s your best bet for 

year ‘round high sales volume that produces substantial profits! 

Barnes Factory-Trained Service Men are available 

at all times to assist you and your customers. 
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Sell MILWAUKEE Power Driven Wire 
Brushes to your customers... 





FOR HELP 
IN 
CUTTING 
PRODUCTION 
COSTS! 


hrough the use of MILWAUKEE 

Power Driven Wire Brushes, 
many production methods have been 
speeded up with top quality and 
lower cost results. 


You, as a distributor, have an im- 
mediate opportunity to aid your cus- 
tomers as they combat the cost factor 
in their production. 


The numerous types and sizes of 
MILWAUKEE Power Driven Wire 
Brushes plus their excellent quality 
and uniformity make it possible for 
you to sell them for a wide variety 
of applications. 


Once you establish MILWAUKEE 
ability and dependability in a plant, 
you open a continued source of rev- 
enue. 


We are at your service now 


SDALITY 
| yi AUKEF| WIRE WHEEL BRUSHES 
| Sew ees | 


BRUSH TOOLS FOR 
TODAY'S PRODUCTION 


Power Driven Wire Wheel 
Brushes 

*“Mono-Bilt” 

“Steel-Clad” 

“Dura-Bilt”’ 

“Di-Bilt” 

“Peerless” 

“Twis-Tuit” 

Fine Wire Polishing Wheel 
Brushes 

“Sturdi-Bilt’’ Wire Cup 
Brushes 

Fibre Wheel Brushes 
Wire Scratch Brushes 
Boiler & Furnace Brushes 
Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 
Push Brooms—wire and 
fibre 

Miscellaneous Maintenance 
Brushes 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE 8, WISCONSIN 
BRUSHES © WIRE SCRATCH BRUSHES 


The Key to Industrial Brush Problems 


_FLUE BRUGHES ® FLOOR BRUSHES - PUSH BROOMS - -@ENCH BRUSHES FOUNDRY BRUSHES 





MILL SUPPLIES © DECEMBER, 1946 














Ds ieee 


—s 


Ziaild your (astener Fales 


WITH OLIVER QUALITY PRODUCTS 


The complete line and high quality of 
OLIVER Industrial Fasteners—bolts, nuts, 
rivets, lag screws, cap screws—make your 
sales easier. Accurately made, cleanly 
threaded, Oliver Fasteners meet the most 
strict requirements of your customers. All 
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SX 
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l 


s/t titdé 
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SOUTH TENTH AND MURIEL STREETS, 


Oliver products are made by modern man- 
ufacturing methods, and are dependably 
uniform. 


Your customers’ satisfaction with Oliver 
Fasteners assures repeat sales for you! 


ty AVA ep 


PY AAS 4 


PITTSBURGH 3, PA. 
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Is NO PROBLEM 


ion id move parts © THRU-THE-AIR’ 


In and out... up and down... on and off of 
shelves. Only with “Thru-the-Air” handling can you 
make all these moves with a minimum of time, effort 
and floor space. 


A minimum of time because your loads move direct 
—without rehandling. A minimum of effort because 
electric power does all the work—the operator merely 
pushes buttons. A minimum of floor space because 
loads move "Thru-the-Air,” without congesting aisles. . 
In the P&H ZipLift, a modern wire rope electric 
hoist, you get all the advantages of “Thru-the-Air” 
handling at a price soon repaid out of savings. Use 
it on hook, jib, or trolley—just hang it up, and the 
Zip-Lift is ready to go! For free details, ask for 
Bulletin H20-1. 























P= 








4538 W. National Ave., Milwaukee 14, Wisconsin 
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The MARVEL System of Metal Sawing provides 
not only the most advanced and most complete 
line of metal sawing machines built, but also a 
complete metal-cutting blade service 
which includes: 


(1st) MARVEL High-Speed-Edge -Hack Saw Blades — 
positively unbreakable, composite blades with a high 
speed steel! cutting edge welded to a tough alloy steel 
body. Hardened “eyes” permit greater blade tension. 
Extra strength makes practical greatly increased speeds 
and feeds—in fact, these blades make possible today’s 
fast automatic hack saw machines. 

(2nd) MARVEL High-Speed-Edge Hole Saws— hole saws 
with strength for use on drill presses and lathes. Diameters 
from %” to 444" with high speed steel pilots. Cut big holes 
at low cost in steel to 1%" thick. 

(3rd) MARVEL Metal-Cutting Band Saw Blades come 
ready-welded (endless) and individually boxed. (Order 
by make ond model of machine and number of teeth per inch.) 
MARVEL'S individual boxing prevents damage to teeth, 
kinking or loss thru rust in shipping, storing or handling. 
Specify MARVEL Band Saw Biades for top quality and 
top performance. 


ARMSTRONG-BLUM MFG. CO. 


“The Hack Saw People” 
5700 Bloomingdale Ave. Chicago 39, U.S.A. 
Eastern Sales Office: 225 Lafayette St., New York 12, N. Y. 
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AIR POWER 
FOR SMALL 
SCREWS! 


Now—you can drive small screws with 
greater speed and /ess fatigue than ever before 
—and cut costs! 

This sensational new Aro Model 7000 
Air Screw Driver does it! Check these ARO- 
engineered features: 1. Clutch action pre- 
vents stripping of screws and insures posi- 
tive torque. 2. Automatic throttle control— 
merely push down and tool starts—lift off, 
tool stops. 3. Small size allows mounting in 
gang or multiple driving fixtures to drive more 





than one screw ata time. 4. All steel construc- 
tion insures a long life of trouble-free service. 

Get this ARO Air Screw Driver now to 
save time in ‘assembly of radios, cameras, 
electrical appliances, instruments, recording 
devices, typewriters, many other products. 
Depend on ARO Air Tools for all types of 
screw-driving, nut-setting, drilling, grinding 
and similar jobs. See your Aro Jobber. 
Write for catalog. The Aro Equipment 
Corporation, Bryan, Ohio. 


Specify ARO AIR TOOLS 
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The Red Elastic Collar seals the threads 
tight against LIQUID SEEPAGE 


Three important benefits result from the 
use of ESNA Elastic Stop Nuts on Diesel 
engine fuel line studs. First, operational 
safety. The Red Elastic Collar is self-seal- 
ing against fuel oil operating pressures up 
to 60 psi. Second, design simplification. 
The Red Elastic Collar is self-locking 
anywhere on the stud. It permits the use 
of straight threads—instead of individually 
gauged tapered threads—for the oil supply 
block connection. Third, faster assembly. 
Straight threads permit the accurate posi- 
tioning of the studs between the 
block and fuel line—before the 
finished surface of the Elastic 


ESHA 


Stop Nut is fully seated and self-locked 
and self-sealed against the copper washer. 
The total result? Threefold economy! 

Multiple protection — against Liquid 
Seepage, Vibration, Corrosion, Thread 
Failure and Costly Maintenance — has 
made Elastic Stop Nuts the standard fas- 
tener on many products. Standardization 
achieves the double economy of inven- 
tory simplification and reduced pro- 
curement costs. For further information 
address: Elastic Stop Nut Corporation 
of America, Union, New Jersey. 
Sales Engineers and Distributors 
are located in principal cities. 





HEAVY DUTY DIESEL ENGINE 


LOOK FOR THE RED COLLAR 
THE SYMBOL OF SECURITY 


It is threadless and permanently 
elastic. Every bolt — regardless of 
commercial tolerances — impresses 
(does not cut) its full thread con- 
tact in the Red Elastic Collar. This 
threading action produces a com- 
pressive, radial-reactive pressure 
against both the top and bottom 
sides of the bolt threads .. . insures 
© permanently tight, full contact 
between the bolt and nut threads 
-..and makes all Elastic Stop Nuts 
self-sealing against Liquid Seepag 
As a result, all Elastic Stop Nuts 
protect permanently against thread 
corrosion and resultant failure. 








ELASTIC STOP NUTS 


INTERNAL 
WRENCHING 


PRODUCTS OF: ELASTIC STOP NUT CORPORATION OF AMERICA 
58 
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IF YOU WANT TO 


The day when a designer had to fit his plans to the capacity of 
old machinery already in his plant has passed. Today he must 
design a new product that can be sold at a profit in competi- 
tion with many similar products—and it’s up to the production 
department to cut every last fraction of a cent from its cost. 


The manufacturer who equips his plant with modern Walker- 
Turner Machine Tools is prepcred to meet this “cost of produc- 
tion’ problem—with low-cost modern tools of great flexibility, 
designed to do the job faster, more efficiently, at less cost. 
And when the design department comes through with another 
new product—management will find that a few quick shifts will 
put the new production on a high efficiency plane—without lost 
time and without increasing overhead costs. 





Each Walker-Turner Machine has its individual advantages: 
the 20 inch Drill Press has 5 spindle speeds and a 6 inch spindle 
travel; the Band Saw speeds are adjustable from 61 to 5300 
s.f.m. for metal, wood, plastics; the Radial Drill works to the 
center of a 62 inch circle with 16 spindle speeds from 160 to 
8300 s.f.m.; the Radial Saw can be tilted or swung in either 
direction, has a geared motor which gets the shaft closer to 
the work with smaller blades, lower power consumption. 


Tooling up for new products is inexpensive, highly productive, 
permanently satisfactory the Walker-Turner way. Our general Sa 
catalog will be sent on request. RADIAL 


SOLD ONLY BY AUTHORIZED INDUSTRIAL MACHINERY DISTRIBUTORS 
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— For Progress tn Industry 


drives and high-pressure tires 


s already depended upon Thermoid 


Mor and more Thermoid hose is being used as 

original equipment because original equipment 
manufacturers realize that Thermoid hose will make 
the difference between satisfactory and unsatis- 
factory performance of their equipment. Therefore, 
for the same reason, your customers should use 
Thermoid hose to cut their replacement hose costs. 
You can rely on Thermoid for any hose—air, weld- 
ing, hydraulic, oil and gasoline, water, suction, 
creamery and many special purpose hoses to deliver 
satisfactory service. 


You can depend on Thermoid for the right solution 
to your hose, belting or friction material problems. 
Thermoid brings you the engineering skill and indus- 
trial rubber experience of more than 60 years. 


Contrast such old time equipment with this modern two-rang 
portable compressor unit capable of inflating tires at 80 to 
100 Ibs. pressure or charging pneumatic landing gear struts af 
1600 to 2000'Ibs. pressure. One Thermoid super high pressure 


air hose serves both pressure ranges 


THE THERMOID LINE INCLUDES: Transmission Belting © 
F.H.P. and Multiple V-Belts and Drives * Conveyor Belting 
* Elevator Belting * Wrapped and Molded Hose * Sheet 


Packings * Industrial Brake Linings and Friction Products. 





Thermot 
Rubber 


Contributor lo Industrial Advancement Since 1880 
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NATIONAL 


END MILLS 


a Array 


——ce- 
inn . 
, ’ 

: ' . 


————— oe 
4, 


eo \—a/ _ 
er! 


In tooling up for end milling operations, each 
job must be considered individually to get 
the best final results. For hard materials or 
shallow cuts, or if an exacting finish isrequired, 
fine tooth End Mills should be used. For softer J 

materials or deep cuts, coarse tooth End Mills ' Cee 
will prove more efficient. TRIBUTOR ' 


End Mills are manufactured in various com- 
binations of spiral and cuts. Each is designed factory-trai 
for a definite purpose. Your NATIONAL dis- “et eeap te on 


National distrib 


tributor will help you select the End Mill best OF any staple industy 
adapted to your problem. Consult him on all 
your metal-cutting needs. 


easel 


NATIONAI 
"5 1001 |) 
mK 


TWIST DRILL AND LO GEGOM PANY 


ROCHESTER, MICH., U.S.A. 


MILL SUPPLIES © DECEMBER, 1946 





THE NEW CATALOG | 


you...and your | 


packing buyers; 
.-ehave been | 


waiting for... | 


H... it is Mr. Distributor! The brand-new 
PALMETTO Condensed Catalog—20 big pages 
of packing information that helps make sales 
... now ready fo be shipped to you in quan- 
tity for free distribution to your prospects .. . 
now ready to shew them the advantages of 
PALMETTO Packing. 


it's “‘simple — yet complete’! 
Just like the easy-fo-sell PALMETTO line of 
packings, this informative catalog is “simple— 
‘Packing story om AtoZ... but it contains no 


i 
s 


scare away prospective users ... no “padded” 
lists of services and applications to make pack- 
ing selection difficult. 
it opens buyers’ doors for you! 

And remember—this booklet is packed with 
real selling facts—facts that open buyers’ doors 
and ease the way to more sales for yeu. Re- 
membet, too—PALMETTO Packing buyers are 
always directed to give their orders to you 
Distributors. 

Send for your copy of the new PALMETTO Con- 
densed Catalog today .. . and let us know at 
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versatile 
flexible 


This low-cost 16” DURO Band Saw 
has a wide range of uses — and 


many special features 


Ideal for quick-changing times—here is 
an efficient machine for cutting tubing, 
extruded shapes, bar stocks, metal 
sheets, casting gates, plastics, brake lin- 
ings, hard rubber, slate, fibre and many 
other materials. Can be adjusted to ob- 
tain standard wood cutting speeds by a 
slip of a lever. Some of its special features 
include: Heavy machined cast iron trun- 
nion; special roller blade guides which 
reduce blade crystallization and lessen 
blade breakage; new design which per- 
mits all adjustments to be made from 
front while saw is in operation; New 
Departure Ball Bearings; Upper wheel 
mounted in machined dove-tailed ways 
with adjustable steel gibs; many other 
advantages. Metal cutting speeds: 230 
and 596 R.P.M. Wood-cutting speeds: 
2300 and 5960 R.P. M. 

Send for Catalog—for full details and prices 
on the DURO 16” Metal Cutting Band Saw. Also 
lists specifications and prices of complete line 
of DURO single and multi-spindle Drill Presses, 
Circular Saws, Jointers, Routers, Shapers, Grind- 


ers, Lathes, Scroll Saws, Flexible Shaft Units and 
Portable Electric Drills. 


RO VOOLS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO.. 2652 N. KILDARE AVE., CHICAGO 39, ILL. 


ALSO MAKERS OF DURO HAND TOOLS 
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THE LINE FOR SOUND 


“adtatned SELLING... 


We have always made and delivered a superior, 
product. Our long experience in selection and 
heat treatment of metals allows us to produce 
Bits that meet the most exacting requirements of 
industry. Industry is giving increasingly more atten- 
tion to its Tool Bit needs because of new manufac- _ 
turing methods and this in turn results in constantly 
broadening markets because of more and varied : 
applications. The right line of Tool Bits is your 
_ assurance of sound and sustained selling—so make 








it the GORHAM line. 


GORHAM STANDARD 


for the 
Commercial Field 


* 


GORHAM M-40-B 


for Heavy Cuts 
in Hard Material 


* 


GORHAM GORMET 


for more 
Abrasive Materials 


GORHAM TOOL COMPANY 


DETROIT j MICHIGAN 
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%4'' HOLGUN 
in Size 20 
Drill Stand 


*Trade Mark Reg. U. 8. Pat. Off. 


That’s a Sales Slant for 
This Compact “HOLGUN”’ 


A compact, light-weight drill is a must on 
lots of industrial jobs. That’s why you'll 
find plenty of prospects for the Van Dorn 
V4,” HOLGUN. This Drill’s short working 
clearance and minimum spindle offset make 
it ideal for working in close quarters. And 
its light weight reduces operator fatigue in 
production line work. 

What’s more, the Van Dorn HOLGUN 
is packed with power and ruggedly built to 
stand the gaff of continuous operation. It 
drives twist drills, wood augers, Van Dorn 
Hole Saws and other attachments... . in 


FOR POWER SPECIFY 


metal sheets, castings, forgings, wood, 
plastics, all kinds of materials. You can sell 
it in combination with a Van Dorn Drill 
Stand to make a powerful drill press, too! 
The handle leverage gives tremendous pres- 
sure where needed and feeds slowly and 
smoothly for most accurate work. 

Ask your customers about their tough 
drilling jobs when you call. Then push this 
“Handful of Power.” It’s a good way to 
boost your sales of HOLGUNS and acces- 
sories! The Van Dorn Electric Tool Co., 717 
Joppa Road, Towson 4, Maryland. 


(O1V. OF BLACK & DECKER mFaG, CO.) 


PORTABLE ELECTRIC TOO AS. 
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FERRY CAP 





O hold parts rigidly in place—and to provide for quick, 
easy adjustment—makers of farm equipment and other 
machinery manufacturers specify “Ferry Cap Set Screws.” 


These set screws are case hardened—the hard point bites in 
and holds. They fit perfectly and respond readily to adjustment 


needs. 


“Ferry Cap Set Screws” are expertly made by the first company 
to produce Cup Point Set Screws by the cold upset process of 
manufacture. They embody the skill and experience gained 
in 38 years of precision manufacturing. 


Square head and headless—cup and oval point—case hardened 


—sizes %4” diameter and larger. Carried in stock for imme- 
diate shipment. 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD DEPT. A-14 CLEVELAND 13, OHIO 
EXPORT MANAGER: ERNEST W. LENZ, 280 BROADWAY, NEW YORK 7, N. Y. 


CAP AND SET SCREWS © CONNECTING ROD BOLTS © MAIN BEARING BOLTS © SPRING BOLTS AND SHACKLE BOLTS ¢ HARDENED AND GROUND BOLTS © SPECIAL ALLOY 
STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS © AIRCRAFT ENGINE STUDS © ALLOY STEEL AND COMMERCIAL STUDS © FERRY PATENTED ACORN NUTS 
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veneer, plywood and wood- 
ine Knives. They buy the 
the Knives made of special Simonds 


dd id | jon 4 . .. shetr ground to precision flat- 


“Tell your dated to hav: the. Simon Knife, Specialise drop around to look over your cutting 


operations with all 


Other Divisions of SIMONDS SAW AND STEEL CO. 


‘Bvreln his orcoremnntaas 


i a alee SAW AND STEEL CO 
tions attached. FITCHBURG, MASS. 


PRODUCTION TOOLS FOR CUTTING WOOD, METAL, PAPER, PLASTICS, ETC. 
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Advertising messages like this are appearing 
regularly in 


Factory Management & Maintenance 
Modern Industry 

Mill & Factory 

Purchasing 

Electrical World 

Electrical Contracting 

Industrial Equipment News 
Electrical Equipment 


CHAMPION believes in and backs up local wholesaler 
distribution of quality Fluorescent and Incandescent 
Lamps. 

CHAMPION makes it easy for you to get more lamp 
business—sell accounts you couldn’t sell before. They 
have the quality that keeps customers coming back to 


you for lamp replacements. They're easy to handle and 
to sell. No red tape, contracts or restrictions. Outright 
sale to selected distributors only. Low production cost 
and overhead. Nothing to hinder you from getting max- 
imum volume and profit. 


You can make more money selling Champion Lamps 


CHAMPION LAMP WORKS 


ELE 


Lynn, Massachusetts gijatan i| 


cana 


4. 


. sa 
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TESTED 


for Temperature Shoc 


Heated to a temperature of 425°F and 
then plunged into ice water! That’s the 
kind of resistance to sudden temperature 
shock you deliver when you sell Pyrex 
Gauge Glasses. 

But that is only one of the features of 
this durable gauge glass. Machine drawn 
accuracy that permits easy installation re- 
duces installation strains that result in 


breakage, remarkable resistance to the 
solvent action of steam or hot water, the 
hard smooth surface that resists abrasio 
or scratching—all are reasons why Pyre: 
Gauge Glasses create satisfied customers 

Fill out your stock from the complete 
line of Pyrex and Corning Gauge Glasses 
now. Corning Glass Works, Corning 
New York. 


“PYREX” and “CORNING” are registered trade-marks and 
indicate manufacture of Corning Glass Works, Corning, N.Y. 
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Packaged 


FOR LOW COST HANDLING! 


The attractive, colorful boxes in which the most popular 
sizes of Dayton V-Belts are packaged make possible neat 
looking, easy-to-handle V-Belt stocks. Each box is plainly 
labeled with its V-Belt number. The result is time and 
money saved in filling orders. And time saved means 
Dayton V-Belt Distributors can give faster service to their 
industrial buyers. 

Intelligent packaging is only one of many advantages that 
Dayton V- Belt Distributors enjoy. Seven others are listed 
in the panel at the right. And behind every one of them is 
Dayton’s great reputation as The World’s Largest Manu- 
facturer of V-Belts! .. . a reputation that has been growing 
ever since Dayton Rubber perfected the first V-Type Belt 
in 1921. It is a reputation that, coupled with the faster 
service that intelligent packaging makes possible, means 
greater sales and greater profits for Dayton V-Belt Distrib- 
utors. Learn the full story. Write today. 


THE DAYTON RUBBER MANUFACTURING COMPANY 
DAYTON 1, OHIO 





2 
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ONLY Dayton V-Belt 


_ Distributors enjoy these 


8 BIG ADVANTAGES 


@) Unsurpassed V-Belt Quality! 


Packaged for Low-cost Hand- 
ling and Faster Service! 


Most Complete Catalog in 
the Industrial V-Belt Field! 


Factory Man in the Distrib- 
utor’s Territory! 


Complete Training Program 
for Distributor’s Sales Force! 


Sales Helps and Advertising 
to Fit Distributor’s Necds! 


A Complete V-Belt Line to 
Fit Every Power Drive Need! 


Warehouse Stocks to Back 
Up Distributor’s Stocks! 





Hayton hubba 


THE MARK OF TECHNICAL EXCELLENCE IN NATURAL AND SYNTHETIC RUBBER 


70 MILL SUPPLIES «© DECEMBER, 1946 





QUICK CLEAN-UP! 


with 


WIRE WHEEL 
BRUSHES 


QUICK, EXTRA PROFITS through fast turnover and repeat business 
are yours with Thor Wire Wheel Brushes. Thor brushes are made for 
heavy duty jobs of removing rust—paint—scale—and other material 

. . and for cleaning and roughing. Available in sizes from 4” to 12” 
diameter in single-unit, arbor hole adaptor or metal-center sectional 
type to operate efficiently on portable and stationary equipment with 
spindle speeds up to 6000 R.P.M. Brush sections filled with Double- 
Durable crimp wire in gauges up to 36. Ask your Thor representative. 


INDEPENDENT PNEUMATIC TOOL COMPANY 


600 West Jackson Boulevard, Chicago 4, lilinois 


Birmingham Boston Buffalo Clevelond Detroit Los Angeles Milwavkee New York Philadelphic 
Pittsburgh St. Louis Solt Lake City Son Francisco Toronto, Canada London, England 


PORTABLE POWER 


ONLY THOR DISTRIBUTORS SELL TOOLS FOR EVERY CUSTOMER'S EVERY JOB 
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A distressed littie man from Biastocket Still his partner in business 


had worse fits 
Spent much of his time 
eiaiesittienunainns For his tool box was ail jammed 
a with screw bits 
He misiaid ‘em and lost ‘em Now both men are wiser 


This sign’s their adviser 


“SOCKET WRENCH’ KIT 


with interchangeable sockets 


“SOCKET SCREW KIT 


with interchangeable bits 


Handy little Kits with all the bits and wrenches needed 
for most jobs. And, there is the same quality and precision 
in the manufacture of these Kits as in every other Standard 
product. 

The hollow handle holds interchangeable tools; there is 
a swivel bit-chuck for better leverage and for reaching diffi- 
cult places. The tools, carefully chosen for their usefulness, 
are made of high-grade alloy steel; the handles are of durable 
Celanese* plastic. 

The “Socket Screw” Kits, in two sizes for a greater range 
of tools, contain bits, for driving most all Phillips, Hex and 
Slotted head screws. The “Socket Wrench” Kits, in two 
sizes, also, contain 6 and 12 point sockets to fit most all Hex 
nuts and bolts from $4 up to and including }”. 

Industrial Distributors are “‘on-their-toes’” when they keep 
a complete line of the new Hallowell Speed Tool Kits in 
stock. Their applicability and versatility are resulting in 
constantly increasing popularity—highly profitable to the 
Distributor. 


Seesbeets. 


&. 


see Us 


P 


ae oe 
a ie 


Ee ais 33 
“Home” HIT 


u shen | 


“AUTO” KIT 


There is an ever increasing demand for the “Hallowell” 
Speed Tool Kits, because they are streamlined tools . 
made for a fast moving world. Write for literature and 
our interesting dealer proposition. 


An ideal Christmas Giff. 


Handles molded from Lumarith* a Celanese* plastic. 


Kits: Pat’s Pending 


PENNA Tere S19 | BRANCHES: BOSTON 


a iler Nese) 


“Auto” Kits (in two sizes) 

. contain small tools 
most necessary for auto 
maintenance. Phillips bits, 
Clutch head bits, Flat screw 
drivers and Tapered 
Reamer. 


OVER 43 YEARS IN BUSINESS 


DETROIT. + INDIANAPOLIS - 
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“Home” Kit . . . contains 
flat screw drivers (1/16” 
and 1/4” wide). Phillips 
sctew driver, Tapered 
Reamer, Gimlet, Tack Pull- 
er and Bottle Cap Opener. 


*Reg. U. S. Pat. Off. 


LOUIS + SAN FRANCISCO 
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Maintenance demands will be greater than ever . . . First 

ie quickly applied over a in importance is RUST PREVENTION. Because Rust-Oleum 

e narod per wo No time-wasting 80 gives lasting protection to metal, it's a sales “natural” for 

| er re homies! cleaner ll distributors. You, t ke it ‘round top-profit 

o ne ott all distributors. You, too, can make it a year ‘round top-profi 

ired. —— then bru item. Plan early! Get the facts about Rust-Oleum NOW!... 
er diet etc., saat Train your salesmen and line up your stock. 

© Penetrates rust — ineeuroken protective Distributor salesmen find Rust-Oleum easy fo sell — no 

film—spreoee surface. _ complicated technical knowledge is necessary. Nation-wide 

pat covers 30% more agro acceptance is growing by leaps and bounds — stimulated by 

, awainety paint—an —— greater powerful industrial advertising. More than 1,000,000 

’ % faster — Wr cons © individual buyers will read Rust-Oleum ads every month 


ip goes on 2 fatigue 
© Wt Gor tess worker ford during 1947— urging them to consult their distributors. 


e De ending ¥ 
metians, ORDINARY : ges WHY RUStT-o1eum Is A SALES-MAKER 


wt 


times on mos 


FOR DISTRIBUTORS 


It’s a proven product —in demand by factories, utilities, heavy 
industries, public works departments, contractors, etc.—al/ 
need Rust-Oleum. 


Rust-Oleum’s simple, convincing, exclusive sales story gets 
results. 


> Repeat business, rapid turnover assures a higher profit per 
dollar invested. 


Distributors use Rust-Oleum as an effective wedge in opening 
new accounts and reselling old ones. 


RUST-OLE UM CORPORATION 


anioN 2413 Oakton Street, Evanston, Illinois 
-oRPOR: 


RUST OLEUM ; i 


avairasee IN 
ALUMIN 
AND COLORS 


hee ey 
Ge uc 


bert: >. Ss 
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RUST-OLEUM Corporation 
2413 Oakton St., Evanston, Illinois 
Gentlemen: If our territory is still open, have your factory repre- 
sentative in our territory call with full information on Rust-Oleum 
and details of your tested promotion plans. 

We understand that we are under no obligation by taking 
advantage of this request. 


Mail the coupon today! 


(ae ene 


FIRM. 








FULL SELECTION OF COLORS 


Street Address_____ 








City. 
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AMERICAN CHAIN 


Answers Everyday Chain Questions... 


-++ SELL AMERICAN - - * rae compuere cuain une 


American Chain Division makes all types of electric welded and fire 
welded chain — all types of weldless chain made of formed wire or 
stampings — a complete line of chain fittings, attachments and 


assemblies — repair links — cotter pins. 
York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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To Help You Increase 
Your Lock Washer Sales 
This is one of a series of advertise- 
ments in Reliance’s national adver- 


tising campaign to make it easier 
and more profitable for distrib- 


Ri he AR ¥ WAY utors to sell Reliance Spring 
Lock Washers. 
ra : 
~~ 


Why not write for 
the full story! 






when you put your 


emergency lock washer 






needs up to a 


RELIANCE 
DISTRIBUTOR 


First, you save time. Your Reliance distributor carries adequate stocks of Reliance 
Spring Lock Washers in the new American Standard sizes and 
is geared to give prompt service. He usually can make delivery 
of your requirements in a few hours. 









You avoid material shortages, reduce operating costs. Your Reliance distributor knows 
spring lock washers and their applications . . . can offer valu- 
able suggestions and help overcome your production difficulties. 






You avoid carrying inventories and tying up capital in spring lock washers to meet 
your emergency requirements. 











You save handling costs. The new Reliance “Red Seal” package, plainly marked with 
size, quantity and series, facilitates handling and inventory 
. eliminates confusion. 






The guarantee certificate in every package assures you highest quality. 
Reliance Spring Lock Washers are made from special-analysis 
steel, cold drawn in Reliance’s own mill, providing non- 
fatiguing reactive pressure which keeps bolted assemblies 
tighter longer. 

There’s a Reliance distributor near you. If you don’t know 
his name, we'll be glad to furnish it. 


RANSON cesses ano rsaxy MASSILLON, OHIO 


EATON MANUFACTURING COMPANY Sales Offices: New York » Cleveland « Detroit » Chicago « St. Lovis * Sen Francisco » Montreal 











Measured in COLD aN. - HERES HOW 
Eh AMERICAN PHILLIPS SCREWS | 


Pay off t tor-Makers-°* 


° refrige'? 
and to nefrigerator-USer™ too 


pee oO Phillips Screws Pay off in 
i miniature 


many W2yS> ‘whether you puild refrigerators or 


trains. up handling, increase worker-proficiency 
by building confidence, cut dow® 
screws, “drunken driving, scarre 
material, and lost time 
cause American Phillips Screws make 
easy, 200” maticd ly straight. N 
E- 


fatiguing ---“ au i 
up the pay-off and you'll find TOTAL TIM 
RUN AS HIGH AS 50%- 





ips Screws add the 
modern, workman- 
; "3 


“That's for me!” 
ethod of fastening is act sa 
plus sales-prosection- Are you this payoit? Write 
America® for mmendation oO d metal of 
Americao Phillips Screws which wil do the 
COMPANY, PROVIDENCE \, RHODE ISLAND 
Detroit 2: $02 Stephenso® Building 


pest job at lowest cost. 
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KEEP SYaainer SALES MOVING! 


Yarways are the strainers that do prevent rust, scale 
and d?rt from clogging customers’ steam equipment, 
and do keep supply house strainer sales moving. 


It's this dependable, satisfactory service that brings 
large volumes of profitable repeat orders. 


With Yarways “the screen's the thing” ...a high- 
grade Monel woven wire screen with mesh fine enough 
to catch the dirt—yet ample free area for passage of 
clean condensate or oil and other fluids. 


Other features include cadmium-plated body for 
protection against corrosion and for better appear- 
ance, readily removed screen cap that automatically 
aligns screen when screen and bushing are inserted 
together, reasonable price, immediate delivery, and full 
range of sizes from 4" to 2” for pressures up to 600 psi. 


See Bulletin S-201. 


YARNALL-WARING COMPANY 
111 Mermaid Ave., Philadelphia 18, Pa. 
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Talk of the Trade 


CHICAGO HIGHLIGHTS: Oscar Iber (0. Iber Co.. Chicago) was taking 
no chances on having bleary-eyed delegates at the opening session of the 
Central States Mill Supply Association’s annual meeting ... At a dinner on 
the convention eve, Osear read a lengthy dissertation on over-indulgence and 
wound up by obtaining a mass pledge that it would be “early to bed and 
early to rise” that night: “The opening session was packed to capacity. 


POTENTIALS: The American Association’s Marketing Committee, which 
took over on the second day of the Central States’ meeting, laid great stress 
on potentials and how to determine them . . . Chairman Jim Geddes (H. K. 
Porter Co.) had to admit, though, that the committee had underestimated its 
potential so far as audience was concerned. . . A hurry call to the management 
of the Palmer House brought some additional chairs but there was still an 
overflow in the hall. 





SIDELIGHTS: Wendell Clark (Samuel Harris, Chicago) got a bit of free 
advertising when a comic stunt diver claimed Wendell had loaned him the 
bathing suit he wore. . . It was of the style featured in the gay 90’s. 





VISITORS: Guests at the session came from near and far. . . Manufacturers 
from virtually all sections were represented. . . Among those from distributor 
ranks who attended were Ray Neal (R. C. Neal, Buffalo) ; Southern President 
Lloyd Mize (Industrial Supply, Richmond) ; Harold Torrell (Syracuse Supply, 
Syracuse); Ed Stvan (Strong, Carlisle & Hammond, Cleveland); Wallace 
Campbell (Campbell Hardware, Seattle) ; Gordon Vaughan (W. M. Pattison, 
Cleveland), and Jack Dale of Dallas. 


WELL AGAIN: Paul Mamet (A. N. Nelson, Brooklyn) is back on the job 
after a long siege of illness. 


FREE CIGARS: There was a great deal of smoking going on around Reichman- 
Crosby Co., Memphis in October when Mr. and Mrs. Newton Wilson became 
parents. . . It was a boy, John Cannon . . . Newton is purchasing agent for 
Reichman-Crosby and Mrs. Wilson is a former employee of the company. 


TODAY’S GOOD DEED: Elmer Wall (Ducommun Metals & Supply, Los 
Angeles) was flagged by a couple of young women who had located two 
kegs of nails for a housing job but couldn’t get them into their car. . . Getting 
the first keg in was easy for Elmer but he had difficulty with the second. . . The 
girls left with the nails. . . Elmer was left with a strained back. 





BUYING EXPERIENCE: As a member of the finance committee and the 
executive committee of the Syracuse Liederkrantz Club, Fred C. Zinsmeister 
(A. V. Wiggins Co., Syracuse) has gained a wealth of experience in buying 
liquor and food on a big scale. . . Fred also is director of the 91-year-old singing 
society club. 


GRANDPA: The father of ten children, Frank Green (Delta File Works) 
recently had a brand new experience . . . he became a grandfather. 





R. W. B. Something New 
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For close control, 


i I 


Globe and Angle 
bodies can be fitted 


Standard 

106-A_trim- 

ming is exactly the 

same for Globe or 

Angle body, screwed 
or flanged. 


simply remove the 
nut which holds the 
dise in the dise hold- 
er and replace with 
this throttling nut 
Fig. 344. 

For use on Fig. 
106-A te 109-A in 


clusive. 


For quicker opening 
and closing, substi- 
tute this bonnet and 
spindle from Fig. 
942, in which threads 
are pitched more 
tharply. 


with one trimming. 
Trim consists of Cap, 
Dise Holder and 
Dise Holder Nut 
from Fig. 117-A. For 
Spring-loaded serv- 
ices . . . simply add 
Spring from Fig. 
655-A. 


For Stop and Check 
service, use 106-A 
trim but substitute 
Spindle from Fig. 
630-A and replace 
dise nut with the 
check valve dise nut. 


“Guide to Correct Disc Selection” 
and “Valve Disc Selector’’ Wall Chart 


Jenkins Distributors use these authentic, up-to-the- 
minute guides to disc selection to win customer good 
will, spark valve sales. The Guide is a 12 page folder 
of useful information on disc selection and usage, 
with hints for saving maintenance time and trouble. 
The Selector summarizes the folder in a handy, easy- 
to-read wall chart form, 


ENKINS BROS. is the only manufacturer of both Renewable Disc 

Valves and Discs. The Jenkins Distributor is thus equipped with 

Disc information compiled by specialists and available from no 
other source. 

He can help his customer choose Discs that will improve valve 
performance and lower maintenance. He can also offer the best 
known, time-proved “family” of Renewable Composition Disc 
Bronze Valves on the market — the Jenkins 106-A Series. With a 
handful of interchangeable parts, valve combinations can be pro- 
vided for 90% of normal industrial piping needs. 

This set-up is another reason why the Jenkins Distributor is 


always in line for a big share of business from every valve-using 
industry ... another “extra” in the long list of advantages of his 
Jenkins franchise. 


Jenkins Bros., 80 White Street, New York 13; Bridgeport, 
Conn.; Atlanta; Boston; Philadelphia; Chicago; San 
Francisco. Jenkins Bros., Ltd., Montreal ; London, England. 


aarte, 
LOOK FOR THIS <oENKING > DIAMOND MARK 


~ 


SINCE Javon foxy 1864 | 


JENKINS VALVES | 


For every Industrial, Engineering, Marine and Plumbing- 
Heating Service . . . in Bronze, Iron, Cast Steel and 
Corrosion-resisting Alloys . . . 125 to 600 lbs. pressure. 
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REPUBLIC’S 
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LINE 


A line of rubber items sufficiently com- 
plete to permit effectively supplying the 
requirements of the trade solicited. 


QUALITY 


A quality of product uniformly good 
and capable of delivering service results 
that should reasonably be expected. 


PRICE 


A price basis inducing and making pos- 
sible aggressive competition with reason- 
able profit return. 


FREEDOM 


Freedom from competition from his 
source of supply, either direct or indirect, 
among the trade covered by his day to day 
solicitations. 


SELLING 


Selling helps of reasonable amounts so 
that his sales force may be given the ad- 
vantage of specialized training and a knowl- 
edge of the product sold. 
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w. F. CROWDER, Editor 
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CASH DISCOUNT 


allowed by manufacturers is a recurring problem in 

manufacturer-distributor relations. In good times when 
money is plentiful and collections good, there is always 
a temptation for some manufacturers to question the wis- 
dom of the long-established policy of a 2 percent cash dis- 
count. And a few manufacturers even attempt to break 
with tradition by reducing or eliminating the cash dis- 
count. On the other hand, in tough times when money is 
scarce and there are many claimants for the limited supply 
of available cash, no one would think of removing this 
powerful inducement to prompt payment. In these times, 
the debtor disburses his short cash among the competing 
claimants where it will do the most good and no creditor 
would want to jeopardize his competitive chance of pay- 


T° MATTER of whether or not a cash discount should be 


ment by eliminating cash discount. 

While the virtues of cash discount as a collection tool 
among their customers cannot be understated, the discount 
system as presently employed works to the disadvantage 


of the distributor. Even if the distributor availed himself 
of a 2 percent cash discount on all supplies purchased and 
his customers in turn took their 2 percent cash discount 
on these same supplies, the distributor would lose just by 
the arithmetic of the arrangement. The 2 percent allowed 
by suppliers is on the cost of the merchandise while the 
distributor allows his customers 2 percent on the selling 
price. This aspect of the present cash discount system 
would be a strong reason why all distributors should favor 
its discontinuance if its value as a collection tool were not 
a more compelling reason for keeping it. 

With the current favorable level of business in the indus- 
trial supply field, it was inevitable that some manufacturers 
should attempt to eliminate the cash discount. It was 
equally inevitable that distributors who allow cash discounts 
to their customers and have reasons fully as strong as 
manufacturers for keeping the 2 percent discount on their 
own sales in their own treasuries, should oppose the move 
on the ground that it was too strong a collection device 
to toss idly away. In this position most manufacturers 
concur. After all, distributors are the collection agents 
as well as the sales agents for manufacturers and are thus 
in a better position to judge the adverse effects of such a 
move on the ultimate consumers. Certainly distributors 
are closer to these ultimate users than the manufacturers 
themselves. And it is the distributor's money that carries 
the accounts receivable resulting from the sale of the manu- 
facturer’s products, 

The position of the distributor in this controversy was 
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competently stated by Oscar Iber, president, O. Iber Com- 
pany, Chicago, at the recent convention of the Central States 
Mill Supply Association in Chicago. 

“The cash discount principle has been—is—and always 
will be a most important factor in the field of credit. It is 
of tremendous help to credit men in the collection of ac- 
counts and is directly responsible for the more frequent 
turnover of accounts receivables. 

“On our books, approximately 96 percent of our sources 
allow a cash discount and about 4 percent do not. 

“Now, some of you will say, ‘Why worry when the score 
in round figures reads 4 percent agaimst—and 96 percent 
for the principle of the cash discount?’ and, then too, you 
may say, ‘What can be done about it?’ 

“It is my humble opinion credit changes will continue 
and possibly increase unless we remain on the alert. We 
always will be in a state of flux in credit and collection. 
Now, it is possible that I am barking up the wrong tree, 
and that I have taken the subject of cash discount entirely 
too seriously. It is possible that I am taking up time 
insofar as you manufacturers are concerned, but I am not 
barking up the wrong tree when it comes to distributors, 
for we know that we are very much affected by the course 
of cash discount. We allow it to get our money in 
quickly. We need this money to pay our bills with you. 
If we do not allow a cash discount, collection of bills would 
extend at least another 20 to 45 days or even more with 
a corresponding increase in the cost of collection. This is 
fact and not fiction. The natural result of that would be 
the need for additional capital equal to the amount of at 
least an average month’s business. 

“If we could keep the percentage of 96 percent vs. 4 
percent in status quo, I believe we, as distributors, would 
settle on that basis and be satisfied. That would mean 
then, that when you have to make a change in price, you 
would change your cost to us keeping in mind the spread 
between our cost and your recommended resale, but keep 
the terms of payment intact.” 

In that last statement, Mr. Iber has perhaps hit at the 
basic weakness in the thinking of some manufacturers. 
These are the manufacturers who fail to distinguish be- 
tween a pricing problem of their own and a trade practice. 
If a higher price is needed for their products to cover in- 
creases in manufacturing costs, they should get it by 
increasing the price charged the distributor and increasing 
appropriately the recommonded resale price. As Mr. Iber 
concluded, “A wise man once said, ‘the recognition of a 


fault is the beginning of correction’.” 
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RESOLVED: 


The Ceatral States mill Supply Cssociation expresses sts profound 
+ “appreciation to MILL SUPPLIES, She Magazine of Industrial Distribution, 
for its vigorous and untiring efforts on behalf of the industrial distributor, as 
typified by MILL SUPPLIES. actianal ssebieshilieig siihapninh is dead anil 
business. magazines, calling attention to the availability and service inherent in 
the industrial supply system which has made the industrial distributor 
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MILL SUPPLIES 


Central States Mill Supply Association presents scroll to magazine for "its 
vigorous and untiring efforts on behalf of the industrial distributor" 


IN RECOGNITION of the aid rendered to industrial distributors 
by Mitt Suppuies, the Central States Mill Supply Associa- 
tion. last month presented your magazine with a scroll. 
The presentation was made during the first day of the 
two-day convention in Chicago by Oscar Iber, program 
chairman, and was accepted by Walter F. Crowder, editor. 

In presenting the scroll, Mr. Iber gave a brief report on 
the advertising program conducted by Mitt Supp.ies in 
leading business publications during September and October. 
He also pointed out that both The National Supply & 
Machinery Distributors’ Association and the Southern Supply 
& Machinery Distributors’ Association had passed resolutions 
praising your magazine’s actions. 


Mr. Iber then read the Central States resolution: 

“Resolved: The Central States Mill Supply Association 
expresses its profound appreciation to Mitt Suppuies, the 
magazine of Industrial distribution, for its vigorous and 
untiring efforts on behalf of the industrial distributor, as 
typified by Mitt Suppuies’ national advertising campaign 
in trade and business magazines, calling attention to the 
availability and service inherent in the industrial supply 
system which has made the industrial distributor indis- 
pensable to this nation’s economy.” 

The resolution, adopted previous to the convention, was 
then passed among Central States members for their signa- 
tures. The scroll is reproduced above. 
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STUDIES CURRENT PROBLEMS 


Association's 14th annual meeting attracts 450; second day of session given over 
to American Association's Marketing Committee; Ruddell reelected president 


vention, the Central States Mill 

Supply Association last month 
trained its sights on current and future 
problems. Among the subjects dis- 
cussed at the Chicago convention were: 

Small Orders, Evaluation of Lines, 
Written Sales Policies, Trends in the 
Industry, Cash Discounts, Sales Train- 
ing, Sales Meetings, Market Evaluation, 
Sales Promotion. 

Departing from custom, the associa- 
tion held a two-day meeting, the second 
day being given over to a joint meeting 
with the American Association. This 
session was conducted by the Market- 
ing Methods Committee of the Ameri- 
can and was the first of a series of 
meetings planned by the committee for 
various parts of the country. 


I ITs FirST full-dress post war con- 


Both the “Floor Show in Water” and the reception on Sunday night drew 
capacity audiences. (Note the swimming stars in the lower right corner of the 
In the upper right photo J. H. Ruddell, reelected president, 
checks over meeting data with Anne Greene, executive secretary. In the lower 
right photo, Oscar Iber, program chairman, looks on while Wendell Clark signs 
the scroll presented to MILL SUPPLIES (see opposite page). 


picture below.) 


Attendance at the two-day conven- 
tion, which was the fourteenth annual 
meeting of the association, exceeded 
the expectations of the officers and the 
program committee. More than 450 
members and guests were registered. 

Although officially the meeting opened 
on Monday morning, November 18. 
an informal manufacturers’ and 
tributors’ get-to-gether was held on 
Sunday night. The get-to-gether con- 
sisted of a reception and dinner in 
the Hotel Continental followed by a 
“Floor Show in Water” in the Town 
Club of Chicago pool. 

In addition to hearing speeches on 
the subjects already mentioned and 
contacting each other, the distributor 
and manufacturer delegates were given 
an opportunity to contact each other 


dis- 


at the Sunday night reception and at a 
reception on Monday night. 

Results of an election by mail were 
announced at a banquet Monday night. 
J. H. Ruddell (Central Rubber & Sup- 
ply Co., Indianapolis) 
president for a second term; William 
Teare (Sterling Products Co., Chicago) 
was named vice-president; A. M. Steed 
(Barrett Hardware Co., Joliet) was re- 
elected secretary; J. R. Pauly (The 
Triplex Supply Co., Milwaukee) re- 


was reelected 


elected treasurer, and A. K. Greene re- 
named executive secretary. 

Reports on the addresses given at the 
convention are on the following pages. 
Additional pictures will be found on 
pages 230, 231 and 232. 
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THE SMALL ORDER PROBLEM AS SEEN BY... 


THE DISTRIBUTOR 


HE EXPERIENCES of Ster- 
Te Products Co., Chi- 

cago, in seeking to solve 
the small order problem 
were recounted by William 
Teare, president. 

“Our company,” Mr. Teare 
said, “tried out a plan some 
months ago, endeavoring to se- 
cure cash on all orders‘ of $5 
or less. While the plan wasn’t 
perfect by any means, it 
was good enough to increase the amount to $10. Some of the 
smaller buyers didn’t take to the plan very well at first, as 
they felt we were questioning their credit, but when it was 
explained to them there was little resistance to the plan.” 

Mr. Teare expressed a similar thought to that advanced by 
William Purtell, the manufacturer’s speaker on the subject. 
Mr. Teare suggested that “if distributors would earnestly 
endeavor to work out some plan with their customers, calling 
attention to the fact that they too should interest themselves in 
the small order problem, I am sure something can be done 
to eliminate a portion of it.” 

Some of the blame for small orders, however, was placed on 
manufacturers’ men by Mr. Teare. He said he believed many 
distributors place too many small orders “mainly in the hope 
it will not scare the manufacturer and he might fill it.” 

Mr. Teare said his company had been successful in having 
some large buyers bunch their requisitions on one order. He 
cited a case where a plant was creating 15 to 20 requisitions 
daily, although many of the items were for the same depart- 
ment. “Inquiring at the comptroller’s office, we found this 
plant was being charged $2.50 for each order issued. The 
accounting office also figured a cost of $3 for processing the 
invoice and issuing check to cover. It did not take long in 
this case to have all requisitions for the same department 
to be included on one order. The matter is now in the hands 
of one of the V.P.’s, who is making a thorough investigation 
to see that all of their plants follow this procedure.” 

Another way the problem can be attacked, according to Mr. 
Teare is for manufacturers to permit distributors to increase 
prices on small orders. 


THE MANUFACTURER 


TWO-POINT PROGRAM de- 
A signed to cut down on 

the number of small or- 
ders received by both distrib- 
utors and their sources was 
proposed by William A. Pur- 
tell (The Holo-Krome Screw 
Corp.). He suggested that: 

1. Both manufacturers and 
distributors make studies of 
costs of processing a small 
order from the time of its 
inception to the bookkeeping close of the transaction. 

2. All facts showing the cost of small orders to the buyer 
be prepared for presentation to and purchasing agents’ asso- 
ciations, city-wide, country-wide, state-wide and nation-wide. 

Mr. Purtell pointed out that the small order problem is not 
a war-time creation; the problem pre-war was a major one. 
He admitted that shortages of material, equipment and man- 
power have handicapped manufacturers and therefore, they 
have not been able to supply distributors with sufficient shelf 
stock for them to service their customers. However, he con- 
tinued, studies have shown that many distributors pile in 
small order after small order for standard items with too little 
thought as to the cost to them and to the manufacturer. 

The matter of direct shipments, Mr. Purtell continued, is 
a phase of the small order evil that has grown and should be 
and must be controlled. Direct shipments, he added, can be 
excused where emergencies exist, but when direct shipments 
are resorted to so often as they appear to be today, they are 
an abuse, creating a waste, and are inexcusable. He con- 
tinued by explaining that direct shipments tend to break 
down the confidence customers have in the distributor. 

Mr. Purtell stressed the fact that small orders are costly to 
both the buyer and the seller. However, the buyer does not 
understand the cost of small orders to him. He then proposed 
that distributors and manufacturers gather facts on the cost 
of small orders from the buyers’ standpoint and bring the 
matter to the attention of purchasing agents. 

“It is an educational job,” he concluded. “It is a job of 
understanding. It is a job we can do together. It is a job 
that will bring results.” 


EVALUATION OF LINES 


EVALUATION OF LINES was a featured 
subject of the convention. Three speak- 
ers, a distributor, a manufacturer and 


R. M. Swisher 


Binny 


a certified public accountant, discussed 
the topic. Because of the need for 
thorough treatment 


Cc. A. Channon 


Mitt Supp.ies is not including in this 
article a report on the three addresses. 
A complete report will be presented in 
the January issue. 

The three speakers and their sub- 
jects were D. W. Northup, president, 
The Henry G. Thompson & Son Co. 
“The Value of Line Evaluation”; Rhae 
M. Swisher, C.P.A., Rhae M. Swisher 
& Co., “The Line Study Report”, and 
Carl A. Channon, president, Great 
Lakes Supply Co., “A Test Applica- 
tion.” 


of the subject, 
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DIRECT SELLING 


OINTING OUT that there 
Pe: many manufacturers 

who have become very 
successful by using a definite 
and -strict distributor’s sales 
policy and that there are 
others who “try to make us 
believe they have a distribu- 
tor’s policy but compete with 
their distributors by selling 
direct,” J. G. Christie (Bar- 
rett-Christie Co., Chicago) 
called for cooperation between sources and distributors. 

Mr. Christie spoke on two subjects, “Direst Selling” and 
“A Definite Written Distributor’s Policy.” In discussing the 
first subject, he emphasized that the recognized distributor is 
in a position today, with his trained engineers and salesmen 
and with the assistance of factory trained men, to render a 
complete service that surely cannot fail to bring results.” 

To show the trends in direct selling vs. distributor selling, 
Mr. Christie compared the results of two surveys made by 
MILL Supptiks in 1939 and 1945. In each case the study was 
made by a research organization in a typical industrial city. 
The comparison showed that direct selling increased in the 
six years hetween studies. Mr. Christie cautioned his audi- 
ence that the war buying probably had something to do with 
this situation but pointed out the studies did not include 
government buyers. ‘ 

The distributor, Mr. Christie continued, has no quarrel 
with the buyer who can buy direct nor with the direct-selling 
manufacturer whose policy is to sell completely direct if his 
line does not lend itself to distribution through the mill 
supply trade. However, he declared, “the distributor defi- 
nitely has a case when it comes to manufacturers who sell 
direct to 15 or 20 percent of the buyers and presumably sell 
80 percent or more of their products through distributors.” 
The 15 or 20% too often represents the really profitable end, 
he added. 

For the second part of his talk, Mr. Christie directed his 
remarks exclusively to manufacturers. He urged all manu- 
facturers desiring to market their products through distribu- 
tors to have a definite written distributor’s policy. 


REVIEWS 


A review of the activities of the 
National Supply and Machinery 
Distributors’ Association was pre- 
sented by the president, W. M. 
Patterson (Frick & Lindsay Co., 
Pittsburgh). He revealed that the 
executives of the National and 
Southern Associations have, been 
working closely tegether. He said 
the secretary soon will devote 
100% of his time to the group. 


J. M. Patterson 
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THE CASH DISCOUNT 


all manufacturers and dis- 

tributors believe in the 
cash discount, bucking it is 
a waste of time, declared Os- 
car Iber (O. Iber Co., Chi- 
cago). “To study its purposes 
with a view to improving the 
function, in my opinion, is 
the essence of intelligence.” 

“The cash discount,” he 
continued, “has been, is, and 
always will be a most important factor in the field of credit. 
Discounters are granted a premium and usually earn the 
lowest possible price. Non-discounters are penalized by the 
seller to the extent of the amount of the cash discount for 
the use of the money—it is a merit and demerit system.” 

Mr. Iber continued by citing reasons for manufacturers 
to continue the cash discount policy (see editorial, “Cash 
Discount”, on page 81). After his general statements, how- 
ever, he continued by declaring: — 

“I now wish to register our pet peeve which is directed 
to the party or parties who in order to make an extra dol- 
lar, take away or lower their cash discount to the distinct 
disadvantage of the wholesaler or distributor without any 
sacrifice on their part whatsoever. This unfair practice is 
usually instigated by someone either new in the field of 
credit and finance or prompted by lack of understanding or 
selfishness. 

“Whenever such a change in terms comes to me in a 
letter, I wonder just what prompted it. Every year a few 
such letters come in and I always wonder if, when they change 
their selling terms, they change their buying set-up too. 

“Inquiry has proven to me that in the majority of cases 
such changes are made to gain the 2 percent, or whatever 
the cash discount is, at the expense of the customer. It is 
easy to find out—just look at the lines of discounts earned 
and discounts allowed in any financial statement. 

“During the years gone by, quite a few have tried it, but 
very, very few have stuck it out—they just can’t stand up 
under the avalanche of letters that- bring resentment and 
objections to the uninitiated.” 


TRENDS 


Walter F. Crowder, editor of MILL 
Supp.igs, discussed “Trends in the 
Mill Supply Industry.” He based 
his discussion on a recent survey 
of distributors made by Mixi Sup- 
pLies. The results of the study 
were in the November issue and 
Mr. Crowder’s speech gave the au- 
dience a preview of the presenta- 
tion with emphasis on the mid-west 
picture. 


[atime AS 96 percent of 











Walter F. Crowder 
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COOPERATION 





Marketing problems an 
discussed at joint session 
HAT BOTH manufacturers and distributors are determined A 
T« reach a new high in cooperating to attain a goal of r 
better sales organizations was made crystal clear during , 
the second day’s sessions of the Central States Association a 
meeting. The meeting room was filled to capacity and there :. 
was spirited discussion among speakers and the audience on pe 
every one of the four major topics on the program. re 
Presented in the style of a round table radio program, the ° 
ve meeting was adjudged highly successful by the sponsoring 
Theodore Smith J. H. Ruddell organizations, Central States Mill Supply Association and 
Oliver Iron & Steel Corp. Central Rubber & Supply Co. the American Supply & Machinery Manufacturers’ Associa- 
tion, as well as by the audience. 
The session was the first of a series of five manufacturer- 
distributor meetings planned by the American Association’s 
marketing methods committee. The remaining four gather- > 
ings will be held in Boston (Jan. 14), Cleveland (Feb. 25), th 
and Philadelphia (March 25) in collaboration with the 
National Supply & Machinery Distributors’ Association and ; 
in Memphis (Feb. 10) in collaboration with the Southern 
Supply & Machinery Distributors’ Association. h 
The Chicago meeting was opened by J. H. Ruddell, Central S 
States president, who explained that his organization had : 
voted to depart from the usual custom of one-day annual meet- , 


ings to give members an opportunity to participate in the 
discussions on marketing. He then introduced Theodore 
Smith (Oliver Iron & Steel), American Association president. 

Mr. Smith briefly outlined the work of the marketing meth- 
ods committee, praised the members for their diligent work 
and then introduced by J. G. Geddes (H. K. Porter Co.) , com- 
mittee chairman. 

The purpose of the committee’s studies and the meeting, 
James Tate Gordon Vaughan Mr. Geddes said, “is to increase the sales volume of the 
Dumore Co. W. M. Pattison Supply Co. supply industry over the pre-war level by more efficient 

marketing methods and better sales direction and, at the 
same time, to decrease the cost of distribution both to the 
manufacturer and to the distributor.” The meeting, he con- 
tinued, was planned to stimulate thinking and bring about 
direct action on the part of the individual manufacturers and 
distributors. 

Mr. Geddes then outlined the way in which the meeting 
was conducted: he introduced two speakers, a manufacturer 
and a distributor, for each of the four subjects, and after the 
talks Walter Kemphert (Worthington Pump & Machinery) 
conducted question and answer periods. 


-_ np te Oe 2 66 


Sales Training 


Sales training as a manufacturer’s problem was discussed 
by James Tate (Dumore Co., marketing director) and as a 
distributor’s problem by Gordon Vaughan (W. M. Pattison 
Supply Co., Cleveland). 

Mr. Tate posed the question “Why all the emphasis on 
sales training?” and immediately answered it by declaring 
that “perhaps some of us have done an adequate job, but all 

E. E. Stvan K. R. Beardslee of us realize that we'll have to do a job that’s more than 
Strong, Carlisle & Hammond Co. Carboloy Co. merely adequate if we are to reach the goal of increased sales 
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SPOTLIGHTED 


and reduced distribution costs.” Mr. Tate then discussed the 
subject in detail, citing case histories and emphasizing that 
training is a joint manufacturer distributor problem. 

That there is a definite need for sales training in distribut- 
ing organizations, most every one will agree, Mr. Vaughan 
declared. He told of the experiences of his company, pre- 
senting the facts behind decisions made by his firm. “'n the 
interest of serving our customers better, our sources of supply 
better and our employees better, we must point to a better, 
more efficient, more productive sales training program tleat 
will develop each of our salesmen—inside and outside—to the 
best of his ability,” asserted Mr. Vaughan. 


The Distributor's Sales Meetings 


K. R. Beardslee (Carboloy Co., vice-president) pointed 
out that sales meetings, being one of the most important and 
effective tools for distributor selling, have been improved. 
But, he added, there still is plenty of opportunity to increase 
their usefulness. He then discussed in detail the purpose of 
sales meetings, the material for them, the method of presen- 
tation and the follow-through after sales meetings. 

The distributor sales meeting, properly conducted, will 
help make a salesman out of an order-taker, declared E. E. 
Stvan (Strong, Carlisle & Hammond Co., Cleveland) in dis- 
cussing the subject as a distributor’s responsibility. He 
proved the point by citing cases from his experience. 


Market Evaluation 


Burt Hotvedt (Blackhawk Mfg. Co., sales promotion man- 
ager) handled this topic for manufacturers and H. E. Torrell 
(Syracuse Supply Co.) for distributors. Mr. Hotvedt ex- 
plained the material in the American Association’s book, “An 
Analysis of the Distribution of Industrial Supplies,” and sug- 
gested how both distributors and manufacturers can profit 
from the findings. 

Mr. Torrell termed market evaluation a fundamental and 
primary step with everyone who makes selling his business 
or profession. He cautioned that there is a difference between 
market evaluation and sales budgeting and then presented a 
formula for undertaking market evaluation. 


Better Sales Promotion 


Reasons for sales promotion at this time, despite the fact 
that a seller’s market exists, were enumerated by W. W. 
French (sales promotion director, Dodge Mfg. Corp.). It is 
only by the close cooperation of manufacturer and distribu- 
tor and by utilizing to best advantage the facilities possessed 
by each that the challenge to sales management can be met 
and mutual advantages realized, Mr. French said. 

Ross Dickson (W. D. Allen Mfg. Co.) discussed sales pro- 
motion from the distributor’s standpoint. He classified the 
relationship established between the manufacturer and the 
distributor as the most important aspect of sales promotion 
and the next most important aspect as the relationship be- 
tween manufacturer’s and distributor’s salesmen. 
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INCENTIVE PAY 


Pye-Barker Supply, Atlanta, gives employees bonus 
of 20 percent of gross; amounts received by indi- 
viduals based on salary and length of service 


corporation last July, Pye-Barker 

Supply Co., Atlanta, has discarded 
its “hit-or-miss” bonus: fil in favor of 
a profit sharing plan for all employees 
who are not on a commission basis. 
Unlike the former plan, the new plan 
provides for an over-all bonus that is 
determined strictly on the profit of the 
company. 

Both heads of the firm, Ben S. Bar- 
ker, Jr., and John C. Pye believe the 
new plan will be of considerable more 
benefit to each employee and that it 
also will serve as an incentive for em- 
ployees to contribute their best efforts. 

The plan was adopted after an ex- 
tensive study of profit sharing plans in 
effect in numerous supply companies 
and in similar firms. It provides for 
dividing among employees 20 percent 
of the firm’s profit before taxes or 
dividends are deducted. Each individ- 
ual’s share of the melon will be deter- 
mined on a point basis. Each employee 
will receive one point for each $100 of 
annual compensation and two points for 
each full year’s service with the com- 
pany. However, the maximum number 
of points any employee may accumu- 
late is 60. Once the total number of 
points is determined, the figure will be 
divided into the amount allocated to 
the fund, thus determining the dollar 
value of each point. 

In announcing the new plan to em- 
ployees, Mr. Barker and Mr. Pye illus- 


(occ FROM a partnership into a 


Details of their company’s new profit sharing plan are 
checked by John C. Pye, and Ben §S. 


trated the plan of operation in this 
way: 

“Assume at the end ofthis fiscal year, 
the dollar value of each point worked 
out to be $10, that you earned $2,500 
during the year, and that you have been 
with the company five full years; you 
would receive 25 points for annual 
earnings and ten points for years of 
service or a total of 35 points, which 
at $10 per point equals $350.” 

Establishment of the profit sharing 
plan was one of the chief reasons for 
Mr. Pye and Mr. Barker dissolving 
their partnership and incorporating. A 
second purpose was to permit other 
members of the organization to become 
stockholders. All the details for this 
part of the plan have not yet been 
worked out but, Mr. Pye pointed out 
that he and Mr. Barker believe at pres- 
ent that the plan will be to offer each 
employee who has a five year continu- 
ous service record, an opportunity to 
buy stock. The amount each employee 
will be permitted to buy probably will 
vary with the position occupied by the 
individual and his contribution to the 
earning capacity and development of 
the company. 

The profit sharing plan does not in- 
clude Pye-Barker salesmen. They work 
under a basic plan of a guaranteed sal- 
ary, plus a percentage of the gross 
profit. Each salesman furnishes his 
own car and pays all of his expenses. 
The major share of each salesman’s 


FOR ALL 


compensation comes from his commis- 
sion account. This plan, Mr. Barker 
and Mr. Pye think, discourages any 
tendency a salesman might have to 
economize on traveling and business 
solicitation. 

The company’s announcement of the 
profit sharing plan stressed the fact 
that “it is not our intention to consider 
this plan as a part of your regular 
compensation, as it is our intention at 
all time to pay wages and salaries to 
the extent of our ability, in keeping 
with existing levels or above.” 

“You that think seriously of the fu- 
ture, seek ways and means of insuring 
your future security to the greatest 
possible extent,” the announcement 
continued. “It is the intention of your 
company to retain the profits of the 
company (after the employees’ share 
has been set aside and after taxes have 
been paid) to develop, expand and 
strengthen it to a point that it is as 
permanent a fixture in Atlanta as it is 
humanly possible to build. 

“All employees contributing to the 
progress, earnings and savings of the 
company not only add to the dollar 
value of each point they have, but help 
insure their future security at the same 
time.” 

Upon termination of employment at 
any time during a fiscal year for any 
reason, an employee automatically loses 
his participation rights in the profit 
sharing plan for that year. 





Barker, Jr. 


year pins. 


supply firm. 





SERVICE PINS AWARDED AT DINNER 


EIGHT SERVICE PINS were recently awarded to members 
of the Pye-Barker Supply Co., in Atlanta at a dinner 
meeting held in the Biltmore Hotel. W. L. Harrison, 
C. V. Ahles, L. M. Fowler, H. D. Holland; M. R Hen- 
dricks and W J. Harris were awarded five-year pins. 
John C. Pye and Ben S. Barker, Jr., were awarded ten- 


The Pye-Barker ‘firm now has 33 employees in its mill 
supply organization and four employees in its welding 


Before organizing the firm, Mr. Pye and Mr. Barker 
were with Goodyear Tire & Rubber Co., for a number 
of years following their graduation from Georgia Tech. 
Mr. Barker received his bachelor’s degree in textile 
engineering in 1915 and Mr. Pye received his bachelor’s 
degree in mechanical engineering in 1920. 
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ware & Metal Co. works under some 

form of bonus or profit-sharing plan, 
as an incentive. However, no one works 
under a contract. There is no necessity 
for contracts if there is a mutual un- 
derstanding and all have confidence in 
each other. 

At the outset, bear in mind that the 
basis of pay in all departments of the 
warehouse and offices is the best cur- 
rent, standard pay for that class of 
work, and that the various incentive 
payments or bonuses are superimposed 
upon this standard base. The incen- 
tives cover four groups. 

First is a plan for warehouse em- 
ployees, who are divided up into sub 
groups. Say a group of 12 employees, 
under a foreman, has charge of a floor 
or a section of a floor. All get the 
standard wage for that work. From 
many years of experience and record 
keeping, we know the average volume 
of merchandise passing through that 
section and what the cost of handling 
it is, expressed in percentage. Say the 
cost of that department is 3 per cent. 
We say to the people and the foreman 
in that department that we are willing 
to pay up to 3 percent each month. 
They are told that if they can reduce 
the cost, the difference will be paid 
monthly as a bonus to those who con- 
tinue to work there, over and above 
their actual wages. Upon the initiation 
of such a plan, immediate action is 
taken by the employees to reduce cost 
by better work, time saving ideas, etc., 
so that the number of employees, and 
hence cost, can be reduced. 

When it is found that certain em- 
ployees can be dispensed with, and the 
work still be done satisfactorily, they 
are taken out of that department group, 
but they are not discharged. Instead, 
they are transferred or loaned to some 
other group that is short handed. This 
transfer is made by the superintendent 
of the company. He first discusses the 
problem with the employees involved 
to determine their capacities and pref- 


rs EMPLOYEE of the Union Hard- 


Union Hardware & Metal, Los Angeles, divides em- 
ployees into four groups, rewards them for work 
done but not on basis of profit company may make 


L| EMPLOYEES 


By E. H. McGINNES 


Vice-president & General Manager 
Union Hardware & Metal Co., Los Angeles 


erences for a new work. A change fre- 
quently puts an employee into a group 
where he fits in better and where his 
capabilities help that group to earn a 
better bonus. Here and there, of course, 
an employee turns up whose heart is 
really not in the business, and who 
has to be let go for that or some other 
reason. In that case, the employee is 
turned over to the personnel depart- 
ment to do the actual discharging. This 
only occurs after the employee has had 
plenty of chance to find his niche where 
he can do good work and be happy. 

The second group, about 125, in- 
cludes those doing clerical work, under 
a modification of the old common sense 
piece-work plan. By an_ exhaustive 
study of costs in the departments, over 
a period of years, it has been possible 
to arrive at an average cost for all 
the various operations and to put prac- 
tically everything on a line or item 
basis—as, for instance, the number of 
footings per day, number of lines of 
billing per day, etc. Each operator gets 
the current standard pay, plus extra 
pay for what she accomplishes above 
what the average has been. Most oper- 
ators will earn 20 to 25 percent above 
base pay. Results show that after a 
month or two in which to get accus- 
tomed to the work, employees begin to 
make good bonuses. In fact, those who 
cannot earn at least 10 percent extra 
could better be dispensed with. 

The third major group includes tele- 
phone order takers and inside and out- 
side salesmen, numbering about 110. 
They work on the basis of a share of 
the profit on each sale, over and above 
drawing account or base pay. All 
sales are costed and monthly reports 
made, bonuses being paid monthly. 
This grou: is a little more complicated, 
since possible sales vary with the ter- 
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E. H. McGinnes 


ritories. But it is possible to work out 
these complexities so as to be fair to 
all. The pay runs from 10 to 20 per- 
cent, from which the amount paid on 
the drawing account is deducted. 

Finally, there is a small group of 
about 25, door keepers, maintenance 
men and others doing specialized work. 
Their incentive pay is based on in- 
crease of net sales. If net goes up, 
their bonuses usually amount to about 
10 percent of their base. 

Over and above all these bonuses, it 
has been the practice of the company 
for the past 15 years, to pay everyone 
who has been with it since the previ- 
ous January 1, one month extra pay, 
in November. Those employed after 
January 1, up to and including July 1, 
get one-half month extra pay. 

It all boils down to this principle. 
First, pay all the men and women what 
they are worth. Second, pay these 
people on the basis of the work they 
turn out, not on the basis of the profit 
the company may or may not make. 
Don’t ever try to tie the incentive plan 
for the rank and file in with something 
that is hoped for if things come out 
right. If a man lifts nail kegs all day 
faithfully he deserves to find his efforts 
rewarded in his next pay check. He is 
not much interested in what your net 
is going to be at the end of the next 
fiscal year, to see where he is going to 
come out. That may be incentive of a 
kind but it is too far in the future to 
greatly affect his day’s work. 





Service can be a very potent factor 
in sales promotion, according to R. 
W. Kerr of the Bearing Sales Co., 
Los Angeles. 


The left hand row of bearing stock 
at the Bearing Sales Co. is slow-mov- 
ing but it helps to sell the right 
hand stock—the up-to-date stock. 


Bearing Sales Co. maintains a shop 
fully equipped to rebuild or repair bear- 
ings of any size or type. 


SPECIAL SERVICE 


ENDERING MORE than the regular 
R services expected by buyers serves 

as a sales stimulant. This opinion 
is held by many distributors but while 
they agree on the formula, when it 
comes to just what constitutes added 
services there are varied interpretations. 
Each distributor’s idea of plus service 
depends upon where he is located, what 
his customers need, what his facilities 
are and whether a service feature will 
pay its way on its own or in promoting 
plus business. 


Arizona Mining Supply Corp. 


At the Arizona Mining Supply Corp., 
Prescott, Ariz., for example, E. R. 
Jackson, president, W. C. Ketchersid, 
treasurer, and F. S, Waitman, sales man- 
ager, aim to render a complete service 
to small, independent mines. They 
want mine owners to feel that they can 
safely turn to Arizona Mining & Supply 
and get anything and everything they 
need. 

The company maintains shops where 
it designs and fabricates steel tanks 
and other equipment needed by custom- 
ers. The shops also contain facilities 
for hot molding and drill steel work. 

In addition, the company operates a 
well-stocked lumber yard, carrying the 
classes of lumber used in one way or 
another in mining work. It is an “in- 
dustrial” lumber yard and does not 
pretend to cater to the wants of the 
average builder. The plan is working 
out satisfactorily and one chief reason 
advanced is that most regular lumber 
yards hesitate to do business with the 


small mines on a credit basis. The 
distributor, however, having dealt with 
the mines for many years, and knowing 
the production and hence the credit 
situation, has no hesitancy in extending 
credit in most cases. 


Percival Steel & Supply Co. 


The Percival Steel & Supply Co., 
Les Angeles, has found that a com- 
pletely equipped service department, as 
recently installed, is a real sales stimu- 
lant. This department is equipped to 
cut down, re-fdce and recess any size 
of wheel as well as increase or decrease 
the size of the arbor. The department 
is in charge of Richard Birch, trained 
in the supplier’s factory. 

The shop is equipped with lathes, 
cutoff facing machines, reaming ma- 
chines, etc. The purpose of the shop 
is to give one or two days’ service to 
a customer after receipt of the order. 
Percival Supply can count some 2,500 
types, sizes, grades and grits in the line. 
But the distributor’s stocks and even 
the manufacturer’s stocks do not in- 
clude all of these. Customer orders are 
continually being received for wheels 
that would ordinarily have to await 
manufacture. When it is considered 
that it takes on the average of 30 days 
to manufacture a wheel in the factory 
and another three weeks in transit to 
the Pacific Coast, the advantage to the 
customer in cutting down the approxi- 
mately two months. to two days is read- 
ily seen. From the stock of standard 
wheels, it is possible, in almost all cases, 
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Just what distributors mean by special service" depends upon the individual 
Here's how four western distributors render added services 


company. 


to select one that will fulfill the special 
requirements by resorting to the face 
lifting operations that Mr. Birch is pre- 
pared to perform on short notice. 


Bearing Sales Co. 


“We are not turnover crazy. Neither 
do we abhor obsolescence and slow-mov- 
ing stock as such, but turn it into what 
we believe is a very potent factor in 
sales promotion”, said R. W. Kerr, 
partner with C. F. Himes, in the Bear- 
ing Sales Company, Los Angeles. He 
then went on to explain what he meant 
by obsolescence and special service be- 
ing sales promotion factors: 

“When we started this business, we 
looked for some angle that would take 
us out of the category of being just 
another place where one could buy 
bearings. So we decided to be a place 
where not only bearings, but any bear- 
ings, could be obtained, no matter if 
out of date or special. This resolved 
itself, of course, into a matter of service. 
But we have kept following that prin- 
ciple and believe it has paid us. I will 
show you what I mean.” 

He pointed to two of the many long 
rows of steel stock bins. “On the 
right”, he said, “is a manufacturer's 
up-to-date bearing stock, as complete as 
we can make it. On the other side, 
at the left, are bearings and parts of 
the same manufacturer’s slow-moving 
or even obsolete stock, some numbers 


running back to early days. 

“You ask,“Why keep that junk? There 
can’t be any money in it over all 
considering the warehouse costs, slow 
turnover and the prices you must get 
for it’. 

“The reason is service; the ability 
to help some one out, whether a_ cus- 
tomer or one who comes for the first 
time badly in need of something that 
he hasn’t been able to get anywhere 
else. That makes sales. That left hand 
stock helps every day to secure custom- 
ers for the right hand stock. 

“Put it another way. The left hand 
stock of slow-moving or obsolete items, 
the undesirable to most people, repre- 
sents an investment of, say $2,000. Six 
per cent of $2,000 for a year equals 
$120. Where or how could we spend 
$120 a year on advertising or sales 
promotion of any kind that would pro- 
duce more in the way of good will and 
subsequent sales for standard stock? 
The fact that we could turn this stock 
back anytime to the supplier at cost 
less ten percent only goes to show how 
highly we favor it as a sales builder. 
The way we feel, to turn it in would be 
like cashing a war bond before there is 
any need to do so. 

“Another factor in sales building is 
our shop”, he continued. “It is fully 
equipped to rebuild or repair all bear- 
ings of any size or type. The time was 
when a shop of this type was a profitable 
adjunct to the ball-bearing distributor’s 


“We aim to render complete service to mines,” say (left to right) E. R. Jack- 
son, F. 8. Waitman and W. C. Ketchersid of the Arizona Mining Supply Co., 


Prescott, Ariz. 


business. But conditions have so changed 
in the industry that this is no longer 
the case, but we continue it on a basis of 
top production and efficiency at such a 
low margin that it might be termed 
a non-profit service. We do it for the 
same reason that we keep the obsolete 
bearings—to help people out, to make 
friends, and to keep them coming to 
us with their new business because they 
appreciate the service we have rendered 
when they were in a predicament. 

“Many incidents turned up during the 
war, but similar ones are constantly 
turning up in peace time industry. 

“A production line at Lockheed went 
down on a Sunday through a bearing 
failure in an aluminum router. The 
bearing in question was a special pre- 
cision type, unavailable in the west. By 
regrinding and rematching these bear- 
ings the line was back at work in a few 
hours. 

“A fish cannery in Monterey was 
stopped entirely through the failure of 
one unobtainable bearing. This was 
rushed to Los Angeles by car and re- 
ground by us in a few hours. 

“Bearings have been flown to us from 
all parts of the country and from ships 
at sea to be rebuilt. Sometimes a bear- 
ing has to be made up from bar or tube 
stock, machined, hardened and ground 
and a special retainer made. Some- 

(Continued on page 243) 


Donald Whitcher,. Whitcher Machin- 
ery Co., renders a special service to 
fishing boat skippers by always be- 
ing on the lookout for items that will 
reduce the hazards of their work. 











average industrial supply distrib- 
utor—shortages, uncertain deliver- 
ies, back orders, etc,won’t last for- 
ever, according to Claude H. Browning, 
president of the Browning Belting & 
Supply Co., Knoxville, Tenn. In Mr. 
Browning’s opinion, there is no time 
like the present for starting or plans 
for more efficient selling and servicing. 
Mr. Browning’s firm is not what might 
be classified as a large one—he consid- 
ers himself as one of the sales staff of 
three—but he has done some thinking 
and planning along with his daily 
chores, which include attendance upon 
some of the customers. Mr. Brown- 
ing doesn’t think that planning for the 
future is the prerogative of the large 
supply firm. In his estimation, it is 
just as much of a “must” for the 
smaller firm which has proportionately 
more to lose from the lack of planning. 
Wartime manpower shortages, the 
sellers’ market and the general scarcity 
of critical items have had a disrupting 
effect upon the distributor’s organiza- 
tion. Some of the services the distribu- 
tor rendered before the war, such. as 
special deliveries, divers sizes of items 
and even prompt information about 
products or application, fell by the 
wayside in the effort to conserve man- 


\ LL THE CURRENT headaches of the 


power and have not been picked up. 


again. Moreover the habit of attribut- 
ing all shortcomings of service to the 
confused times is beginning to have a 
nugatory effect. Customers were con- 
tent to accept such excuses during the 
war but are beginning to show impa- 
tience with such explanations and to 
look elsewhere for service. Mr. Brown- 
ing believes it is a good indication of 
things to come. 

Moreover, there has been a decided 
alteration in the industrial picture in 
emost areas of trading. War babies have 
either disappeared or are producing 
new products; mills that produced one 
thing before the war are producing 
something else; established plants have 
enlarged or are in the process of ex- 
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TUNING UP FOR THE 


Planning for future not a prerogative of big firms so Knoxville, 
Tenn. distributor adopts five-point program for own reconversion 


Some of the manufacturers’ product manuals utilized by Mr. Browning and 
salesmen in improving company’s service to customers. 


panding facilities; new factories are 
appearing in the picture. 

Mr. Browning doesn’t think the dis- 
tributor can afford to be indifferent to 
these changes. 
distributor needs a new perspective of 
his market. He also must analyse his 
own organization to see how suitably 
it is equipped to do the best selling and 
servicing job possible in this altered 
market. Sellers’ market sales psych- 
ology must be eradicated. Salesmen 
must be indoctrinated with new and 
higher service standards. In a small 
firm, where resources for obtaining 
market data, manpower and training 
facilities are limited, some efficient 
planning is necessary. Mr. Browning 
thinks that his five-point program for 
improving his selling and service grad- 
ually is a practicable and effective tool 
for a small concern. 

The program includes: 

1. Customer survey. 

2. Study of geographical territory. 

3. Increased sales staff. 

4. Sales training program. 
- 5. Integration of inventory control, 
purchasing, costing. 

Mr. Browning’s plan for executing 


In his estimation, the 
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the program was designed to interfere 
as little as possible with the busy rou- 
tine of a small organization. The 
greatest part of the customer survey 
will be carried out by Mr. Browning 
and two salesmen—Walter N. Hood, 
who recently returned to the staff after 
serving in the Navy, and George G. 
Attenies. Each man is furnished with 
cards on which the following customer 
data will be entered: customer’s name, 
address, type of business, size, pur- 
chasing agent, others influencing sales, 
items used and any other information 
of interest to Browning Belting & Sup- 
ply. The date on which the card is 
filled out is also entered as the record 
will be maintained up-to-date as far as 
possible. 

A clear picture of the nature of the 
industrial territory the firm is serving 
will be obtained from the survey such 
as the number of plants, size, location, 
estimates of potential sales, the quan- 
tity and nature of products used which 
may be supplied by Browning Belting. 
Mr. Browning thinks it will prove val- 
uable in determining what lines will be 
carried in the future and what lines 
will merit the greatest selling effort. 





All items received from suppliers are 
checked for back order requirements. Back 
orders are kept in this tub file next to in- 
ventory record. Mrs. Smith is looking at 
one of the orders calling for an item just 
received. 
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terfere Purchasing Agent Inventory card designed by Mr. Browning 

y rou- Others influencing Sales contains stock, on order and sales record 
The for each item. (inset) Mrs. R. M. Cook, Mr. 

survey Browning’s secretary, prepares to make an 

ywning f entry in the recently installed perpetual 

Hood, Items Used of Special Interest inventory record. 

t after 

‘ge G. 

d with Customer survey cards used to gather perti- 

stomer nent information about customers and their 

name, (Over for Additional Information) plants. 

» pur- 

: sales, While most firms have such information with other information drawn from the This stress on product and applica- 

mation available, he pointed out, it is seldom survey such as size, number and loca- tion “know-how” is exemplified in 

& Sup- used by little firms for an overall tion of plants will help in assigning monthly sessions conducted by Mr. 


ard is 


picture. salesmen properly and_ efficiently. Browning for all in the firm connected 
record Browning Belting & Supply now Again, the number of salesmen to be in any way with selling. Mr. Browning 
far as covers the eastern parts of Tennessee added will be indicated by these maintains a little library of product 

and Kentucky, the western part of analyses. manuals issued by manufacturers and 
of the North Carolina and the northern part In selecting salesman prospects, Mr. one of these manuals is discussed 
serving of Georgia, comprising a rather diverse Browning places stress on those appli- thoroughly at each monthly meeting. 
y such industrial territory containing chemical cants with technical or mechanical The preference is for manuals which 
cation, processing, wood-working, metal-work- backgrounds, obtained by either educa- describe products and their uses simply 
—— ing and textile processing plants. From tion or practical means. While he ap- and clearly from beginning to end 
which the survey, the relative importance of preciates the value of friendly contacts without taking for granted that the 
elting. these industries will be determined in selling, Mr. Browning feels that the average salesman is familiar with any 
- val and the areas requiring the most inten- distributor’s position is strengthened if fundamental knowledge about the 
will be sive coverage will be indicated. Since the salesman supplements the friendly product. Application problems and 


t lines 
effort. 


the plan includes increasing the sales 
staff, the geographical study combined 


attitude with some “know-how” of 
products and product application. 
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other experiences are introduced at the 
(Continued on page 254) 
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MPHASIS is being placed on counter 
ff stn by numerous industrial sup- 

ply houses throughout the country. 
As in most other departments, person- 
nel makes (or breaks) the counter sell- 
ing department. The counter sales- 
man’s post is an important one; he not 
only talks with and serves many of the 
customers outside salesmen call on but 


In addition to his duties as counter- 
man for Wm. H. Taylor & Co., Allen- 
town, Pa., W. C. Nerr has charge of 
the stock of industrial supplies. 


Briggs-Weaver Machinery Co., Dallas, has a targe counter 
sales staff. On it are B. B. Robertson, R. W. Snead, R. S. 
Lankford, J. H. Sommers, B. T. Nurre, and B. T. White. 
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COUNTER SALESM 








he also influences the casual buyers who 
can be converted into regular customers. 

Although counter selling has proved, 
in many cases, to be a step in training 
for outside selling, in many other cases 
it is preferred to other positions. 

Here are pictures of counter sales- 
men at work in widely scattered indus- 
trial sections. 


Brierly, Lombard Co., Worcester, 
Mass., utilizes colorful packaging to 
advantage. Howard Tyndall (left) 
and Harold Skarin serve customers. 
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Besides serving as a counter sales- 
man, Olin Darley, C. W. Farmer 
Co., Macon, Ga., is the receiving 
clerk and back order checker. 


Jack Mauldin writes out an order 
for a customer at Allen & Webb, 
Charleston, S. C. 


Rapid service is the byword of these countermen at 
Warren Balderston Co., Trenton, N. J. They are, left to 
right, R. Sands, E. Swingler and L: Emdey, Jr. 
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ON THE JOB 


Customers appreciate this new, scientifically designed city 
sales counter recently installed by the South Bend Supply 
Co., South Bend, Ind. Counter Salesmen Frank Schriver and 
R. E. Koher occupy the bulging part of the counter. This 
arrangement keeps the salesmen closer together for cooper- 
ation but, at the same time, gives custonfers on the outer 
rim more room. 


_l on W. E. Keyes and M. R. McKinley are 


Counter sales at the Allentown, Pa., branch of Hajoca Corp., are handled by the inside complement to the out- 
Charles H. Cary, who has been in the supply business 45 years, and Ernest side sales force of Langdon Supply 


Moyer whose picture was taken on his first day back on the job after two Co., Kansas City, waiting on counter 
years in the Army. trade and handling telephone sales. 


Counter sales of in- 

dustrial supplies at 

the Waite Hard- 

ware Co., Worces- 

ter, Mass. are un- 

der the supervision 

of Richard Lilley 

(right), a returned 

veteran with 4/4 

years Army serv- 

ice. His assistants 

are Walter Landry 

(second from left) 

and Frank Thom- An order is being assembled for 

son (in apron). pickup at Eichman Machinery Co., 
Kansas City, by counter salesmen A. 
J. Halyburton and R. C. Howk. Mr. 
Halyburton also doubles in pricing. 


Both John Hasson (left) and John Abbott, countermen at 
Cutter, Wood & Sanderson, Cambridge, Mass., have cus- 
tomers who appear easy to please. 


Manufacturers’ men often spend time discussing their prod- 
ucts with counter salesmen. Here’s Harry B. Lamley, field 
engineer for the industrial division of the Gates Rubber Co., 
talking things over with O. E. Fistoes and Rod Schuler of 
the Medford, Ore., branch of the Lorenz Co. 





HOLDING 


(OOD HANDS 


Cards are dealt out during inventory sea- 
son, and distributors in Omaha and Hart- 
ford don't gamble in their use; one calls in 


public accountants as a 


at the Interstate Machinery & Sup- 

ply Co., do not use the same system 
as those at L. L. Ensworth & Co., Hart- 
ford, but they all know how to handle 
cards during the hectic inventory 
period. 

In Omaha, the supply firm set up a 
system of bin cards. Several weeks 
before inventory time—to simplify in- 
ventory-taking when it finally rolls 
around—the cards are distributed to 
the stockroom employees, who use any 
available time they have in counting 
bin contents, noting on the cards the 
item, its size, specifications and the 
quantity in the bin. The cards are 
then hung on the individual bins. Any 
additional deliveries or sales are noted 
on the cards up to the inventory period, 
and when the formal count is finally 
taken, the amounts shown on the bins 
are checked against the inventory lists. 

The Ensworth company has several 
variations to this system. Its tags are 
numbered consecutively and each ‘card 
must be accounted for before the in- 
ventory is completed. When the 
counter posts the number of items on 
the card, he initials it and attaches it 
to the bin. Incoming or outgoing stock 
is noted on the card’s back, but no 
change is made in the number marked 
down as “stock at time of inventory”. 
An added feature, one that keeps the 
counters on their toes, is the fact that 
Ensworth calls in public accountants 
to spot-check the smaller heavy-turn- 
over items and to recount all expensive 
or large-size items. Any discrepancy be- 
tween the count in the bin and the num- 
ber posted on the cards must be ex- 
plained by the withdrawals or additions 


T: GENTLEMEN FROM OMAHA, those 
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double check 


Back and front of the inventory tag used by L. L. 
Ensworth & Son, Inc., Hartford. A cross in the 
lower right-hand corner notifies checker of change 


in stock count. 


F. G. Wilmes, city salesman, Interstate Machinery & Supply Co., Omaha, 
works on the pre-inventory cards during a temporary lull in his activities. 


listed on the back. If it doesn’t work 
out that way, the counter who initialed 
the card has an embarrassing time ex- 
plaining his slip-up. 

- As the taking of inventory progresses, 
the cards are removed from the bins 
and gathered in boxes in numerical or- 
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der. They are checked against the stock 
lists. As the inventory period draws to 
an end, the unchecked items on the 
stock lists, together with the missing 
numbered cards, show the discrepan- 
cies or omissions that have taekn place 
during the year-end period. 
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THE OUTLOOK 


for Your Customers in 1947 


Prepared for Mill Supplies by 
WILLIAM F. BUTLER 


Department of Economics 
McGraw-Hill Publishing Co. 


will go down in the records as a 

boom year. Production, employ- 
ment, wages, profits, and all the meas- 
ures of economic well-being hit record 
peacetime highs and in many cases 
even topped wartime peaks. 

Will the boom continue throughout 
1947? Most business analysts say that 
it will not. They are looking forward 
to what may be termed a “dip” in bus- 
iness activity—a 5-15% decliné in in- 
dustrial production which will run its 
course in less than a year. And, as al- 
ways, there are a few pessimists who 
are predicting a business slump which 
would carry industrial production down 
a third or more and last more than a 
year. No one sees any chance of a 
crash of the 1929 variety, however. 

Business analysts have been wrong 
more than once before, though the more 
competent observers have seldom, if 
ever, been as far wide of the mark as 
were the government economists who 
predicted just before V-J Day that bus- 
iness would hit the skids when the war 
was over. Yet the fact that so many 
business forecasters, in both business 
and government circles, see some sort of 
trouble ahead means that businessmen 
should take a careful look. at the facts 
to form their own judgment of business 
prospects. 

It is important that businessmen do 
this rather than accept at face value 
what the dopesters are saying. In the 
first place, there’s the danger that, if 
everyone believes a business setback is 
inevitable and acts accordingly, a set- 
back will develop even though there is 
nothing basically wrong with business. 
Secondly, the business outlook is foggy 
enough right now, for reasons which will 
be explained later on, to make it im- 
possible for anyone to get a clear pic- 
ture of what lies ahead. 

To help you form some idea of 1947 
business prospects, this article takes a 
look at what has been happening in 
business this year to see what signs 
there are that point to possible trouble 


[ri STRIKES and shortages, 1946 


next year. What few conclusions the 
article reaches are, as you will see, quite 
tentative. This is largely because the 
whole outlook hangs on what happens 
in the weeks ahead in the labor field. 

At the moment, the labor outlook is 
brighter than it has been for many 
months. Fact that John L. Lewis was 
slapped down so decisively won’t keep 
unions from asking for more money nor 
from striking to get it. But, because 
other union leaders won’t have to meet 
or beat a goal set by Lewis, reasonable 
settlements will be much easier to work 
out. 

Even if wage demands can be settled 
smoothly, however, there are a number 
of other potential troublespots which 
might lead to a slight dip in business 
activity. And, with enough bad luck, 


all the unfavorable factors might com- 
bine to cause a fairly serious business 
readjustment. 

In other words, the possibilities range 
all the way from such a minor dip that 
few people would notice it to a definite 
slump which would affect many people 
but which shouldn’t last too long. By 
watching the labor picture and a few 
other key factors, you should be able 
to tell in the next few months what to 
expect in 1947. The following sections 
of this article review some of the de- 
velopments in business which seem 
likely to cause trouble in 1947 and 
which you should watch to get some line 
on what is ahead for business, and for 
distributors’ sales. 


The 1946 Business Boom 


The most surprising thing about bus- 
iness in 1946 was that we had a boom 
rather than the kind of recession im- 
plied in the pre-V-J Day prediction of 


Distributor Sales and Industrial Production 
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As industrial production goes—up or down—so go distributor sales. Sales 
rose faster In wartime as war plants were equipped and they have held up 
better since V-J Day as plants, starved for supplies, were restocked. But 
from now on the old rules will work again so what happens to Industrial 
activity will have a direct and immediate effect on distributor sales. 
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government economists that unemploy- 
ment would hit 8,000,000 by early 1946. 
After all, there were powerful factors 
making for a slump after V-J Day: 
abrupt cancellation of war orders wiped 
out at a single stroke more than half 
industry’s workload; the precipitous 
demobilization cut the armed services 
from 12,000,000 to 3,000,000 in a year; 
and strikes tied up a major segment of 
heavy industry for a period of several 
months. 

Powerful as these factors were, how- 
ever, they were more than outweighed 
by a tremendous buying spree. Con- 
sumers were out to buy ‘anything they 
could get their hands on. Businesses 
went all-out in purchases of materials, 
equipment, and supplies in an attempt 
to push up output as fast as possible. 

Result was a strong market for al- 
most everything that could be produced 
and the boom in food, clothing, jewelry, 
and consumer nondurable goods gen- 
erally offset the failure of production of 
autos, refrigerators, and other hard 
goods to increase as rapidly as planned. 
Peak unemployment was 2,700,000 in 
March instead of the 8,000,000 pre- 
dicted by government economists. 

In response to the overwhelming de- 


mand, production of nondurable goods 
(food, clothing, chemicals, paper, and 
the like) increased rapidly after V-J 
Day and reached a ceiling in April 
1946 about 15% above the 1941 level 
where it has remained ever since. The 
ceiling was fixed chiefly by inability to 
get more raw materials. 

Strength of the demand for nondur- 
able goods is shown by Commerce De- 
partment estimates that consumers 
spent $6 billion, or 22%, more on non- 
durables during the first half of 1946 
than they normally would at these in- 
come levels. This abnormal spending 
put great pressure on prices and in the 
end contributed much to the complete 
rupture of OPA price ceilings. Food 
prices, for instance, rose about a third 
between January and September 1946. 

Perhaps the most significant char- 
acteristic of the nondurable goods boom 
was that everybody knew it would come 
to an end sometime. Yet it continued 
to run high, wide, and handsome all 
year. As a result, the readjustment 
which nondurable lines must inevitably 
face will be one of the big problems 
with which business will have to con- 
tend in 1947. There are three reasons 
why the readjustment is inevitable: the 
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Inventories go hand-in-hand with shipments in normal times. During the 
war inventories were held down; but they rose sharply in 1946. If they con- 
tinue to run ahead of shipments, real trouble may develop for manufacturers 
will cut orders and live off stocks to bring them into line. But if shipments 
can be increased rapidly enough, balance can be reached at a new high level. 
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backlog of demand is rapidly disap- 
pearing; as more autos, refrigerators, 
and other durable goods are produced, 
consumers will cut down spending on 
nondurables; rising prices are rapidly 
killing the market. 


Durable Goods Output Lags 


Paradoxically, the production of 
autos, refrigerators, industrial equip- 
ment, and other durable goods, for 
which the demand was greatest, hung 
up the poorest record in 1946. Chief 
reason was, of course, the wave of 
strikes early in the year. But there were 
other reasons. Thus, a shortage of basic 
materials, of which steel is by far the 
most important, prevented output across 
the board from going more than 5% 
above the 1941 benchmark. Then, OPA 
ceiling prices created artificial short- 
ages. Finally, shortages of manpower, 
plus low productivity partly attributable 
to materials shortages, and a freight car 
shortage plagued durable goods pro- 
ducers. 

All these things explain why produc- 
tion of autos hadn’t reached the 194] 
rate by the end of 1946 and why output 
of most other durable goods failed to 
come up to the ambitious schedules 
laid down by manufacturers at the end 
of the war. 

If shortages of materials and strikes 
continue to place a damper on durable 
goods output, the business outlook for 
1947 will be affected in two ways. In 
the first place, increased sales of autos, 
refrigerators, and so forth can’t be 
counted on to take up the slack if the 
boom in nondurables comes to an end 
as it must sometime soon. 

In the second place, manufacturers 
of durable goods may give up trying 
to make the high schedules they laid 
down earlier and readjust operations to 
lower goals. Once they do this, they 
will have to readjust inventories and 
this will mean reduced orders for many 
items. What’s more, they are likely to 
tighten up operations and pare em- 
ployment rosters—auto employment, for 
instance, is now 20% above 1941 while 
output is still less than 1941 so large- 
scale layoffs may occur if schedules are 
cut. 


Prices Soar 


One of the clearest lessons of 1946 
is that price control alone isn’t enough 
to check inflation. Price control was 
highly effective in wartime because it 
was backed up by production controls, 
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by wage controls of a sort and by pub- 
lic approval. But price control broke 
down in 1946 because the other con- 
trols were abandoned. More than that, 
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the federal government actively sup- ~ a ata 


ported labor’s demands for higher 
wages on the mistaken assumption that 
industry could pay higher wages with- 
out raising prices. 

Prices were rising even before the 
collapse of controls. But decontrol 
brought sharp increases, particularly in 
farm products which were already far 
above prewar. As a result, many prices 
got even further out of line than they 
were at the end of the war. 

It is possible that prices can be re- 
adjusted without causing a dip in busi- 
ness activity if the adjustments start 
right away and if they don’t ail come 
at once. The great danger is that when 
prices start to decline, people stop buy- 
ing because they think prices will fall 
further; this leads to order cancella- 
tions, production cutbacks, and unem- 
ployment. 

Soaring prices have had another 
serious consequence—they have boosted 
the cost of living about 15% this year 
and made another round of wage de- 
mands inevitable. It’s too early to make 
a guess at what the outcome will be 
but it’s clear that the repercussions will 
be serious. 


Watch Housing 


In following the trend of prices in 
months to come, it will pay to watch 
housing closely. As will be explained 
later on, housing costs have risen more 
than 50% since 1941. If the price of 
new homes continues to rise, there’s 
grave danger that the housing boom 
will come to an end sometime in 1947. 
This is so because many prospective 
buyers will refuse to buy either because 
they cannot afford the prices asked or 
because they think it will pay to wait 
until prices fall. 

A bust in the housing market would 
have serious consequences for business 
in general. About a million and a half 
workers are directly dependent on 
housing for jobs so the unemployment 
resulting from a reduction in home- 
building would cut purchasing power 
substantially. In addition, several im- 
portant industries, including refrigera- 
tors, washing machines, and furniture, 
are counting on the market for their 
products that will be created by con- 
struction of more than a million homes; 
a housing bust would hit them hard. 
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Since January 1941 the price structure has gotten badly out of balance. 
Soaring farm prices contributed most to the high cost of living; wage rates 
(up 65%) are still outrunning living costs (up 45%) but industrial prices 
are only a third higher. As a result, business faces the major problems of 


how to get prices back into balance. 


None of these things are sufficiently 
powerful, by themselves, to have much 
effect on total business activity. It’s 
important to realize that the many com- 
plex factors which affect business— 
prices, production, wages, profits, in- 
ventories, to name only the more im- 
portant—are seldom, if ever, in perfect 
balance. Adjustments are being made 
all the time. For instance, since V-J 
Day business has reconverted its plants, 
absorbed about 4% million additional 
workers, and started assembly lines 
rolling; these are certainly major read- 
justments on any score. 

Yet timing plays a crucial role in 
determining how the adjustments, 
which are always going on, affect total 
business activity. If the things which 
are now out of balance get more and 
more out of balance in months to 
come, there’s a real danger that every- 
thing will pile up so high that the only 
way to go is down. Business cycle his- 
tory suggests strongly that this is what 
happens in the later stages of a boom. 

What it comes down to is this. On 
the one hand, it is still possible that 
production bottlenecks can be broken, 
that the necessary price adjustments 
can be made without upsetting busi- 


MILL SUPPLIES -e DECEMBER, 1946 


ness, that labor will be satisfied with 
wage increases that can be offset by in- 
creased productivity—if all these things 
happen, the result would be noth- 
ing more than a minor dip in business 
activity. On the other hand, there is 
enough potential dynamite in the busi- 
ness outlook to cause a real slump if, 
by great bad luck, all the explosions 
come at about the same time. 


Rapid Recovery 


There is, however, one highly sig- 
nificant thing that can be said about 
the business dutlook—there is every 
reason to believe that any business ad- 
justment that comes in 1947 will be 
relatively short-lived and that it will 
be followed by a period of real pros- 
perity. Here are some of the more 
important reasons for expecting a 
speedy recovery: 

1) There is still a huge backlog of 
consumer demand not only for autos 
and refrigerators but also for sheets, 
men’s shirts, men’s suits, and furniture. 
Moreover, consumers have the cash to 
back up these demands—Federal Re- 
serve Board figures show that individ- 
uals have over $150 billions in cash, 
bank deposits, and government securi- 
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ties, more than three times the end of 
1939 total. For this reason, consumer 
spending should pick up before prices 
fall very far. 

2) There is still a big demand for in- 
dustrial and commercial construction 
which has been limited by the Wyatt 
housing program, for specialized indus- 
trial equipment which has been held 
back by strikes and shortages, and for 
public works. Moreover, there is a mar- 
ket for around 5,000,000 new homes in 
the next five years if building costs can 
be shaken down to reasonable levels. 
3) All the world needs U. S. goods and 
foreigners have large supplies of dol- 
lars so exports would cushion the ef- 
fects of a slump. Thus, U. S. exports of 
cotton fabrics this year will be more 


than 3 times the 1937 figure and for- 
eigners would take more if they could 
get it. 
4) The 1946 boom has been largely a 
cash boom so that there has not been 
the unhealthy expansion of consumer 
and business credit that is commonly the 
prelude to a panicky business readjust- 
ment. 
5) So far, at least, the general price 
level hasn’t gotten as far out of line as it 
usually does in a boom, though there 
are certain notable exceptions like farm 
prices, textile prices, and building costs. 
Thus the readjustment in industrial and 
manufactured goods prices will be rela- 
tively easy to make. 

What does all this mean to the indus- 
trial distributor? It means, most im- 
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Machinery and auto producers had the biggest job of rearranging assembly 
lines after V-J Day. This job was finished -late in 1945 and early in 1946. 
But the steel strike, plus a host of smaller tie-ups, snarled up supply lines. 
The result is that the post war boom in these lines still lies ahead. 
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portantly, that he should not rule out 
the possibility of some slackening in 
general business activity in 1947. This 
may affect his business plans in several 
ways: it may mean that he should watch 
his inventory position with greater-than- 
usual care to avoid getting caught with 
unwieldy stocks; he may find it worth- 
while to set up an expanded selling 
program to counteract the effects of the 
decline in general business activity on 
his sales; or he may wish to build up 
his cash position as far as posible so 
he will be able to ride out the period 
of slow business in good style. 

At worse, 1947 might see a business 
slump which could carry total industrial 
supply sales down a third and last 
about a year. You'll be able to tell in 
the next few months whether to expect 
the worst—the tip-off will be given by 
serious strikes and soaring prices (par- 
ticularly in the housing field). 

Even if the -worst happens, however, 
not all industrial distributors will face 
a one-third cut in sales. As in all slumps, 
not all industries will be affected 
equally. For that reason, each indus- 
trial distributor should watch develop- 
ments in the lines in which his principal 
customers do business. The following 
sections summarize the more important 
factors which will affect the 1947 out- 
look in five industries which are impor- 
tant users of industrial supplies. 


Metals and Metalworking 


Metals and metalworking lines have 
borne the brunt of reconversion difficul- 
ties. First, it was the tremendous task 
of shifting plants from war to civilian 
production, a task that, despite its many 
problems, was nearly complete by the 
beginning of 1946. Then came the 
strikes which tied up most of heavy in- 
dustry during the better part of the first 
six months of the year. After assembly 
lines began to roll, manufacturers were 
plagued by shortages of materials and 
parts due in part to unrealistic OPA 
price ceilings. 

Lack of steel—industry’s basic metal 
—is perhaps the most important of all 
the shortages plaguing metalworking 
plants. The shortage was, of course, ag- 
gravated by the steel and coal strikes 
which cost 12 million tons of finished 
steel (enough for 614 million cars and 
trucks). But steel would be short even if 
there had been no strikes for steel us- 
ers have capacity enough to consume 
more steel than can be produced. 

Steel mills have been making little 





progress in working off the backlogs of 
demand, despite the fact that output is 
approaching the record peacetime levels 
of 1941. Steel mills operated at 89.3% 
of rated capacity in October, a rate 
which, if maintained, would produce 
over 83 million ingot tons a year. Short- 
ages of scrap and coke have prevenied 
the operating rate from going any 
higher so far. Price decontrol should 
bring out more scrap but the coal strike 
will deplete stocks of coal and coke and 
intensify that pinch. All in all, it’s apt 
to be many months before steel mills 
can top the 90% operating rate. 

This will mean that steel will con- 
tinue to be short as long as metalwork- 
ing plants operate at present levels 
though more steel will be available for 
production of finished goods as inven- 


tories are built up to minimum working 
levels. A business “dip” in 1947 would 
cut steel demand enough to bring supply 
and demand into balance; a “slump” 
would mean large-scale cancellation of 
steel orders. 

Auto producers have been hardest hit 
by shortages of steel, iron castings, lead, 
and components. What’s more, strikes 
in suppliers’ plants have repeatedly 
stalled the complex process of auto 
assembly. As a result, total output for 
1946 will be something like 2,200,000 
cars and 970,000 trucks, 15% less than 
were turned out in 1941. 

Barring serious strikes, the automak- 
ers should do a little better next year. 
Best estimate is that materials should 
be available for at least 3,400,000 cars 
and 1,300,000 trucks. Despite a 50% 
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boost in car prices since 1939, there’s 
little chance that cars won’t sell in 1947 
—a car is still one of the best buys for 
the money. But high prices will be a 
problem later on—one solution may be 
the much discussed light car. 

Despite strikes and shortages, some 
metalworking lines have turned in a 
better production record than autos, On 
the other hand, a few lines, like farm 
machinery, have been strikebound most 
of the year. Here is how the production 
scorecard reads: 





tember 
Unit 1946 
Farm Machinery—Million Dollars. 58.0 
Machine Tools—Million Dollars... 25.5 
Refrigerators—000 Units 
Freight Cars—000 Units 
Mechanical Presses—Million Dol- 


Steam Locomotives—Units 

Diesel Locomotives—Units 

Fractional Hp. Motors—000 Units 1,800 
Washing Machines—000 Units.... 212 
Radios—000 Units 

1) 1940-41 Average 

2) 1939 Rate 





Few metalworking manufacturers 
have suffered from lack of orders, a dis- 
ease which plagued them during most 
of the 1930’s. With the exception of a 
few lines, like general purpose machine 
tools where government surpluses are 
large, new orders are still outrunning 
shipments and backlogs continue to 
rise. Manufacturers feel that the great 
majority of their orders are firm and, 
short of a severe slump, they are prob- 
ably right. Consequently, most lines 
will be able to sell all they can turn 
out in 1947. 

How much they can turn out depends 
on how quickly wage settlements can 
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9 be reached. Uninterrupted production 
would permit a larger and smoother 
flow of materials and parts, a balancing 
of inventories resulting in a substantial 
rise in the volume of output, and a re- 
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One of the things that boosts indus- 
trial supply sales is construction of new 
plants or expansion of existing plants. 
Industrial construction has been boom- 
ing this year. Even with rising costs 
and government controls activity in- 
creased from $102 million in January 
to $150 million in October. At the Oc- 


Total new construction has already topped the best prewar years when 
measured in dollars but costs have soared so volume is still below 1941. 
Veterans’ housing is slated for a one-third rise by this time next year while 
industrial building will be cut in two. All other construction (public works, 
public utilities, schools, stores, etc.) will be held at about the present level 
if government controls continue. 
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tober rate industrial building almost 
equalled 1941 in dollar value, though 
volume was well below 1941 because of 
soaring Costs. 

The outlook is for a sharp decline in 
industrial building. CPA restrictions 
are beginning to take effect—the bulk 
of the work in recent months was on 
projects already underway when con- 
trols went into effect. Unless controls 
are relaxed, industrial construction 
activity will be cut in two by next 
spring. 

Whether restrictions can be relaxed 
depends on the progress of the Veteran’s 
Emergency Housing Program which has 
lagged badly so far. This year’s record 
will show a million or so new dwelling 
units started against a target of 1,200,- 
000. Even more serious is the fact 
that fewer than 600,000 units will be 
completed this year. 

The lag in completions means not 
only that fewer veterans will get roofs 
over their heads but also that building 
costs have soared all out of proportion 
to the rise in official materials prices 
and wages. This is so because the gov- 
ernment has encouraged builders to 


start more houses than could be finished 
with the materials available. As a re- 
sult, the time required to build a house 
was more than doubled and builders 
have been forced to use substitute and 
black market materials. This has: 
boosted the sales price of a house 
which cost $5000 in 1941 to over $7700. 

If building operations could be 
shaken down to normal, ‘this price 


_could be cut to around $6,400. If this 


can be done, the housing boom will con- 
tinue and prospects of getting a million 
new dwelling units in 1947 are good. 

On the other hand, if building costs 
continue to rise, there’s real danger that 
the market will break because pros- 
pective buyers will double-up or live 
in sub-standard houses rather than pay 
exorbitant prices. 

If the housing boom continues, there’s 
a good chance that building materials 
output will be high enough to permit 
relaxation of controls on non-housing 
construction next spring so industrial 
construction will begin to pick up after 
mid-1947. If we have a housing bust, 
there’ll be plenty of materials for in- 
dustrial building—but a housing bust 


Strikes Hit 1946 Minerals Output 
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1946 


High business activity means high minerals output. Thus minerals produc- 
tion reached capacity in 1944 where it has stayed ever since except when 
strikes shut mines. Coal, copper, and lead have been hardest hit by strikes; 
petroleum production ran 20-25% ahead of 1941 during all of 1946. 
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might hit business activity hard enough 
to force postponement of many indus- 
trial projects. 


Mining and Extraction 


Perhaps the most important reason 
why more autos, refrigerators, houses, 
industrial equipment haven’t come 
through this year is that the mining 
industries have been dogged by strikes. 
The two coal shutdowns have held all 
the headlines, of course. But the cop- 
per and lead strikes have been almost 
as serious in their effects on industrial 
production. 

When the coal mines operated, their 
output topped the 1941 rate by almost 
30%. Because of strikes, however, total 
bituminous coal output for the year 
will be, at best, 5 million tons or so 
under 1941’s 500 million ton total. 
There’s no way to figure out just how 
the coal strikes have hit industry in gen- 
eral though it’s obvious that the reper- 
cussions have been most serious—lack 
of coal, for instance, is probably the 
most important reason why steel mills 
haven’t been able to push the operating 
rate above 90% of capacity. 

As this is written, the mines are down 
for the second time in a single year and 
other industries are curtailing opera- 
tions to conserve coal. The key to the 
1947 coal outlook is, of course, the labor 
situation. The latest strike will draw 
down stocks to a point where the mines 
will need to run all-out in 1947 to meet 
demand even if business hits a bump. A 
business slump would cut demand 
enough to force operators to cut output 
but coal production would drop less 
than over-all industrial production. The 
one thing that can be said is that every 
strike drives more consumers away from 
coal and blackens the long term outlook. 

In sharp contrast to the coal picture, 
petroleum production ran 20-25% ahead 
of 1941 all year. Though supply and 
demand were in balance as early as 
last spring, prices were firm. The out- 
look is for high production at profitable 
prices in 1947 unless a definite business 
slump develops. And even in a business 
slump the demand for petroleum would 
be held up by the continued shift from 
coal to oil and by the increase in the 
number of automobiles on the roads. 
What is more, a dip in business activ- 
ity would make it easier to carry on 
drilling operations by relaxing the steel 
and manpower pinches. 

Metals mining operations have been 
dogged all year by strikes—the Federal 





Reserve index of metals mining dropped 
to one-third of the 1941 level in the 
first quarter, rose to half the 1941 level 
in the second quarter, and is still not 
up to the prewar rate. Result has been 
a serious shortage, particularly of cop- 
per and lead. These shortages have been 
aggravated by OPA ceilings. 

Barring prolonged strike tie-ups or 
a business slump, the 1947 outlook is 
for capacity production and high prices. 
There’s a world shortage of lead so 
there’s no question but what domestic 
producers can sell all they can produce. 
Copper isn’t nearly as tight in the long 
run—but there’s enough of a shortage 
to insure good business for copper 
mines through most of next year and 
perhaps for longer. 


Textiles 


Textile production has already inched 
close to its potential postwar peak. Lim- 
its of manpower supply and plant. ca- 
pacity will brake any advances from 
present volumes. 

Activity can veer sharply, therefore, 
only in a downward direction—though 
an over-all decline in 1947 is as yet only 
a problematical possibility. 

Output in all branches of textiles has 
scored a rapid gain since the initial let- 
down after V-J Day. A year ago it was 
running at the 1939 rate, whereas now 
it has climbed almost up to, or even 
beyond, the past peacetime high of 1941. 
Naturally, the pace of expansion has 
slowed down in recent months. 

Such production comparisons are 
made, as usual, on a yardage basis. They 
reflect activity in weaving, which is the 
main section of the industry. Produc- 
tion comparisons on a poundage basis 
stack up even more favorably. 

In the extreme case of rayons, for 
example, the poundage of production 
has nearly doubled the 1939 weight, 
whereas yardage is up only a quarter or 
so; this is because a large portion of the 
rayon now goes into tire fabrics, which 
are very much heavier than apparel 
cloths. To a lesser degree the same sort 
of thing has happened in cottons, 
though not in woolens. 

For the future, textiles will be af- 
fected by whatever over-all trends de- 
velop in general business. In any case, 
prospects shape up most brightly for 
rayons, least so for woolens. 

Rayon production can rise moder- 
ately in 1947, as additional plant ca- 
pacity begins to operate. Markets are 
fairly well assured by (1) the appar- 


Contrast in Textiles—Only Wool Tops 1941 
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Yardage production of textiles is close to a record peacetime level and 
can’t rise much higher. Rayon prospects are brightest—domestic and ex- 
port demand is strong as the shift from cotton continues. Both cotton and 
wool may face tough adjustment problems soon because prices have risen 
faster than consumer purchasing power. 


ently strong demand for types of ap- 
parel made of rayon, (2) the edge in 
price that rayon now enjoys over cot- 
ton in competitive uses, and (3) the 
great foreign need for rayon now that 
Axis nations, former world leaders in 
rayon trade, are out of commission. 

Woolen goods, on the other hand, are 
already being made at a 15% faster 
clip even than in 1941, and military 
demand cuts a much smaller swath now 
than then. A backed-up need for men’s 
clothes still supports the market, of 
course. But an abnormal proportion of 
woolen cloth has been going into wo- 
men’s coats and suits, which have mul- 
tiplied in volume, prices, and sales 
since prewar years: some oversupply, 
and decline in output, is expected to 
develop next year. Moreover, woolens 
will, as usual, suffer more sharply than 
rayons should any recession in general 
business occur. 
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The cotton textile outlook does not 
crystallize so clearly. A backlog of 
demand has carried over from the war. 
Yet at present prices, output for do- 
mestic markets is vulnerable to an 
easing in national income, or even to 
a shift in consumer favor towards hard 
goods. With world cloth output way 
down, foreign needs are even larger 
than domestic ones, but prices also 
make the export demand more ques- 
tionable. In short, a slight rise or a 
moderate dip in output are both possi- 
bilities. 

With slight changes, up in rayons and 
down in woolens, and with cottons more 
or less stable at current levels, 1947 
should see about as much textile activ- 
ity as now. 


Foods 


Paradoxically, food manufacturers 
face unusually difficult adjustments next 
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year but, at the same time, the outlook 
is for continued high production at gen- 
erally favorable prices unless general 
business hits a real slump. The adjust- 
ments will come as more plentiful food 
supplies plus greater production of con- 
sumer durable goods cause food buyers 
to buy fewer luxury foods and to spend 
more of their income on non-food items. 
After the adjustments have been made, 
however, consumers will still be spend- 
ing far more on foods than in any pre- 
war year. 

Extent of the adjustments which food 
manufacturers face is shown by Com- 
merce Department figures which show 
that consumer purchases at retail food 
stores ran at an annual rate of $23 bil- 
lions in the first half of 1946. This is 
$3.8 billion, or 17%, more than the 
“normal” prewar relationship of food 
sales to consumer income at these in- 
come levels. 

Granted that consumers will want to 
eat much better than they ever did be- 
fore, it’s hard to see how the food indus- 
tries can escape major readjustments 
next year. Reason is that consumers 
will be able to eat a lot better next year 


than they did in prewar years without 
buying the luxury food products they 
have been forced to buy in that last 
few years. Consequently, demand will 
slacken for such lines as frozen foods, 
top-grade meats, pastries, and canned 
goods. 

Even if consumer spending on foods 
goes all the way back to normal, de- 
mand will be far above any prewar 
year—the Commerce figures suggest 
that, even with a business dip, food 
sales will be 50% above 1941. A busi- 
ness slump would dim the picture, of 
course, though production and sales 
would still be well above the 1941 per- 
formance. 

More and better meat is in prospect 
next year—latest forecasts show that per 
capita meat production will run to 150 
pounds, 6% above 1946 and 19% above 
prewar. Most of the improvement won’t 
come until the second half, however, 
because it will take that long to trans- 
late the larger supplies of feed grains 
into meat. Unless there is a business 
slump, prices will hold firm until mid- 
1947 and then decline somewhat. A 
business slump would bring most meat 


50 Percent More Food Than in 1939 
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Paced by strong consumer demand, the volume of food output rose 50% 
above 1939. Not all food lines have gone up that much—butter is still one- 
fifth lower and fiour is up only 25%. But cheese, processed fruits and vege- 
tables, and canned milk are up more than 50%. Meat packing, hard-hit by 
the price control fiasco, will top prewar by about one-fifth this year and 


will go higher in 1947. 
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prices down to government support 
levels. 

Milk processing should go up for 
there’s a huge demand even at record, 
or near-record, prices. Total milk out- 
put will hold up though there’s little 
prospect of any increase. Nevertheless, 
prices may soften some from present 
high levels because of the seasonal in- 
crease in output. However, any decline 
in fluid milk sales can be readily offset 
by increases in processing of butter and 
cheese. 

Activity in other food lines should 
hold up well even if business dips. There 
will be many adjustments, however, as 
consumers shift to staples. Strong de- 
mand should enable most lines to take 
these readjustments in stride. 


The Inventory Problem 


One of the things that will have an 
important effect on 1947 prospects in 
each of the industries discussed above 
is the inventory situation. This is be- 
cause part of this year’s production 
went to build up inventories so that 
when buying for inventory stops, as it 
must in many lines sometime in 1947, 
orders will drop unless new markets can 
be found to fill the gap. 

Because of lack of reliable informa- 
tion, it’s impossible to say how specific 
industries will be affected when inven- 
tory rebuilding ceases. But a review of 
the overall business inventory position 
may help show what lies ahead. 

Business as a whole added to stocks 
to the tune of about $8 billions in 1946. 
By the end of the year manufacturers’ 
stocks were almost up to what would be 
considered a normal ratio to sales; re- 
tail and wholesale stocks were still be- 
low normal but were rising fast. This 
means that before long businessmen 
will find their inventory position com- 
fortable and will cut orders to a replace- 
ment level. This will reduce demand $8 
billions, a cut of 6-7%. 

If inventory buying halts suddenly in 
many lines, as it did in 1937 and in 
1920, many businesses will be hit by a 
drop in orders and the result will be 
a dip in business activity. But if it 
tapers off gradually, new markets can 
probably be found to take up the slack 
in most lines. 

Right now it looks as though most in- 
dustries can take the inventory adjust- 
ment in stride. But trade reports on 
what’s happening to inventories in dif- 
ferent lines will bear close scrutiny in 
the months ahead. 





HANDLING MATERIAL 
AND PEOPLE 


New England warehouse and distributing firm builds 
post war business on improved methods of handling 
merchandise and employees. 


sales were not major problems for 
distributors of steel and other 
metals while war and reconversion kept 
supplies low and demand high, the 
early return of a competitive metal 
market is expected by most distributors. 
The Herrick Co. of Boston has been 
preparing itself for this turning tide. 
Now well established in quarters 
which they occupied less than three 
years ago, Herrick has revitalized op- 
erations for economical material han- 
dling, vigorous selling and_ high 
employee morale. W. H. Bowe, Jr., 
president of the 70-year old steel ware- 
housing and industrial distributing 
firm states that improvements initiated 
at the main plant in Boston are also 
being extended to the company’s two 
branches at Hartford, Conn. and Bur- 
lington, Vt. 
Herrick Co. chose for its new quar- 
ters a building formerly housing a bar- 
rel-making factory, because its size, 


LTHOUGH warehouse efficiency and 


location and basic layout were adaptable 
to the company’s plans for expanding 
their warehouse and office facilities, 
and providing ample counter and dis- 
play area for industrial supplies. The 
interior was completely renovated by 
laying concrete floors, installing rein- 
forcing arches and building-in large, 
light offices. 

Layout was planned so as to stream- 
line the flow of bulk metals and heavy 
industrial supplies in and out of the 
two-story warehouse half of the build- 
ing. As the company regularly handles 

esheet, roll and strip copper, brass and 
zinc, copper tubing, sheet aluminum 
and boxed tinplate in various grades 
and sizes, loading and unloading facili- 
ties and storage segregation had to be 
carefully engineered. This was ac- 
complished partly by the building’s lo- 
cation and partly by Herrick’s handling 
methods. 

The rear of the building faces on a 
railroad siding from which material 


It takes more than just machinery 
to keep steel and other lines mov- 
ing, in the opinion of Thomas E. 
Halloran, general manager. The 
warehouse is but the starting point 
for service to customers. 


can be taken by hoist to either ware- 
house floor. The lower level has a 
loading dock to permit easy removal 
and storage of metals and heavy sup- 
plies received in box cars. Flat cars 
containing sheet metal or angle or 
rod can be unloaded into either of the 
two warehouse levels by three men 

one in the car to position accurately 
and seat the special hoist lift-grab, and 
one in the warehouse to operate the 
6000 Ib. electric hoist, assisted by an- 
other man to help guide the load to 

(Continued on page 246) 


Joseph Higginbottom operates electric hoist bringing load 
of 10-gage galvanized steel sheet from railroad car to second 
floor of Herrick Co. warehouse. 


Operating the '4-in. power shear in the Herrick steel 
warehouse are Robert Elliott (left) and James Gillis. 





NAFETY CLOTHES AND EQUIPMENT 


IIlustrations show some of the multitude of applications 
for wide line of protective work clothing and equipment 


For complete safety, this foundry- 
man wears a hard hat, spectacle 
goggies, leather gauntlets and foot 
and shin guards. 


Here is a well protected chemical 
worker attired in an acid hood, rub- 
ber coat and apron, and rubber 
gauntlet gloves. 


trial scene are protective work gar- 

ments—from the ordinary slicker 
to complicated respirator costumes. 
Sales opportunities for industrial dis- 
tributors have been broadened by wider 
acceptance of various protective de- 
vices, such as goggles, helmets, safety 


[ist scoe COMMON on the indus- 


shoes and the like as a result of stand- 
ardized wartime practices passed on 
from prime to sub contractors. 

Some of the garments and other 
safety devices sold to prevent worker 
injuries are shown in the accompany- 
ing illustrations supplied by the Na- 
tional Safety Council, unless etherwise 
designated. Many distributors are 
serving this growing market. 


The well-dressed welder wears 
flame resistant cap, hand-held 
shield, leather gloves and sleeves 
and a flame proof apron plus spats. 


Head, face and eye protection are af- 
forded by face shields worn by foun- 
drymen pouring volatile magnesium. 
Note the fireproof pants, safety shoes 
and gloves. 


( Universal Safety Equipment Co. Photo) 





AT WORK 


Railroad workers who are 
called upon to go outdoors 
in all kinds of weather use 
great quantities of water 
proof work clothing. 


(Photo by Association of American 
Ratlroads) 


Air-cooled asbestos gloves 
permit workers to handle 
hot objects without injury. 
Note air tubes leading to 
gloves. 


Completing outdoor as- 
sembly operation on a B-24, 
rain or shine, this worker 
is protected by waterproof 
clothing. 


(Photo by North American Aviation, Ine.) 


The plate glass worker (far left photo) ie carrying 
a sheet of glass. He’s wearing leather cape and 
sleeves, corrugated wristlets and hand leathers and 
a padded corrugated leather apron. The miner (left) 
is equipped with a safety light, helmet and shoes. 











NEW PRODUCTS 


With sales possibilities 





Bearings 
Nickel Steel 


A MANUFACTURER, who recently com- 
pleted a Navy contract for gun mount 
bearings, has introduced a bearing with 
high nickel content for use on rolling 
mill rolls. It is claimed that steel with 
a nickel content of 3.75-4.25 and chro- 
mium content of 1.5 has proved su- 
perior in such applications. According 
to the maker, deep case carburizing 
permits thinner steel cross sections in 
heavy duty bearings, resulting in larger 
and stronger roll necks for a given 
size mill roll. Other bearings of the 
straight roller type and two-row taper 
types also are made for rolling mills, 
paper mill calendar stacks, and simi- 
lar heavy duty service—Kaydon Engi- 
neering Corp., Muskegon, Mich.—Mit 
Suppuies, December 1946. 


Bench Saw 
All-Purpose Cutting 


STRAIGHT AND BEVEL CUT-OFF, miter and 
compound miter cuts, and straight and 
bevel rip can be made with extreme ac- 
curacy on a new adjustable bench saw, 
according to the manufacturer. There 
are six adjustments for positioning the 
saw, which handles material up to 3 in. 
thick and 15 in. wide. The saw is driven 
through a-y-belt connection to a flexible 
shaft by a 1 hp. hotor mounted on the 
frame. Where electrical power is not 
available, power from some other 
source, such as the rear wheel of an 


auto, can be harnessed to the saw. By 
loosening two nuts, the saw can be 
knocked down into two units for trans- 
porting in the trunk of a car.—Burke 
Bartlett Co., Detroit—Mit Supp its, 
December 1946. 


Punch 
Interchangeable Cutters 








DESIGNED FOR CUTTING canvas, felt, 
leather, lead, soft brass and copper 
sheets, an arch punch with interchange- 
able cutters is being marketed. The 
individual cutters, ranging in diameter 
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from 14 in. to % in., are of high car- 
bon alloy steel, electrically hardened 
and tempered. A feature is straight 
walls on cutters, permitting regrinds 
for long life. The punch and cutters 
are available separately, or as a set in- 
cluding punch and 11 cutters in a handy 
box.—Damascus Steel Products Corp., 
Rockford, Ill—Mu.t Suppties, Decem- 
ber 1946. 


Milling Cutters 


For Cast Iron 


DESIGNED SPECIFICALLY FOR MILLING Cast 
iron, a full line of carbide-tipped cut- 
ters has appeared. The cutters are 
available from stock in all standard 
sizes in plain, side, half side, shell and 
face mill forms. The manufacturer rec- 
ommends standard inserted blade cut- 
ters with solid carbide blades for most 
effective high speed milling, and claims 
high production, excellent finish and 
low cost per work piece.—Super Tool 
Co., Detroit—Mu.. Suppties, December 
1946. 


Puller 
Versatile 


A NEW PULLING TOOL is equipped with 
thin hooks on one end to permit opera- 
tion in close quarters, and with slotted 
holes in the opposite end to hook into 
cap screws. Where a gear is flush 
against a housing, and is tapped for cap 
screws, it can be pulled from its shaft 
with this tool, the manufacturer states. 
The puller is rated at 18,000 lbs., has 








PRODUCT 


Bearings 

Bench Saw 

Punch 

Milling Cutters 
Puller 

Gantry Crane 
Pump 
Compressors 
Cut-Out Valve 
Remote Switch Control 
Tool Holder 
Collet Chuck 
Welder 
Mechanical Pressure Gage 
Vise 

Face Shield 
Micrometer 
Hoist Cable Reel 
Electric Radiator 
Packing 

Arbor Press 
Flute Grinder 
Band Saw 
Gloves 
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Grinding Wheel 





MAIN FEATURE 


108 
108 
108 
108 
108 
109 


Nickel steel 
All-purpose cutting 
Interchangeable cutters 
For cast iron 

Versatile 

Portable 

Rotary displacement 
109 | Fully automatic 
Hydraulic control 
Flexible casing 
Multiple use 

Jet opened 

Portable 

Compact, light weight 
264 
264 
265 
265 
266 
266 
268 
268 
270 
272 
272 


All-angle 

Over-all protection 
Sapphire tips 
Automatic take-up 
Quick heat 

Flexible, metallic 
Air powered 

Tap, drill sharpener 
Wide speed range 
Neoprene coated 





Porous, durable corners 


MANUFACTURER 


Kaydon Engineering Corp. 
Burke Bartlett Co. 

Damascus Steel Products Corp. 
Super Tool Co. 

Owatonna Tool Co. 

industrial Equipment Co. 
Sier-Bath Gear & Pump Co. 
Motor Generator Corp. 
Electrol, Inc. 

Arens Controls, Inc. 

Elk Tools, Inc. 

Modern Collett & Machine Co. 
Patent Specialties 

W. C. Dillon & Co., Inc. 
Machinists Tool Co. 

American Optical Co. 

Tubular Micrometer Co. 
Appleton Electric Co. 

Henry J. Morton Associates 
Raybestos-Manhattan, Inc. 
Studebaker Machine Co. 
Edward Blake Co. 

Ermac Co. 

Edmont Mfg. Co. 

American Emery Wheel Works 











maximum reach of 51% in. and an 8-in. 
maximum arm spread.—Owatonna Tool 
Co., Owatonna, Minn.—Mi. Supp ies, 
December 1946. 


Gantry Crane 
Portable 


t 


A NEW PORTABLE GANTRY CRANE is be- 
ing marketed for use on loading plat- 
forms and docks, in power plants, ma- 


chine shops, factories and garages. It 
has 1-ton capacity, with a substantial 
factor of safety, and lightness for ease 
of handling is achieved by welded steel 
construction. Roller bearing casters, 
with ball thrust bearings in the swivel 
plates, make for maneuverability. The 
gantry can be dismantled with little 
effort and requires a minimum of stor- 
age space when not in use.—Industrial 
Equipment Co., Chicago—Mi.. Sup- 
PLIES, December 1946. 


Pump 
Rotary Displacement 


HicH EFFICIENCY, low maintenance, vi- 
brationless operation and pulseless dis- 
charge are among advantages of a new 
medium duty rotary pump; according 
to the manufacturer. The pump is of 
the positive displacement type and 
comes in internal-bearing models for 
lubricating fluids and external-bearing 
models for non-lubricating fluids. Ca- 
pacities range from 1 to 550 gallons per 
min. Rotors of the continuous herring- 
bone type and discharge passages of the 
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proper area provide continuous over- 
lapping displacement of the liquid.— 
Sier-Bath Gear & Pump Co., No. Ber- 
gen, N. J—Muttt Suppuies, December 
1946. 


Compressors 
Fully Automatic 


FIVE NEW MODELS of two-stage compres- 
sors have been announced. They are of 
the self-contained type, with motor and 
compressor mounted on a_ one-piece 
steel sub-base, in turn welded to an 80- 
gallon horizontal air receiver. Avail- 
able in 7, 9, 13 and 21 cu. ft. capacities, 
(Continued on page 257) 









Engineering Know-How 
Stimulates Selling 


Right traps belong in the right 
places is E. M. “Gene” Chilton’s 
principle in industrial supply sales- 
manship. 


E. M. “Gene” Cuitton has been sell- 
ing industrial supplies for the Graft- 
Pelle Co., Louisville, Ky., for the past 
two years, during which time he had 
found that an engineering background 
stimulates sales. After being gradu- 
ated from Purdue University, Mr. Chil- 
ton served in a mechanical engineering 
capacity with the Louisville & Nash- 
ville Railroad, and then three years as 
a piping engineer with another firm. 
From there he went into selling, first 
as a steam trap specialist for a large 
distributor, and now as a general sup- 
ply salesman. 

As an indication of how engineering 
background may lead towards, instead 
of away from, a sale, Mr. Chilton 
cites a visit to a wood-working plant. 
On the occasion of Mr. Chilton’s visit, 
the plant owner was venting some 
spleen on a steam trap which con- 
sistently failed to perform its function 
properly. Academically, it was a most 
inopportune moment to approach a 
prospect with salesmanship in mind. 





Instead of beating a circumspect re- 
treat, however, Mr. Chilton let his curi- 
osity about steam traps dominate. He 
told the plant owner that he knew a 
little about steam traps and suggested 
that an inspection might provide some 
ideas. 

The plant owner told him that the 
boiler system had been installed for 
six years and the trap had never worked 
properly. The only time it would dis- 
charge was after the plant had shut 
down. The system was designed to 
operate at 150 psi. of steam and .Mr. 
Chilton suspected, from the symptoms 
described by the plant owner that the 
trap was the improper one for the 
job. 

Inspection proved that the diagnosis 
was right; that the trap had a 35 psi. 
orifice. Discharge wasn’t possible until 
steam had dropped to 35 psi. Mr. 
Chilton suggested another trap with the 
proper orifice and made a sale which 
eventually led to more than an order for 
merely a trap. But, Mr. Chilton pointed 
out, the most important development of 
the incident was the creation of a 
“solid” customer. 


Products That Work, 
Work For Salesman 


IF THE SALESMAN can regard himself 
as a sort of trouble-shooter for indus- 
try he can uncover a lot of sales for 
himself in addition to helping out his 
customers, according to Everett A. 
Haygood, veteran salesman for the 
Jacksonville, Fla. branch of the Cam- 
eron & Barkley Co. Mr. Haygood has 
been selling industrial supplies for 
14 years but spent the last five years 
in the Army Air Forces and in the 
infantry from which he emerged last 
January with the rank of lieutenant- 
colonel. 

Mr. Haygood’s experience in selling 
industrial supplies has encouraged him 
to regard his customers’ maintenance 
problems as his concern, One of the 
first customers he visited following his 
return from the Army, was a lumber 
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Looking over some suction pipe, 
Everett A. Haygood, Cameron & 
Barkley Co., Jacksonville, Fla., 
branch, seeks the proper size for 
an order. 


mill where he had a chat with the 
superintendent. From the manager Mr. 
Haygood learned that some band saws 
which the firm had in operation were 
causing some trouble. Mr. Haygood 
immediately asked to see the superin- 
tendent who explained the trouble as 
too frequent breakage. 

Knowing the standard of perform- 
ance of the saws his firm handled, Mr. 


' Haygood was able to insist on replac- 


ing the lumber mill’s saws with his 
product which could do the job. After 
a consultation with the manager, the 
superintendent agreed and Mr. Hay- 
good earned the saw orders. 


2-Man Selling Teams 
Aid Learning, Teaching 


TRAINING OF INSIDE SALESMEN for out- 
side selling is built around close co- 
operation of two-man selling teams at 
Noland Co., Inc., Wash., D. C. Sonny 
Owens, manager of industrial supply 
sales, says it is the surest way yet 
fgund to acquaint the inside man with 
the problems he will eventually face 
in the field. 


















































Teaching by teamwork is practiced 
by Sonny Owens, industrial supply 
manager, for Noland Co., in Wash- 
ington, D. C. 


Each outside salesman for Noland’s 
industrial supply department deals 
with one, and only one, inside sales- 
man in all his contacts with head- 
quarters, whether it be for price quo- 
tations, delivery information, or appli- 
cation data. In addition, the outside 
salesman requests of his customers that 
if they call Washington, they ask to 
speak with his “teammate”. 

“This gives the inside man a real 
understanding of the responsibilities of 
field work, and provides greater fa- 
miliarity with the operations of one 
group of customers,” says Mr. Owens. 
“And it also keeps him on his toes 
with all the functions performed in our 
stockrooms and offices.” 

According to Mr. Owens, this com- 
prehensive training makes it easier for 
a man starting in the field to get a 
quicker grasp of his duties. It is the 
kind of education not available from 
books or sales clinics alone. 

The company, however, does supple- 
ment its training program with weekly 
sales meetings. The principle upon 
which these meetings are based, adds 
Mr. Owens, is that the salesman rarely 
knows more about a customer’s business 
than does the customer. Successful 
industrial selling, therefore, is the re- 
sult of the salesman’s individual re- 
sponsibility for dependable service,—his 
readiness and willingness to be of help 
where help is needed. 


Service Is Main 
Factor In Selling 


MANY INGREDIENTS must go into the 
mixing bowl before a successful sales- 
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man is turned out, according to Everett 
Rapp. Mr. Rapp is a veteran of more 
than 30 years of industrial supply sell- 
ing, the last five years of which have 
been with the Hardware Supply Co., 
Inc., Terre Haute, Ind. “Successful 
selling,” said Mr. Rapp, “to me at 
least, is something like walking. There’s 
a lot more to walking, you know, than 
just pushing one foot ahead of the 
other. There is balance, coordination 
and, of course, experience.” 

“But there are a few other major 
points to selling,” Mr. Rapp added. 
“Among them are these obvious ones: 
(1) A man must be sold personally 
on not only the lines he is selling, but 
also on the company he represents. 
(2) A man must have a working knowl- 
edge of his products. Product knowl- 
edge, you know, is the touchstone of 
salesmanship. (3) A successful sales- 
man always will shun generalities. He 
will be specific.” 

Above all Mr. Rapp puts only one 
keystone—service. Service is the sole 
excuse for a mill supply salesman’s 
existence and all other things are sub- 
sidiary to this prime factor. He went 
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Everett Rapp always carries sam- 
ples and always has something to 
talk about. Mr. Rapp is shown with 
Lynn C. Fehring, president of his 
firm, inspecting a display. 


on to say that it is in little things, as 
well as major sales attempts, that prod- 
uct knowledge pays off. 

“For example,” Mr. Rapp indicated, 
“the other day I was in a foundry. They 
were using common pliers to hold very 

(Continued on page 249) 


“Jo Sell Gears 


YOU NEED THE ANSWERS 


To be a good gear sales- 
man, you don't have to 
brush up on your teeth 
twice a day, but there are 
some things you ought to 
know. These 25 questions, 
with answers on Page 250, 
should be helpful. 


QUESTIONS: 


1. Identify gear nomenclature by pair- 
ing the following terms with the key 
letters on the drawings: 

Dedendum addendum 

Pitch circle tooth thickness 
Working depth pitch diameter 
Outside diameter whole depth 
‘Clearance circular pitch 

2. What is a gear? 

3. On what basis are gear types classi- 
fied? 

4. Which two of the following are not 
standard mechanical gear types?— (a) 
Spur (b) bevel (c) octagonal (d) heli- 
cal (e) worm (f) spiral (g) fission 
(h) herringbone. 

5. Name three special gear types. 

6. What is a spur gear? 

7. The purpose of the bevel in bevel 
gears is to (a) save metal in manufac- 
ture (b) prevent accumulation of dirt 
between teeth (c) permit transmission 
of motion between gears whose axes 
of rotation intersect (d) make them run 
quieter without lubrication. 

8. The teeth of helical gears are cut 
on a cylinder and at an angle with the 
axis of rotation. They are used to (a) 
transmit motion between intersecting 
shafts (b) transmit motion to shafts 
that move in arcs while turning (c) pro- 
vide quiet, smooth operation where 
shafts do not intersect (d) transmit 
motion where slippage is desirable. 

9. A worm gear is always used with 
{a) parallel shafts (b) caution and 
much uncertainty (c) one vertical and 
one horizontal shaft (d) a worm. 

10. Herringbone gears have helical teeth 
diverging from the center of the face 
outward towards both sides of the gear 
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body. What advantages do they possess 
over straight-tooth gears, and where are 
they used? 

11. Which two gear types are often con- 
fused? Why? 

12. What is the maximum practical 
speed ratio for spiral gears? 

13. Does the pitch circle have any sig- 
nificance other than a theoretical value 
in gear design? 

14. What is meant by the pressure 
angle of gear teeth? What pressure 
angle do standard gear teeth have? 
15. Some gears have a 20 degree pres- 
sure angle. What are they called, and 
why? 

16. Where are stub tooth gears ap- 
plicable? 

17. By what methods are gears cut? 
18. Why should helical gears be run 
in an oil bath? 

19. Miter gears are (a) very small 
gears (b) right-angle bevel gears with 
the same number of teeth (c) bevel 
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gears used with parallel shafts (d) 
spiral gears used with intersecting 
shafts. 

20. What is meant by “diametral pitch” 
of a gear? 

21. Before the teeth of two gears can 
mesh they must (a) have equal addenda 
(b) be of the same diametral pitch 
(c) be of the same pitch diameter (d) 
be greased, 

22. If a gear has a circular pitch of 
1.79 in., its diametral pitch is approxi- 
mately (a) 24.5 (b) 6.3 (c) 2.5 (d) 
LJ. 

23. If a gear has a pitch diameter of 
4 in. and a diametral pitch of 11, the 
number of teeth in the gear is (a) 44 
(b) 22 (c) 114 (d) 12. 

24. What is an intermittent gear? 

25. Eccentric gears are gears that (a) 
act very oddly (b) have teeth of non- 
uniform shape (c) have the shaft hole 
off center (d) are not firmly attached to 
shafts and do not turn continuously. 
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THE LABOR CRISIS 


-»« Absolute power corrupts absolutely” 





HE NEW CONGRESS is going to overhaul 

the federal laws governing organized labor. 

If the election returns left any doubt about 
that, John L. Lewis has removed it by torturing 
the nation with its second soft coal strike in six 
months. 

If, however, the overhauling is to get at the roots 
of our labor troubles, it must go further and deeper 
than most of the proposals would go. Indeed, it 
must not stop until it has dealt decisively with that 
most basic cause of devastating trouble—the en- 
trenched monopolistic power of enormous interna- 
tional unions, now concentrated in a handful of 
union leaders. Industry-wide collective bargaining 
is one outgrowth of this power. 


“Power tends to corrupt, and absolute power cor- 
rupts absolutely.” That great truth, phrased by the 
historian Acton, is as true of labor leaders as it is of 
business leaders, princes or potentates. It is also true 
that John L. Lewis and some of his fellow labor 
leaders now wield what approaches absolute power 
in their respective domains. Failure to recognize 
these facts and act on them can make a tragic mock- 
ery of the present opportunity to restore good sense 
and good order to our labor relations and our na- 
tional life. 

To realize this opportunity the labor monopoly 
must be made a major target. 

In the minds of many people, particularly in the 
business community, the root cause of our labor 
troubles is to be found in the National Labor Rela- 
tions Act, commonly called the Wagner Act. They 
feel that if they could get rid of the one-sided 
handling of a number of key labor problems pro- 
vided by that act and its administrators, we would 
have the legislative part of the problem of creating 
good labor relations pretty well solved. 

To be sure, there is occasion, long overdue, to 
balance up the lopsided treatment of labor rela- 
tions by the Wagner Act and those who apply it. 
It has been so interpreted and applied as to deny 
free speech to employers. On occasion it has ex- 


tended the special protection of the federal govern- 
ment to workers striking to force employers to break 
the law. It has done the same for workers striking 
to force the federal government to change its policy 
the way the strikers want it changed. 

The Wagner Act has required employers to bar- 
gain with unions, but imposed no companion obliga- 
tion upon unions to bargain with employers. It has 
given protection to workers who have broken their 
agreement by striking. It has been applied so as to 
break orderly lines of management by encouraging 
and giving special protection to union organization 
of foremen who, to do their work efficiently, must 
represent management. Abuses such as these should 
be cleaned up, and soon, 


Monopoly is the Target 


But if perfection were attained in eliminating all of 
the abuses stemming from the Wagner Act, numer- 
ous and grievous as they are, the basic problem 
of establishing the legislative foundations of sane 
and safe labor relations in the United States would 
by no means be solved. John L. Lewis and his fel- 
low labor dictators would, no doubt, be annoyed, 
but their power would not be seriously impaired. 
That power is derived from monopoly control of 
labor. Just as in the case with any other kind ot 
monopoly power, it will only be made subservient 
to the public interest by attacking it at the source 
and smashing it. 

The way to do that is to apply the anti-monopoly 
laws to monopolies in the field of labor just as they 
are applied to business and industrial monopolies, 
At the same time more vitality should be pumped 
into these laws all along the line. . 

When our basic anti-monopoly law, the Sherman 
Antitrust Act, was passed in 1890, it was designed 
to apply to economic monopolies of all kinds, and 
was so held by the courts. Organized labor sought 
exemption from this law, largely on the ground that 
its bargaining power was weak, as compared with 
that of industrial corporations. In recent decisions, 
a majority of the United States Supreme Court 





justices have held that, when combined with the 
Clayton Act of 1914, the Norris-La Guardia Act of 
1932 gives organized labor virtually complete ex- 
emption from the antitrust laws. 

In the meantime, the relative weakness in bar- 
gaining power which was made the occasion for 
exempting organized labor from the antitrust laws 
has become a myth. In soft coal, John L. Lewis is 
the monopolist. Through his United Mine Workers 
he controls about 90% of the miners. No one of the 
thousand or more highly competitive companies en- 
gaged in soft coal mining-eontrols more than about 
5% of the output. 

In steel the monopoly control is that of Philip 
Murray’s United Steel Workers whose organiza- 
tion represents well over 80% of the production 
workers in that industry. United States Steel, the 
corporate “giant,” controls only about one-third of 
the steel making capacity. In automobiles the United 
Automobile Workers represent about 90% of the 
production workers. A year ago the union’s officers 
flaunted their monopoly power by announcing plans 
to pick off one automobile manufacturer after an- 
other by a series of centrally controlled strikes, 


Industry-Wide Bargaining 


Confronted by the rise of government-fostered 
monopoly power in the hands of organized labor, 
employers in some industries have sought to match 
it by joining together for collective bargaining on 
a more or less industry-wide basis. In other indus- 
tries, notably steel, the federal government, through 
the War Labor Board, took the lead in forcing a 
pattern of industry-wide bargaining. Bedevilled by 
a myriad of cases, the Board thus sought to settle 
scores of them in the steel industry by one action. 

It-is easy to understand how an employer, con- 
fronted by an industry-wide monopoly of labor, 
would be tempted to join with his fellow employers 
in an industry-wide bargaining group. In that way 
he might see a chance to establish something like 
equality in bargaining power. 

However, if the employers’ bargaining group were 
as effective as the union in creating a monopoly 
set-up, it would merely confront one monopoly with 
another. That, in turn, would heighten the chances 
of having either a devastating head-on collision as 
a result of failure to agree, or having the two mo- 
nopolies reach an agreement at the expense of the 
consuming public. 

Actually, however, the chances that employers 
can create an industry-wide bargaining group as 


tight as that created on the side of labor by union 
organization are virtually zero. For if a group of 
employers were to agree to shut down in unison 
or take other united steps to balance the bargaining 
power created by the threat of a monopolistic union 
to strike, they would unquestionably find them- 
selves on the receiving end of an indictment for 
violation of the federal antitrust laws. 


To Break the Monopoly 


Thus, both from the point of view of the public 
and the point of view of the employer, industry- 
wide bargaining is no effective offset to the mo- 
nopoly power created by industry-wide unions. 


The only way to cope with this monopoly power 
is to subject it to the anti-monopoly laws in the 
same way business and industrial management are 
subjected. In the process industry-wide labor mo- 
nopolies would be cut down to safe size, possibly by 
limiting the percentage of workers in any industry 
who are permitted to belong to a single labor 
organization. 

Also application of anti-monopoly laws would 
clean out local pockets of labor monopoly which 
block the way of industrial progress. As matters 
stand, the freedom of unions from control by the 
antitrust laws permits organized workers in one 
city to refuse to install equipment shipped in from 
another city, thus establishing private tariff walls. 
It also permits organized workers to refuse to install 
or work on materials made by other workers whose 
union affiliation, or lack of it, they do not like. 

If the anti-monopoly laws were applied to or- 
ganized labor, boycotts of this sort would be out- 
lawed. In the aggregate they now take a tremendous 
toll for no legitimate purpose. But primarily John 
L. Lewis and a handful of his fellow labor dictators 
might be cut down to a size that can be safely ac- 
commodated by the American democracy. If that 
is not done, the last great opportunity to give in- 
dustrial and political democracy a chance to work, 
in its last great stronghold, will be lost. From such 
a tragic turn of events no one would lose more than 
the American worker. 


President McGraw-Hill Publishing Company, Inc. 
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he brush-off 
that paid off 


SHORT TIME AGO one of our 
salesmen got the brush off; he lost 
an important order that he was very 
anxious to get. He had helped work 
out a method of using Osborn brushes 
which increased his customer’s operat- 
ing efficiency. The customer adopted 
the idea but he bought a competitor’s 
product because Osborn’s price was, or 
so it seemed, 50% higher. 


Our man found it pretty hard to be- 
lieve that his price was so far out of line, 
so he did some investigating. Osborn’s 
price was indeed higher (47¢ per brush 
section as against 30¢)—but operating 


comparisons showed the Osborn 
brushes gave three times the service. 
The legitimate comparison therefore 
was 47¢ against 90¢, in Osborn’s favor. 
That original “brush off” is going to 
pay off now—for both Osborn as sup- 
plier and the Customer as user —be- 
cause it caused the investigation which 
showed up the true costs involved. 
Whenever you have an operation where 
power brushing can help speed produc- 
tion, improve product, and lower costs 
(practically all manufacturers have them!) 
—it will pay you to check Osborn, the 
world’s leading industrial brush maker. 


THE OSBORN MANUFACTURING COMPANY 


5401 Hamilton Avenue 











WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR 


Cleveland, Ohio 
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Order per Volume Sizeof Order per 
Sales Salesman per A Working 
Area Indicator perDay Salesman Ord Day 


North Adantic Sept. 16 $13,600 5 109 
Oct. - 15 14,850 \ 106 


Southern Sept. 18 $19,300 x 119 
Oct. A 18 21,050 5 113 


North Central Sept. 15 $14,700 J 112 
Oct. 16 16,800 


Western Sept. 9 $15,500 
Oct. 0 10 14,450 


Pacific Sept. v 14 $10,300 
Oct. \e 10 14,530 


THE SALES INDICATOR rose 50 points, or 15.5 percent, days. There were 103 orders per working day, average 
between September and October to reach a new high of 372. order amounted to $35.50. Volume per salesman climbed 
Much of this due to 12.5 percent differential in working to $17,090, and orders per salesman per day stood at 15. 
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. OSTER , 
" Rapiductiore — 
mum. | Q JUNIOR 


verts hand tools to power tools for 
threading, cutting, reaming pipe. 





No. 802 “Pipe Master,” the lowest 
priced complete, portable power 
pipe machine on the et. 


No, 842 "Tom Thumb," another 
Oster portable power pi machine 
designed for speed and accuracy. 


No. fe By Hr gL setery 4 ge 
head type designed 
bolts, rods, studs, pipe, sippies, eo, 





No. 572 "‘Rapiduction Junior" . . . 
floor type power pipe machine for 
production threading of the smaller 


7 meee = The demand for the Oster'Rapiduction 
Junior" No. 542A machine is due to its 
ability to maintain high speed produc- 
| tion on a wide variety of standard 
ed high production fn "| and special threading jobs. 
The revolving die-head and open type 
vise make it possible to handle the 
stock in and out of the machine at 
Oster “Wilco” power threading maximum speed. Unusually high pro- 
and production threading. Two sizes. duction is obtained in threading bolts, rods, studs, 


pipe and nipples. 








Examples of production speeds: |/4"" N. C. Bolts, 420 per hour. 
a <a 134" N. C. Bolts, 295 per hour. Standard steel pipe with 
Sekedh and enon twee ee full length Briggs thread cut on one end, 480 per hour. I!/," 
“oo pipe, 206 per hour. Comparable high production is obtain- 

able on all other work within range of machine. 


. Standard range is !/," to 134". Pipe or Nipple range is 
pF By xm hyp Vg" to 1'1/,". For complete details about the Oster No. 542A 


vise. Handles wide variety of 


reading work, machine write for illustrated Catalog No. 23. 





machines make jobs Hi 





THE OSTER MANUFACTURING COMPANY, 2041 EAST 61st ST., CLEVELAND 3, OHIO, U. S. A. 
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Industrial Price Rises 
Expected To Be Moderate 


INDUSTRIAL BUYING and selling will be 
tempered by hold-the-line policies, de- 
spite decontrol of industrial products 
accounting for 85 percent of the dollar 
volume of industrial purchases. That is 
the concensus of purchasing executives 
in industries ranging from rubber to 
heavy metal working. It is their opinion 
that the long term effect of sweeping 
decontrol will be to stabilize prices as 
supply automatically adjusts to de- 
mand, and this is looked for by mid- 
year 1947. 

Attention was called specifically, how- 
ever, to products made from raw mate- 
rials whose domestic prices have been 
well below the world prices, such as 
copper, zinc and lead. A sharp, tempo- 
rary rise could be expected in the price 
of these, purchasers agree. 

A purchasing director of a large 
metal working company has said that 
decontrol will permit bringing geo- 
grapical distribution of industrial sup- 
plies into balance. For instance, where 
prevented by OPA from shipping pipe 
available in the East but not in Chi- 
cago, when manufacturers refused to 
absorb the freight, price adjustments 
now eliminate this distribution bottle- 
neck. 

Some improvement is anticipated in 
cast and malleable iron products, but 
no sudden spurt in output is expected by 
industrial buyers. Continuing short- 
ages of hardwood pattern making lum- 
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ber and skilled labor will still plague 
production, despite moderate price ad- 
vances, purchasers believe. 


Real Wages Higher 
Than Before War 


ALMOST, ALL WAGE EARNERS could pur- 
chase more in terms of goods and serv- 
ices in mid-1946 than they could before 
the war, according to a study of the 
wage-cost-price dilemma by the Na- 
tional Industrial Conference Board. 
Even though certain industries 
showed some decrease in net spendable 
employee earnings, or “take-home” pay 





DISTRIBUTOR'S BAROMETER 


Changes in wholesalers’ sales for Sep- 
tember, 1946 as reported by the Bureau 
of the Census, Department of Com- 
merce, in cooperation with the National 
Association of Credit Men. 


Sept.1946 Sept.1946 From 
vs. vs. 9 Mos. 
Sept. 1945 Aug. 1946 
Automotive 


1945 

0 Eee 50 4 
Industrial 

Chemicals 42 0 
Paints & 

Varnishes 47 0 
General 

Hardware 67 —? 
Plumbing & 

Heating Supplies. . 77 
Lumber & 

Bidg. Materials... 49 1 
Machinery, Eqjt. & 

Sdpplies (except 

electrical) 60 —4 
Metals 86 2 


—2 
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since war’s end, the average manufac- 
turing worker had about $8 more pur- 
chasing power per week at his com- 
mand than in 1939, He could raise his 
standard of living by more than one- 
third. 

Coal miners made even greater gains, 
the Conference Board pointed out. An- 
thracite miners’ take-home pay in mid- 
1946 was nearly 66 percent above 1939, 
and soft coal miners’ real wages nearly 
doubled. 

Following World War II, cutbacks of 
from two to six hours in the average 
work week, with consequent elimina- 
tion of premium overtime payments, 
brought demands for hourly rate in- 
creases to maintain weekly earnings. As 
a result a reduction of 10.5 percent in 
hours worked in mid-1946 was accom- 
panied by a decline of only 2.3 per- 
cent in take-home pay. 


Worker Quit Rate 
Reflects High Turnover 


THE RATE at which manufacturing work- 
ers quit their jobs voluntarily has been 
lower so far in 1946 than in the three 
previous years, but it is still far greater 
than it was in prewar years. In the past 
18 years the quit rate has fluctuated be- 
tween a low of about eight in 1938 to a 
high of more than 60 per 100 factory 
workers in 1943. In 1929, the year of 
greatest prewar prosperity, the rate 
was near 41, and records for eight 
months of 1946 reveal approximately 53 
voluntary quits per 100 workers. 





Rapid, Positive Alemite 
Lubricating Equipment to 


CUT PRODUCTION COSTS! 


Cold prospects warm up and buy when _ the great Alemite line developed to meet 
you push this Alemite Equipment. The every lubrication need of industry —to 
three magic words are “cut production make lubrication faster, safer and posi- 
costs.” These four pieces are just partof tive. Available for immediate delivery. 


Aiemite 
Electric Lubrikart 


Model 2428-C, a complete lubrication department on wheels 
equipped with a new electric high pressure pump. It’s 21” 
wide, 5514” long, 39” high. Ideal for high pressure lubrica- 
tion, filling hydraulic systems, servicing oil reservoirs, lubri- 
cating gear housings, refilling oil cans and grease guns. Write 
for complete details. 





Alemite High Pressure Volume Delivery Gun 


Model 6679 is a rugged, precision-made gun that can take 
abuse and still do a dependable lubrication job. Has a 21 oz. 
capacity—handles fibrous, heavy and light bodied greases. 
Easily develops up to 5000 Ibs. pressure. Fills through a 
loader valve, or by removing the cylinder head. Used with 
hose or adaptors for lubricating all kinds of pressure fittings. 
Write for complete details. 


Write for catalog which gives complete details 
about new Alemite Lubrication Equipment 


Get completely up to date on the latest, modern Alemite Equip- 
ment. You may be missing out on profitable sales. Remember — 
Alemite works with industry in solving tough lubrication prob- 
lems. Cash in on this vast “know-how,” and Alemite’s advertis- 
ing to your customers and prospects, Alemite, 1886 Diversey 
Parkway, Chicago 14, Illinois. 


eeeeeereeeeeeeeeeee 


Alemite 
Portable 
Air Powered Gun 


Model 6184 —a 25-lIb. 
capacity gun, provides 
fast, positive, high pres- 
sure lubrication with 
light bodied greases. It 
delivers 12 ounces per 
minute with 100 pounds 
air pressure—develops 
grease pressure 33 times 
air pressure. Is easily 
rolled about on 3 Bas- 
sick casters. Write for 
complete details. 


Alemite Loader Pump 


Model 6425 . . . portable, 35-Ib. 
capacity pump for loading grease 
guns with light-bodied and semi- 
fluid lubricants. A very practical 
unit where machines being serv- 
iced are some distance from main- 
tenance departments. Economical 
because it delivers lubricant only 
when gun is placed on loader 
valve. Complete with adapters 
and bracket for carrying gun. 
Write for complete details. 


ALEM ITE 


£6.U.5. PAT. OFF 


Fit in Modern Lubrication 
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THE YEAR'S second soft coal strike has 
already made a serious dent in steel 
production, resulting in a 30 percent- 
of-capacity slowdown. It comes at a 
time when production is reaching for 
the upper limits of output possible 
with available manpower and plant. 

Repercussions of the sfrike will re- 
flect in a reversal of the durable goods 
production index in November, and 
its stifling effect will become cumula- 
tive as it continues thereafter. 

Coupled with recent unleashing of 
prices on consumer non-durables and 
most durable goods, the curtailment 
of production and consequent loss of 
earnings could easily lead to a snow- 
balling slump early in 1947. This all 
hinges on the duration of the coal 
strike. 

Taking the optimistic view that 
work stoppages will not be many or 
long-lived, the production outlook for 
the next year is good. Favorable con- 
ditions permitting, the largest force 
of workers in history—58,000,000 
—will produce a record total of phys- 
ical gocds and services. And if none 
of the economic balance springs gets 


- mg. 


--Total production 


Non-durable mfg. 





Oct.* Sept. Oct. 
1946 1946 1945 
Total Production ........ 182 180 162 
Durable Manufactures.... 214 212 186 
Non-durable Manufactures 169 164 154 


*These figures are preliminary and subject 
minor revision on the basis of additional 
ata. 





too far out of whack, the chance of a 
tenable gain in the general standard 
of living is encouraging. 

Federal Reserve Board figures for 
October show a gain in both durable 
and non-durable manufactures over 
the preceding month. In fact, the 
gain in the rate of non-durable goods 
production was greater than for any 
month in the past two years. The in- 
dex of total production was at its 
highest since August 1945, and more 
than 13 percent higher than in Jan- 
uary 1946. 

What has been happening in the 
flow of durable goods is well illus- 
trated by Department of Commerce 
figures on shipmenis of various 
classes of durables. 


1935-39 =100 


Auto and equipment shipments in 
September were nearly three times 
greater than in strike-bound Feb- 
ruary; machinery (including elec- 
trical) shipments almost 50 percent 
greater; iron and steel shipments 
more than two and a half times 
greater; non ferrous metals nearly 
twice as great; and other durables 
more than 30 percent greater. 

Earnings of various industrial 
groups served by industrial distribu- 
tors are also up. Percent changes in 
net income between the first nine 
months of 1945 and a similar period 
in 1946 reveal, for the most part, 
changes for the better. Figures are 
from reports gathered by the National 
City Bank of New York. 





Food products 

Chemicals, drugs, 

Petroleum products ............. 
Iron and 

Electrical equipment 

Machinery 

Autos & equipment 

Other metal products 

Total manufacturers 





1929 "30 "31 "32 33 ‘34 '35 "36 '37 °38 °39 40 41 42 43-4445 JFMAMJJASOND JFMAMJJASOND 


Source: Board of Governors of the Federal Reserve System. 
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VY, HP—15,500 RPM 


VY," Chuck Capacity Cleaning Welded Joints Contour Milling Hard Copper Spark-T esting Steel 
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DUMORE 
No. 10HG 


1/10 HP—22,000 RPM 


Ye” Chuck Capacity Automatic Drill Head Touching-Up a Forging Die 


DUMORE 


. No. 8HG 
a 


Ps 


—oy 


1/20 HP— 18,000 RPM 


Ye" Chuck Capacity 


Finishing Plastic Mold Automatic Hex-Screw Drilling Uni 


The big variety of jobs for Dumore 
handgrinders means a big volume of 


PROFITABLE SALES FOR YOU, 





» 


DONO) Kea 


The increasing use of Dumore Handgrinders in 
industry provides you with a wide and growing 
market for these easy-to-sell tools. Consider 
every plant a Dumore prospect. Many top- 
salesmen make a practice of taking a Dumore 
Handgrinder on every call. The extra sales they 
make add a profitable “plus” to their sales 
volume. 


Show a Dumore to your prospects — they 
can see its possibilities for their work. Grinding 
is only the beginning for this tool. It has scores 
of other uses (some illustrated on this page) : 


polishing, finishing, sanding, burring, scoring, 
touching-up, drilling, milling — and many 
others. And it isn’t just a hand tool, either. 
Many ingenious users have built special ma- 
chines of which the work-head was one or more 
Dumore Handgrinders. 

You can profit from the salability of these 
versatile tools. Carry a Dumore on every call 
and add a profitable “plus” to the sales volum¢ 
provided by Dumore lathe grinders and other 
tools. 


The Dumore Company, Dept. L-31, Racine, Wisconsi 





DISTRIBUTORS: A few Dumore Industrial Franchises are available. If you are interested i 
handling Dumore Industrial Tools in your area, please write us for information, THE DUMOR 
COMPANY, Dept. L-31, Racine, Wisconsin. 





PRECISION TOOLS SOLD BY AUTHORIZED 


INDUSTRIAL DISTRIBUTORS 





OW THEY DO IT 


Two views of the wire rope coiling and 
cutting machine at Canton Supply Co. 
show straight line arrangement of units 
as well as details of the footage meter 


and cut-off. 


Even though casters and industrial 
truck wheels can hardly be considered 
spectacular items in the industrial 
supply house, the provision made for 
their orderly display by the Industrial 
Products Co., Seattle, sets them off to 
good advantage. This convenient cor- 
ner shelf arrangement provides com- 
pact and attractive storage, and has 
prompted many customers to compli- 
ment Cliff Rogers, president. 


o 


| 


Showing distributors’ methods of cutting 


and coiling wire rope, and storing casters. 


Device Takes Kinks 
Out Of Cable Handling 


R. P. Christian, general manager and 
treasurer, Canton Supply Co., Canton, 
Ohio, has designed and built a device 
which quickly measures, coils and cuts 
wire rope. The machine takes wire rope 
off the manufacturer’s reel in the same 
way it is wound on, thereby avoiding 
possibility of kinking, and it will han- 
dle reels from 100 to 5,000 lbs. Reels 
are brought by a two-ton trolley hoist 
to the machine which occupies a 10 by 


15-ft. area. Wire rope can be wound 
onto a special coiling spool with a re- 
movable face, or onto the customer’s 
own reel, as desired. Materials han- 
dled by most mill supply houses were 
used in the machine’s construction— 
welded H-beam frame, 11%” reel-sup- 
port shafting riding on split babbitted 
pillow blocks, a 1-hp. motor with geared 
speed reduction, and four-point hanger 
bearings for operating line shaft sup- 
port. Cable length is measured by an 
automatic counter, and cut to length by 
a conventional cable cutter. 























To assure long life for sheet metal products, you 
must protect them from rust. And the best way to 
do that is to use Toncan Iron. This material is 
especially designed to offer stubborn resistance 
to even the most severe conditions of rust. 


Extra copper plus molybdenum added to highly 
refined open-hearth iron is the secret of Toncan 
Iron’s rust-resistance. It contains twice as much 
copper as copper-bearing steel. The molybdenum 
refines the grain structure and forces the copper 
to increase its effectiveness against rust. The 
result is Toncan Iron—with the highest rust-resist- 


Rey U.S. Vat. OF 





Extra Copper Plus Molybdenum Makes Toncan Iron 


ance of any ferrous material in its price class. 


Toncan Iron also has high ductility. This makes it 
easy to cold work, cut, bend, punch, stamp, etc. 
And fabrication will not destroy the protection 
offered by Toncan Iron, because it is rust-resistant 
throughout its entire cross section. 

Assure long life and fast fabrication of sheet metal 
parts by making them from Toncan Iron. 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES e CLEVELAND 1, OHIO 
Export Departments: Chrysler Building, New York 17, New York 
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Promotions Announced 
By J. M. Tull Firm 


R. T. Winn Clarke Rogers 


R. T. “Breezy” Winn, who has been 
with J. M. Tull Metal & Supply Co.. 
Atlanta, Ga., for 15 years, has been pro- 
moted to manager of the pricing de- 
partment. Clarke Rogers, formerly on 
counter sales, has been advanced to the 
stainless steel division. 

Herbert O. Jones, Jr., sales represen- 
tative in South Carolina; J. H. Joyner, 
sales representative in North Carolina, 
and M. H. Godbey, advertising manager, 
have recently returned from New York 
where they attended a two-week sales 


course with the International Nickel 
Co. The three Tull representatives vis- 
ited the Bayonne, N. J. plant of Inter- 
national Nickel and witnessed demon- 
strations of precision casting at the 
foundry. They also visited Huntington, 
for a demonstration of tube extrusion. 
J. M. Tull Metal & Supply recently 
purchased the remaining portion of the 
block now occupied by the firm and 
Mr. Tull plans the construction of an 
informal garden to be used by employ- 
ees during lunch periods. Mr. Tull’s 
hobby is flowers and he plans a rose 
garden with paths and benches. 


Circular Tool Co. 
Expands Facilities 


The Circular Tool Co., Los Angeles, 
moved to a new building at 6916 So. 
Santa Fe Ave.. on Nov. 1. The build- 
ing is 26 by 50-ft. 

Two new salesmen have been em- 
ployed, both veterans who had selling 
experience in the East in the tool and 
supply business before the war. They 
are W. J. Muelsky and K. P. Grattan. 


A distributors’ sales conference at Simonds Abrasive Co., Philadelphia, 
brought together: back row, left to right: C. O. Richards, J. E. Dilworth 
Co., Memphis, Tenn.; P. C. Drake, The Roekel Co., Zanesville, Ohio; W. W. 
Taggart and E. F. Miller, E. Keeler Co., Williamsport, Pa., and Price Powell, 
Dayton Tool & Supply Co., Dayton, Ohio; front: E. R. Blancke, Jr., Hand 
Hardware Co., Elizabeth, N. J.; Don Smith, Langdon Supply Co., Kansas 
City, Mo., and J. F. Fischer, manager sales engineering, Simonds Abrasive. 
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Wink Supply Co. 
Changes Name 


The name of the Wink Supply Co., 
Dallas, Tex. industrial supply firm, has 
been changed to Engineering Supply 
Co., with Henry Coit assuming active 
management as president and general 
manager. N. E. Wink, who founded 
the firm about 10 years ago, remains 
as director and vice president. He 
asked to be relieved of the manage- 
ment load recently. 

The personnel and policies of the firm 
will remain substantially the same, ac- 
cording to Mr. Coit. A number of 
new lines are to be added from time 
to time. The firm specializes in sup- 
plies and equipment for manufacturing 
and geophysical companies. The loca- 
tion is at 2656 Main St. 

Mr. Coit was formerly assistant pur- 
chasing agent and later purchasing 
agent of Geophysical Service, Inc., from 
which firm he went to Wink Supply as 
vice president about six months ago. 
He is a graduate of the Ben Newbury 
course in purchasing at S.M.U. 


Baer To Represent 
Spartan Saw Works 


P. D. Baer will be the factory repre- 
sentative for the Spartan Saw Works. 
Inc., of Springfield, Mass., in the Chi- 
cago area, it was announced by F. C. 
Emerson, vice president. Mr. Baer has 
had many years experience in the small 
tool field with industrial distributors 
for other manufacturers in the same 
area. He was formerly associated with 
Goodell-Pratt Co. of Greenfield, and the 
L. S. Starrett Co. of Athol. 


Chambers Joins 
Industrial Hardware 


Carter Chambers has joined the staff 
of the Industrial Hardware & Supplies. 
Inc., Baton Rouge, La. Mr. Chambers 
was formerly with Fuqua Hardware Co.. 
of the same city. 





Sell this Grinder for Many Kinds of 
Grinding, Wire Brushing and Buffing 


Black & Decker Portable Electric Grinders are best-sellers for a wide 
variety of industrial jobs—where the tool must be carried to the work—in 
production, maintenance, repair and construction. 

You can sell Portable Grinders for all such work as preparing surfaces 
for welding; smoothing welds; snagging and grinding castings; cutting off 
old rivets, bolts, studs; removing rust, scale, oxidation, old paint; cleaning 
tanks and structural metal; spark testing; grinding, cleaning and buffing 
frames, cabinets and other assemblies. 

Remember: this versatility makes Black & Decker Portable Grinders 
easier to sell and brings you profitable repeat business in grinding wheels, 
wire wheel brushes, buffing wheels and other attachments. It will pay you 
to push them on every call! The Black & Decker Mfg. Co., 617 Pennsylvania 
Ave., Towson 4, Maryland. 


— 
LEADING DISTRIBUTORS <em> EVERYWHERE SELL 


Black ELECTRIC TOOLS 
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Display Methods 
Change in 15 Years 


Pictures showing a product display by 
the Waite Hardware C6. Worcester, 
Mass., 15 years ago and one more re- 
cent give an idea of the changes that 
has taken place in display technique. 
Contrast between the two pictures can 
be attributed to several improvements 
in display methods, according to J. Har- 
old McKinstry, manager. 

The simplicity of the more recent dis- 
play has much more eye appeal than 
the confusion of the older one, which 
was the result of trying to get too many 
unrelated items in a confined space. 
And in the window display, the tools 
and supplies themselves form the de- 
sign, while in the exhibit of 15 years 
ago, flowers, black cloth, flags, and rose 
arbors were employed to attract atten- 
tion of the public. 


Two types of displays of the Waite 
Hardware Co., Worcester, Mass. 
The picture at the left shows a 
product display of 15 years ago and 
the one above shows a modern 
window display. 


Stockholm Distributor 
Visits Thermoid 


The representative of the oldest Ther- 
moid distributor on the foreign market, 
Johannes Paaby of Stockholm, recently 
made his 29th visit to the Trenton, N. J. 
concern since his company, Simonsen- 
Neilson, of Copenhagen, started han- 
dling Thermoid products in 1915. Mr. 
Paaby, who arrived in the United States 
on Oct 28, on the Gripsholm, discussed 
further shipments of the Thermoid line 
to the Scandinavian countries. While 
in Trenton, he conferred with Fred 
Schluter, Thermoid president. 


Enderle Develops 
Industrial Trade 


The Enderle Hardware Co. is now 
the name of the former Brill & En- 
derle Hardware Co., a firm founded in 
Los Angeles in 1905. The firm is a 
partnership consisting of F. C. Enderle, 
manager; A. T. Enderle and E. S. 
Enderle, 

An industrial supply department was 
inaugurated some time ago and now has 
outstripped the hardware business of 
the firm. Industrial supplies now con- 
stitute about 60 percent of the total 
volume of sales. Three salesmen, em- 
ployed on the outside, and three coun- 
ter salesmen handle the industrial trade. 

A branch with stocks is maintained 
in Alhambra, Calif., with Carl Church 


as manager. 


. 


Fire Damages 
Lubbock Plant 


A fire in August almost destroyed the 
plant of the Lubbock Hardware & Sup- 
ply Co., Lubbock, Texas, completely. 
The company’s records were saved from 
damage. The distributor is now operat- 
ing in an old building which formerly 
served as a steel warehouse. 





Stepping Stones 
To Successful Selling 





Reflections of a veteran sales- 
manager, culled from bulletins 
to his salesmen 


ee 
[i \) fa 
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CURIOSITY 


Ir YOU CAN AROUSE “CURIOSITY” IN 
your prospect, you have driven an en- 
tering wedge into a sale. This can be 
done by not telling him everything you 
know about your product. Instead, try 
to find out what particular point he may 
be interested in and then develop your 
sales talk, following as closely as pos- 
sible the points that are on his mind 
and are of interest to him. 

I once met two super-salesmen from 
whom I learned a lot about this subject 
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at very little expense. They had learned 
and knew how to practice the psychol- 
ogy of creating curiosity in the mind 
of the prospective buyer. 

Several years ago I was at a summer 
resort and was visited by a man and 
woman who dropped in to see if I was 
interested in getting some very fine 
quality sheets and pillow cases at a 
very low price. They claimed that these 
articles had been bought from bankrupt 
sales and offered them at very attrac- 
tive prices. 

They had nothing but samples of the 
linen with them and were accepting 
orders to be paid for only after the 
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goods were received and passed inspec- 
tion. There certainly was nothing to 
lose, so I placed an order. 

Having convinced me of their honesty 
and the fact that I was getting a bar- 
gain, the ground was prepared for me 
to be curious about something else. 
That “something else” was the border 
of what looked as though it might be a 
table cloth, which I spied in the sample 
case from which the linen samples came. 
The sample case was left open all the 
time but the table cloth wasn’t men- 
tioned. 

Being all primed to save money, I 

(Continued on page 140) 





a Galauced 
ROPE 


MUST HAVE 
ALL FIVE... 


IE old adage about Beauty being only skin deep is 

not true of COLUMBIAN ‘Tape-Marked PURE 

MANILA ROPE. For here’s a Balanced Rope—a Rope 
that keeps its sense of values all the way. It has the kind 
of Appearance that counts most with men who work with 
Rope—with men who know Rope! It has a ship-shape, work- 
manlike look that wins the friendship of every man who uses 
Rope in his daily work. 


We'll readily admit that you can buy “prettier” Rope. 
But what you gain in handsome, bland coloring—you lose in 
Waterproofing. And if your Rope isn’t thoroughly Waterproofed—it will 
soon lose its Flexibility, then its Strength—it’ll have no Endurance! That’s 
what we mean by Balance. We sacrifice no quality to gain another. 


COLUMBIAN ROPE COMPANY 
320-50 Genesee St., Auburn “The Cordage City,” N. Y. 


- | 
11774 Mm 
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Gilmer V-Belts for multiple drives provide dis- 
tinctive advantages that appeal strongly to the 
customer who wants top quality belts that he 
can count on for long and dependable service. 
When you explain their several exclusive 
features, you discover what so many other dis- 
tributors have learned—that an easy and 
. profitable sale is certain to follow. 


Besides their extra pulling power, firm grip, 


and resistance to wear, Gilmer V-Belts have 
this important feature: they are precision 
moulded with such a degree of exactness that 
they are “matched” to the same lengths within 
very small tolerances. They will operate per- 
fectly on any drive, under. correct tension, 
without further rematching. 


Gilmer has the largest assortment of V-moulds 
in the world, enabling you to meet practically 
elt requirement. 


GILMER SALES POLICY 


Gilmer provides complete territorial protection... 
strong advertising, both publication and direct mail, 
to belting buyers...direct sales help from widely 
experienced branch office personnel... valuable 
engineering assistance when needed... adequate 
stocks in conveniently located Branch Warehouses, 


GILMER CATALOGS 


Gilmer distributors are provided with the Gilmer 
Guide, the Kable Kord Data Book, the Gilmer 
Catalog of Special Purpose Belts, and the Gilmer 
Catalog of Belts for the Textile Industry. These 
make ordering easy. Engineering information is 
given completely in simplified form. 


L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Pa. 


Division of 


United States Rubber Company /e Y 
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BELTS 
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Mark A. Sorenson, service engineer, 
inspects exhibit with two other Thor 
executives: Henry H. Richotte, man- 
ager of mining and contractor sup- 
plies, and Frank J. Schiel, district 
manager. 


i809 
Oliver tron & Steel Corp. dis- 
played nuts and bolts. Shown are 


C. H. Reymer and Carl Wingerson, 
sales engineers. 


YOUR LINKHELT SPEED 
ee a ee 


E. J. Seifert, president, Pettibone 
Mulliken Corp., and M. Carroll, Chi- 
cago & Northwestern Ry., are inte 

ested in what A. E. York, Link-Belt 
Speeder Corp. representative had to 
point out at his company’s exhibit. 


SHOWING OFF THE NEW 


Vern to the exhibits of The Track Supply Association 


The American Railway Bridge and Building Association, had 
their first full-scale peek at post war tools, supply and ma- 
chinery. A total of 88 exhibitors filled the exhibition hall 
of the Stevens Hotel, Chicago, with their latest equipment. 


ind The Bridge and Building Supply Men’s Association, 
eld in connection with the conventions of The Road- 
masters and Maintenance of Way Association of America and 





The Buda Co. was 
represented by 
Stewart S. Hatha- 
way, chairman; R. 
K. Mangam, exec- 
tive vice president, 
and J. W. Sanford, 
railway division. 


Pipe, packings, roof- 
ing and siding were 
featured at the busy 
Johns - Manville ex- 
hibit. 


Bruce La Pierre, sales promotion and advertising manager; 
John S. Bachman, sales representative; W. H. Duffill, re- 
gional manager, and J. S, Clinger, manager of portable 
compressor section, line up at Worthington Pump & Mach- 
inery Corp.’s space. 


Armco’s exhibit featured a continuous flow of water through 
Pipes of various dimensions and shapes. 





PROBLEMS OVERCOME = 
WITH UNDERSTANDING: 


Distributors in Lancaster, Pa., hold first joint meeting 


with purchasing agents, plan to hold periodic get-togethers 


 - 


tors and buyers in tackling mutual 

problems brings benefits to all con- 
cerned was recently demonstrated in 
Lancaster, Pa. At the invitation of the 
Purchasing Agents’ Club of the Manu- 
facturers of Lancaster, representatives 
of four industrial supply firms in the 
city joined forces to attend a special 
meeting and discuss with local purchas- 
ing agents the advantages of dealing 
with local distributors rather than direct 
with manufacturers. 

The Lancaster distributors were rep- 
resented by R. H. (Dick) Barr, mana- 
ger mill supply department, Reilly Bros. 
& Raub; J. H. Stauffer, general mana- 
ger, Herr & Co., Inc., and E. A. Swan- 
son, manager industrial supply division, 
Raub Supply Co. The Steinman Hard- 
ware Co. also participated. Member- 
ship of the Purchasing Agents’ Club 
includes purchasing executives of 
Armstrong Cork Co., Penna. Power 
& Light Co., Lancaster Newspapers, 
Inc., Bearings Co. of America, Radio 
Corp. of America, Hamilton Watch 
Co., Specialty Screw Machine Co., and 
others. : 

The joint meeting was held at the 


T= COOPERATION between distribu- 


Representing Raub Supply Co. at 
joint meeting with purchasing men 
was E. A. Swanson, manager of 
industrial supply division. 


Armstrong Cork Co. plant, where dis- 
tributors and purchasing agents were 
first taken on an afternoon conducted 
tour of inspection. This was followed 
by a dinner in the Armstrong Co. res- 
taurant. After dinner the group met in 
the company’s auditorium for the even- 
ing’s discussion. 


Problems Aired 


At the start of the meeting, all pur- 
chasing men were given copies of the 
Mitt Suppuies booklet “Service and De- 
pendability”. As prearranged, John 
Stauffer delivered a brief talk describ- 
ing ‘the local distributor set-up and 
methods of operation, and elucidating 
on the points contained in the descrip- 
tive booklet. Beside the speakers’ table 
was displayed a large panel entitled 
“Leading Manufacturers Depend on Lo- 
cal Distributors For Distribution and 
Service”. It carried the names of manu- 
facturers whose lines are handled by 
Lancaster distributors, and included a 
number of local manufacturers. 

At the conclusion of Mr. Stauffer’s 
talk the meeting was given over to an 
informal question and discussion forum. 


R. H. (Dick) Barr, Reilly Bros. & 
Raub, sees in future periodic meet- 
ings with purchasing agerts an cp- 
portunity for sounder business re- 
lations and better service. 
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This airing of mutual problems _pro- 
moted an atmosphere of friendliness 
which, the Lancaster distributors are 
sure, will have lasting effect in improv- 
ing their relationship with both custom- 
ers and suppliers. 

Subjects discussed embraced a wide 
range—the delivery situation, profits, 
organization policies, attitude toward 
manufacturers’ representatives and 
many others. According to those who 
attended on behalf of the city’s mill 
supply houses, there was much knowl- 


edge to be gained from the buyer and | 


seller viewpoints expressed on each sub- 
ject brought up. 


of two hours. 


The question and an- q 
swer period absorbed the greater part | 


Because this meeting proved so fruit- 


ful, it is now planned to hold such get- © 
togethers periodically. The distributor ~ 


group is planning to reciprocate and 


play host to the Purchasing Agents’ 4 
Club in the near future. Out of such © 
it is” 


periodic, informal gatherings, 
hoped, will come solutions to many of 


the problems confronting distributors § 
and their principal customers and sup- 7 


pliers, as well as a stronger personal 
(Continued on page 253) 


John H. Stauffer, general manager, 
Herr & Co., Inc., told purchasing 
agents about the operational set-up 
of Lancaster mill supply firms. 
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TRADE LITERATURE—— 


Here, arranged in numerical order by product, are new 
catalogs, booklets and bulletins with the necessary 
information for keeping your product library up-to-date 


HAND TOOLS —A 32-page booklet 

has been prepared particularly for the 
man behind the counter and gives consid- 
erable information on the use and selling 
features of products made by the company. 
Sectional sketches included.—Stanley Tools, 
New Britain, Conn. 


PUMPS, ACCESSORIES —A folder 
containing a set of bulletins on rotary 
and hand pumps as well as strainers, all 
on two-colored paper. Design, maintenance 
features and installations are discussed.— 
Blackmer Pump Co., Grand Rapids, Mich. 


CHAIN SLINGS —A handy computer, 

designed to give hookers on accurate 
yardstick with which to determine the maxi- 
mum safe load that a sling chain can lift 
at any given angle, is made of plastic and 
is offered free—Taylor Chain Co., Ham- 
mond, Ind. 


ELECTRIC CABLE HOIST — An 8- 

page bulletin, 8} by 11-in., and printed 
in three colors is profusely illustrated with 
cross sections of hoists and other engi- 
neers’ parts, tables, outstanding features 
and dimenstons.—Lisbon Hoist & Crane 
Co., Lisbon, Ohio. 


LOCK NUTS—A 24page bookiet in- 

cludes all information most generally 
requested about lock nuts, generously illus- 
trated with drawings and photographs. 
Prices are catalogued—The National 
Screw & Mfg. Co., Cleveland, Ohio. 
6 DRILLS, BLANKS, REAMERS, COUN- 

TERBORES—A 202-page catalog, wire- 
bound, cellophane laminated cover features 
all tools made by the company, including 
new types of the above-mentioned items. 
Information about design, construction, use 


and care of tools is included.—Whitman 
& Barnes, Detroit, Mich. 


7 MASONRY DRILLS—A new circular 

describes the rotary type of carbide 
tipped drills now being produced by the 
company, giving size range, applications 
and other details.—Chicago-Latrobe Twist 
Drill Works, Chicago, Il. 


a INSULATION —Booklet explains fun- 

damental principles of acoustic treat- 
ment, including formulas necessary for 
working out felt requirements, along with 
sample problems. Tables provide all neces- 
sary information for computing insulation 
Tequirements for any installation—Ameri- 
can Felt Co., Glenville, Conn. 
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MAINTENANCE TOOLS — Revised 

and enlarged manual shows easy, fast 
and safe ways to handle many industrial 
and diesel maintenance operations inyolv- 
ing removal and replacement of gears, 
bearings, pinions, bearing carges and races, 
sheaves, etc.—Owatonna Tool Co., Owa- 
tonna, Minn, 


HIGH SPEED DRILLS — Four-page 
illustrated bulletin gives complete in- 
formation on new line of mechanics’ length 


products now available, size ranges, prices. 
—Republic Drill & Tool Co., Chicago, Il. 


GENERATORS —An 8-page catalog 
insert, two-color, illustrated, gives ap- 
plications, descriptions, specifications, rat- 
ings of the products made by this firm.— 
Century Electric Co., St. Louis, Mo. 
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12 BOILERS—A 14-page bulletin covers 

design, features, specifications of the 
bent tube water boiler made by this com- 
pany.—Henry Vogt Machine Co., Louis- 
ville, Ky. 


13 CONDENSATORS —A 16-page book- 
let gives complete details about the 
condensate booster system designed and 
made by this firm, how it works, typical in- 
stallations being shown with diagrams and 
text.—Cochrane Corp., Philadelphia, Pa. 
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Write in box number of item 
describing one catalog wanted. 


Your 
Firm Nome. 


Address 


Your Title 


Mit Surprises, 330 West 42nd St., New York 18, N. Y. 


14 ELECTRIC HAMMERS — A pro- 

fusely-illustrated, 8-page bulletin de- 
scribes construction, applications and avail- 
able attachments available for these tools. 
—The Master Electric Co., Dayton, Ohio. 


15 VALVES, PIPE, FITTINGS —Techni- 

cal data on these and allied products 
made by this company given in an 8-page 
bulletin featuring tables and sectional draw- 
ings and applications.—W orthington Pump 
& Machinery Corp., Harrison, N. J. 


WELL HEAD EQUIPMENT— An 

8-page bulletin is first of a “How To 
—” series to be published"by this company. 
This one lists specifications, detailed blue- 
prints, photographs and captions on how to 
install pressure pack well head equipment. 
—The National Supply Co., Toledo, Ohio. 


17 PROTECTIVE COATING, FINISHES 

—A new estimating guide folder is 
designed to give data on concrete and wood 
Hoor treatments, concrete and mortar ad- 
mixtures, waterproofing and damp-proofing, 
and roof coatings. Quantities required, 
abbreviated directions, AIA File numbers 














Your 
Firm Nome 


Address 


and other reference sources are listed. 
—L,. Senneborn Sons, Inc., New York City. 


18 MACHINISTS’ TOOLS—A 36-page 

booklet illustrates and describes the 
full line of ratchet socket wrenches, open 
end wrenches, tool holders, lathe dogs, 
clamps, chain tongs and other items.—J. H. 
William & Co., Buffalo, N. Y. 


19 INDUSTRIAL TRUCKS —More than 

200 various types of industrial trucks 
are described and illustrated in a catalog 
which discusses design and application of 
each and best applications.—The Fairbanks 
Co., New York City. 


20 MACHINE TOOLS —Full details, 

prices, specifications on jointers, drill 
presses, circular saws, routers, shapers, 
grinders, lathes, portable electric drillr 
given in catalog—Duro Metal Products 
Co., Chicago, Ill. 


2 WIRE WHEEL BRUSHES — New 

folder provides simplified data for 
convenient selection of right brush for most 
jobs from the line manufactured by this 
company.—Independent Pneumatic Tool 
Co., Chicago, Ill. 
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22 DIE FILERS—A four-page bi 

and a letter enclosure describes 
machine with pictures and text. A 
ries for filing, sawing, lapping and tripping 
are pictured and listed along with 
machine's specifications. Examples of y 
cision ‘work accomplished by the product! 
are illustrated with photographs.—Mi 
waukee Chaplet & Mig. Co., Milwai 
Wisc. 


BRONZE BEARINGS —A new cata- 

log of 76 pages is completely illus. 
trated and lists and describes the full sleeve 
bearing service and products of this com- 
pany. Johnson Bronze Co., New Castle, 
Pa. 


24 WIRE ROPE, CHAIN FITTINGS 

—lIndustrial and marine hardware 
catalog shows scope of this firm’s line com- 
plete with strengths, dimensions and charts 
showing the proper size fittings to use with 
popular type of wire rope and chain.—The 
Thomas Laughlin Co., Portland, Me. j 


25 FLEXIBLE SHAFT MACHINE—Bul- ' 
letin gives description and details of 
different types—pedestal, suspended and) 
bench—of machines for grinding, snagging, | 
burring, buffing, drilling, die finishing, 
rotary filing, cutting, sanding and polishing. ’ 
—Elliott Mfg. Co., Binghamton, N. Y. 


2 HOISTING UNITS—An illustrated | 
folder in two colors contains full de- ) 
scription, details of construction and typical 
applications of assemblies which have been 
designed for lifting jobs in tight places — 
Almeo, Incorporated, Albert Lea, Minn. | 


HOW TO ORDER 
YOUR LITERATURE 


Be sure to fill out, completely, 
ene coupon for each piece of 
literature you order. (See sam- 
ple below.) This gives your re- 
quest authority and helps the 
manufacturer to address your 
copy completely. 

When you have filled out 
completely ene space for each 
catalog or bulletin you want, 
detach along the scored lines 
end drop the cards in the mail, 





Write in box number of item 
describing one cotolog wonted. 
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Mice Serrieas, 399 West 43nd $1., New York 16, N.Y. 
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CABLE KING 
WIRE ROPE 
ELECTRIC HOIST 


Where lifting and lowering is a continuous 
operation, there’s no better production tool 
to sell than the Yale Cable King. It’s made 
for uninterrupted high speed service. It has 
exclusive AIR COOLING—a feature that 
keeps the hoist temperature down. Until Yale 
introduced the Cable King, excess heat was 
the biggest factor limiting non-stop electric 
hoist operation. But with AIR COOLING, 
Yale provides an electric hoist that can take 
the tough punishment of continuous hoisting 
day after day and still come back for more. 
It’s a king-size selling point. 


Another big exclusive feature is this: only 
the Yale Cable King has a load brake with 
positive lubrication. Not only does it cut 
down on brake heat, but wear is kept at a 
minimum. 


Any way you took at it—feature for fea- 
ture—the powerful, efficient Cable King gives 
you more selling points than any other elec- 
tric hoist in its class. So “cash in” on the 
king of cash—sell the Cable King! And to 
keep stepping up your income, sell the many 
advantages of the Yale Midget King Electric 
Hoist, the Pul-Lift, and the complete line of 
hand chain hoists. All are efficient produc- 
tion tools that pay off in profit! The Yale & 
Towne Manufacturing Company, 4530 Ta- 
cony Street, Philadelphia 24, Pa. 


YALE HOIST 


MATERIAL HANDLING MACHINERY Et 


Available Through 


CUTS PRODUCTION COSTS... SAVES TIME... SAVES EFFORT...PROMOTES SAFETY (ition 


KRON INDUSTRIAL SCALES HOISTS —HAND AND ELECTRIC + TRUCKS—HAND LIFT AND ELECTRIC 
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TOPIC OF THE MONTH 


Personnel 
and Organization 





Distributor survey reveals backgrounds of new salesmen, turnover, place- 


ment of other new employees and extent of veteran hiring and training 





AS INDUSTRIAL DISTRIBUTORS expand Percent 0 10 50 
‘their facilities to meet the challenge of 


new markets, lines and customers, and INCREASE- SALE SMEN 
maintain or improve wartime sales vol- 





ume, they are adding to their person- 32.8) 
nel and adjusting their organizations. INCREASE-TOTAL EMPLOYEES 
The greater part of the manpower 

recently added has been concentrated 18.2 

on the growth of sales staffs, but the 

headwork and handiwork behind sales SALESMEN TURNOVER 
* have also demanded proportionate in- 

creases of other department personnel. 9.7 

To find out what educational and ex- EDUCATION - NEW SALESMEN 

perience backgrounds the new salesmen 

have, the rate of salesmen turnover, the ; = 

departmental placement of all new em- — 
ployees, and the extent of veteran hir- . Some college work 
ing and training under the G.I. Bill of 
Rights, Mitt Suppiies has drawn from me grt 
additional data in its questionnaire Some high school 
survey, the first part of which was pre- 


. : : : Business school 
sented in last muath’s special section 


“On The Move”. PREVIOUS EXPERIENCE-NEW SALESMEN 
In that discussion of the survey it - Salting nah, aappiee 
was pointed out that sales and inven- dined 
tories increased 17.4 percent and 27.4 
percent respectively on a national basis 
in the first eight months of 1946 over a 
similar period in 1945, The number None 
of salesmen in September 1946 was 32.9 
: ! Other 
percent higher and the total number 
of employees 16.9 percent higher than 
in September 1945. PLACEMENT- ALL NEW EMPLOYEES 
This analysis of the second and final 
part of the survey gives a picture of in- 
dustry characteristics and trends with : Warehouse 
which the individual distributor may 
a : , Counter sales 
profitably compare his recent organiza- 
tional changes and the calibre of his 
new personnel with regional and na- 
tional norms, 


selling other lines 


Outside sales 


Telephone sales 


Executive 
Since the original analysis of more 


than one hundred replies was made for : Delivery 
the first part of the survey some late 
Other 


National- for year September 1, 1945-1946 














SHAPE N 
SS = 
CYLINDRICAL FLAT END AND EDGE 


5p" x Ve" WY" xn" 
ye" x 54" 


SHAPE P 


SE 


CYLINDRICAL RADIUS END BALL 
yj," x y," 34" 
yA" x 5' y," 


SHAPE 9 











SHAPE R SHAPE T SHAPE U 


OVAL TREE POINTED END CONE 
V4" x YQ" V4" x Yn" Vy" x Vn" VY" x 4" 
y," sé 56 ’ ¥y" x %e" i" x y," 


Hy" x %" 











SHAPE X 


ST  «|§_§- La 


CYLINDRICAL RADIUS END AND EDGE FLAME 
54" - A" y," x yy," 


SHAPE Y 











FLAT TOP BALL 
34" x S65” 





an addition 


to the Nicholson Rotary File family 


Hanp Cut Rotary Files and Ground- 
from-Solid Burs with ¥%” shanks are now 
available under the name of the world’s 
foremost file manufacturer—NICHOL- 
SON. These small, power-driven hand 
tools answer the widespread need of in- 
dustrial craftsmen for quality burs in 
sizes designed for avert delicate filing 
operations. 

¥g"’-shank Rotary Files and Burs will 
find wide use in tool and die shops, pat- 
tern shops, jewelry, dental and optical 
plants—wherever “precision” is the 
watchword. They can be used with port- 
able hand tools (air or electric), drill 
press or flexible shaft, at speeds up to 
twice those recommended for %4’’-shank 


ty pe—depending, of course, on the actual 
diameter of the ae or cut section. 

Nine standard styles or shapes are 
offered in either Hand Cut Tienes 
Files) or Ground-from-Solid (Burs). 
Stock diameters range in sizes from %”’ 
to %’’. Shanks are code-stamped for 
easy identification. 

Like their “big brothers,” ¥%’’-shank 
Rotary Files and Burs are manufactured 
from high-speed steel. Carefully shaped 
and true centered. Accurately cut or 
ground. Expertly hardened. 


@ Send for Catalog Sheet, Price List and Discount 
Information. Lose no time in taking on this added 
Nicholson line. 


NICHOLSON FILE CO. ¢ 91 ACORN STREET, PROVIDENCE 1, R. I. 


(In Canada, Port Hope, Ont.) 
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All the above shapes 
and sizes 
available in either 


HAND CUT or GROUND 








as per this example 









































BACKGROUNDS OF NEW SALESMEN 
Percent 
No. of Educalton— New Salesmen Previous E-rperience— New Salesmen Salesmen 
Geographical | Salesmen - Turn- 
Region Percent | High | Selling | over* 
Increase | Some | School | Busi- | Some | College Selling | Ind’l | Faelory 
High | Gradu- ness | College | Gradu- | None | Other Sup- | or Other 
School | ate School ale Lines plies | Shop 
—____—_ _ —— — - a | -- a —— —_—_— — jo — 
} | | | | | 
No. Atlantic 30.2 | 7.0 | 17.0 1.0 24.0 21.0 2 22.0 | 32.0 | 32.0 6.5 | 6.9 
Southern 29.2 23.5 ES 2.0 25.5 23.5 9.0 31.5 1 21.6 13.0 3.0 22.0 
No. Central. . . . ae toe 50.5 7.0 23.5 | 15.5 | 16.0 24.0 |. 21.0 | 28.5 10.5 8.0 
Western 12.2 | 10.0 19.0 15.0 19.0 | 7.0 | 39.0 12.0 | 35.0 | 12.0 2.0 | 6.0 
ee = ie a aa ie Se Soe, erie eee = - 
U.S. Total...... 32.8 | 9.9 | 44.2 6.2 | 23.0 | 16.7 | 16.0 | 22.6 | 30.2 | 21.2 | 7.0 | 9.7 

















esmen for the year 


Based on average number of se 


reports have been received from each 


geographical region. These, however. 
have changed salesmen and total em- 


ployee increase averages very little, 


either nationally or regionally. 
Sales Personnel 
The increase in the number of sales- 


men 1945 and 


September 1946 averaged 32.8 percent 


between September 
on a national scale. As shown in the 
table the 
crease, 42.2 percent, occurred in the 
Western states, where there are nearly 
three salesmen now for each two sales- 
men in September 1945. The North 
Central and North Atlantic states dis- 


accompanying geratest in- 


tributors showed the next highest in- 
creases in salesmen during the period 
covered. 

Data on the educational backgrounds 
of these new salesmen reveal that 44.2 
percent are high school graduates, 
23 percent have had some college work, 
16.7 percent are college graduates, 9.9 
percent have had some high school and 
6.2 percent went to business school. 

New salesmen, therefore, with a high 
school diploma as a mark of the high- 
est educational level attained in 
the majority, and they outnumber the 


are 


next largest group, with some college 
work under their belts, by nearly two to 
one. 

Although only one out of six sales- 
men hired within the period is a col- 
lege graduate, there is evidence that 
In the 
Southern states, college graduates com- 


this percentage is on the rise. 


prise almost one-qaurter of the new 


134 


Sept, 








1945-Sept. 1946 


salesmen hired by industrial distribu- 


tors, according to survey figures. 

Previous experience has always been 
an important factor in hiring new men 
for sales work. It probably carries more 
weight with most distributors than does 
educational background. National sur- 
vey results show that 30.2 percent, or 
nearly one out of every three men hired 
for distributor sales during the one- 
year period, have had previous experi- 
ence selling industrial supplies. 

The next largest experience group 
includes those who have spent some 
in 
bring practical knowledge to their sales 
work, One out of every four salesmen 


time factory or shop and could 


hired was in this group. About one out 


of five salesmen have sold lines 
other than industrial supplies; one out 


of six have had no experience, and a 


new 


small percentage have had other experi- 
ence. . It should 
that there is an overlapping of experi- 
ence classifications, inasmuch as some 


be understood here 


new salesmen have more than one type 
of experience to their credit. 

Taking education and experience to- 
gether, it is evident that, of the men 
recently hired for industrial sales, 
nearly half of them are high school 
graduates with experience in selling 
industrial supplies or other lines. 


Salesmen Turnover 


During the period covered by the 
survey the turnover of salesmen was a 
little.less than 10 percent. This was 
calculated by dividing the number of 
salesmen who left their jobs during 
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the year by the average total number 
of salesmen employed in that period by 
the houses reporting. This figure should 
not be accepted without tolerance, how- 
ever, as inaccuracies in some question- 
naires prevented use of a representative 
sampling. Also, it is no indication of 
a trend, which could only be identified 
from data covering a number of years. 
Data received from Southern dis- 
tributors resulted in a turnover figure 
of 22 percent, a rate far above that of 
the other three regions. The South also 
showed the highest percentage of col- 
lege graduates among newly hired 
salesmen, the highest percentage of 
men who had previously sold indus- 
trial supplies, and the lowest percent- 
age of high school graduates among 
new salesmen. On the other hand, the 
Western distributors, who enjoyed the 
lowest salesmen turnover, also regis- 
tered the greatest percentage increase 
in their sales forces and the greatest 
of new salesmen with no 
previous experience. 

It should be borne in mind that for 
the purposes of the questionnaire, sep- 
arations from sales positions include 
those who shifted from sales to some 
other position within their respective 
companies as well as those who left 


preentage 


their employers. The turnover compari- 
son might suggest that more college 
graduates move from sales positions to 
executive positions or to other firms in 
a given period than do those whose 
education is unspecialized; or that a 
man without previous experience would 
not be likely to leave his first selling 
(Continued on page 138) 
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BRONZE BEARINGS * BUSHINGS + PRECISION BRONZE BARS 
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WORTHINGT 





BY MAKING 


iT E 


al 


eo 


The salesman with the most items ‘in his bag’’ has 
a better chance of filling any customer’s need than 
a salesman with fewer items. That’s why Worthing- 
ton Distributors’ salesmen have such big batting 


averages based on number of calls. 


MORE THAN 5000 ITEMS 
IN WORTHINGTON’S TWO 
VALUABLE FRANCHISES 


1. Industrial Machinery Franchise, including com- 
plete lines of standard: 


1. Centrifugal Pumps... 2. Steam Pumps... 3. Power 
Pumps... 4. Rotary Pumps...5. Vertical Air Compres- 
sors...6. Horizontal Air Compressors... 7. Industrial Meters 
for Oil, Hot and Cold Water... Plus Other Related Items 


With seven complete lines plus related equipment 
. .. how can a salesman miss when he sells Wor- 
thington. Especially when these products all carry 
the proved sales value of the Worthington name, 
famous in pump and machinery manufacture for 100 


years! 





il. Multi-V-Drive Franchise, including complete lines of: 


1. Worthington QD Sheaves... 2. Worthington-Goodyear § 
V-Belts 


Two top-flight lines in the power transmission field! 
The Worthington QD Sheave — the only sheave 
that’s easy to get on, easy to get off, yet always 
tight on the shaft. And the Worthington-Goodyear 
EC Cord V-Belt — another sales-getter in Wor- 
thington’s 2-Way Multi-V-Drive Plan that gives 


industry the benefits of balanced drive performance. 


OTHER FRANCHISE ADVANTAGES THAT 
MAKE WORTHINGTON PRODUCTS 
EASY AND PROFITABLE TO SELL 


Protected territories, under selective distribution 
plans. 


A sound merchandising plan, supported by a clear- 
cut, published statement of policy. 
Nation-wide sales and engineering service. 


Simplified, easy-to-read Dealer Catalog. 
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Related Prodatt Selling 





BY MAKING 
IT EASIER TO 
BUILD 


OF RELATED 
PRODUCTS! 





A comprehensive advertising campaign in leading 
industrial and engineering publications . . . Readers’ 
attention called to your name, listed in THOMAS’ 
REGISTER ...A full supply of well-planned direct- 
mail literature and sales helps. 


3 MORE WORTHINGTON 
FRANCHISE ADVANTAGES 


Consider the advantages of the nine complete lines 
in Worthington’s Two Franchises when you tackle 
the problem of Related Products Selling. 


1. Once a salesman has sold a customer on the more 
worth in Worthington to get the first sale, the transi- 
tion to another line introduces no new name to 


build sales resistance. 


2. When you have the Worthington 8 in 1 Franchise 
you are selling 8 complete lines of industrial ma- 
chinery that can be capitalized on with the same 


selling effort and the same selling expense. 


3. This places you in the enviable position of sell- 
ing related products and related accessory items that 
will increase your sales volume — not only in 
Worthington products but in other related items 
which you may carry — again with the same sell- 


ing effort and the same selling expense. 


SEND FOR FACTS 

A few desirable territories are still open. Write 
today for complete details on either or both of these 
profitable Worthington Franchises — the Indus- 
trial Machinery and the Multi-V-Drive. 


WHEN YOU SELL WORTHINGTON—YOU SELL RELATED PRODUCTS 


wo R T ad i ‘AE G T re) Be Products Based on Market Research 


SSS — wh al lk ———S 
<<, FB LD LES 
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WORTHINGTON PUMP and MACHINERY CORPORATION 


Merchandising Division — General Offices, Harrison, New Jersey 





job in the first twelve months. But such 
deductions to be trustworthy would 
have to be founded on a much larger 
sampling of actual experience by dis- 
tributors than was uncovered by this 
survey. 


Placement of New Personnel 


Industral distributors, who cooper- 
ated in the survey, increased the total 
number of their employees 18.2 percent 
in the year following September 1, 
1945.* This increase in manpower was 
greatest, percentage-wisg, in the South- 
states. The North Atlantic and 
North Central states distributors each 


ern 


showed average increases of 17.9 per- 
cent in total employees. 

Western distributors added the small- 
est increment to their total working 
staffs (15.1 percent), but, as previously 
stated, added the greatest percentage 
of salesmen. This indicates a trend in 
the large territories of Western dis- 
tributors to devote a greater part of 
their total manpower to outside selling, 
and less to inside work than heretofore. 

Of all 
quarter of them on a national basis 


employees taken on, one- 
were hired for outside sales positions, 
showing a definite trend to increase 
sales coverage and maintain sales vol 
umes to offset the rising costs of doing 
business, and to counteract the inevi- 
table transition from a sellers’ market 
to a buyers’ market. 

Next to outside sales, the warehouse 
claimed the greatest portion of new 
employees. Undoubtedly this reflects 
the need for more people to handle the 
increased inflow of material as inven- 
tories climb, and the greater quantity 


of customers’ orders moving out. 


Counter selling absorbed 16.4 percent 
of all new employees on a national basis. 
The North Atlantic and North Central 
distributors increased their counter per- 
sonnel by a slightly larger percentage 
than did either Southern or Western 
supply firms. 

Telephone sales, delivery and execu- 
tive positions accounted for increases 
of 7.8, 5.3 and 5.6 percent respectively 
of the total new employees taken on. 

Over 17 percent of new manpower 
was directed into work classified as 
“Other”. This includes such work as 
accounting, secretarial, pricing, inven- 
tory control and other record keeping. 
It represents the third largest group of 
employees recently hired, and would 
indicate an increase, rather 
than a let-down in paper work and 
correspondence of the industry despite 


seem to 


discontinuance of wartime priority red 
tape. 


Veterans 


Also included in the questionnaire 
completed by cooperating distributors 
in all sections of the country was in- 
formation concerning the number of 
veterans hired, and the extent of par- 
ticipation in on-the-job training pro- 
grams. 

The average supply house has hired 
9.6 veterans since the end of the war. 
This embraces all G.I.’s taken on since 
their discharge, not merely those hired 
between September 1945 and‘ Septem- 
ber 1946. It also takes into account for- 
mer employees, taken back after their 
tour of duty in the armed services. Inter- 
esting to note is the fact that this repre- 
sents an aggregate of 985 veterans hired 
(or rehired) by 102 industrial supply 


firms supplying information on this 
subject. 

Of the veterans added in all de. 
partments of the mill supply business, 
30 percent are in training on the job 
under provisions of the G.I. Bill of 
Rights. The others are being trained 
solely at their employers’ expense, with- 
out subsistence from the government. 

Returned veterans thus have assumed 
an important role in the mill supply 
industry. This is substantiated by the 
fact that of the average total employ- 
ment of reporting firms for the year 
September 1945-46, veterans hired since 
the war’s end accounted for 19 per- 
cent, or nearly one out of five, the coun- 
try over, 


Noteworthy Developments 


Distributors were also asked to de- 
scribe briefly the recent changes in 
their operations which they felt were 
significant developments for their 
Replies from all parts of the 
that 
already 


firms. 


country show improvements 


planned or carried out are 
sparked in many instances by forward- 
looking aggressiveness aimed at in- 
creasing service and checking the ris- 
ing costs of distribution. 

Among the developments stressed by 
distributors who are arming themselves 
for postwar competitive business were: 

Initiation of perpetual inventory 
control to improve buying and stocking 
methods. 

Rearrangement of warehouse stocks 
to cut handling time and cost. 

More personal contact in sales. 


More field 


trimming territories for greater profit. 


exhaustive coverage; 


(Continued on page 251) 





PLACEMENT OF NEW PERSONNEL 


No. G.I.’s 
hired 
since 
War's 

End 


Percent 
of Vels 
Training 
under G.I. 
Bill of 
Rights 


Percent 
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Employees 
Percent . 
Increase | Oulside 
Sales 


l 
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Geographical Placement of New Emplovees 
Region a 
Ware- | Evrecu- 


Delivery 





| Telephone 


Sales Counter house live Other 





| 
No. Atlantic... . | | 19. 
Southern... . 33. 


No. Central. . | 30.5 
Western... 





18.0 18.5 
14.5 39. 
20.5 37.3 


36.0 0 | . | ©€ 
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Look Abead with 


Weatherhead 


THE WEATHERHEAD COMPANY, CLEVELAND 8, OHIO 


‘ 


Branch Offices: New Youy ¢ Detroit + Chicage « St. Lewis * Atlanta * Dallas « Los Angeles 
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Exclusive 
Design 


ORE and more Contrac- 

tors and Manufacturers 

are learning t6 their profit, the 

benefits of Weatherhead Ermeto 

Fittings. They solve the me- 

chanical problem of connecting 

tubing without the necessity of 

flaring, threading, welding or 

soldering. This is truly a time- 
saving fitting. 


Connections are quickly 
made which will, in most in- 
stances, hold beyond the burst 
strength of the tube itself and 
withstand excessive vibration 
without loosening the joint. 


There is a size and type of 
Ermeto fitting for practically 
every application. Can be fur- 
nished in O. D. tube sizes from 
¥g” to 2” inclusive. Special sizes 
are available to meet your in- 


- dividual requirements. 


FREE! 


Write today for the fully illustrated 
Ermeto Catalog and learn how 
Weatherhead Ermeto fittings can 
provide dependable connections 
for hydraulic, air, water or oil lines. 
Your nearest Weatherhead office 

with you 
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VICTOR sells easier 3 


... the line’s complete 


x HAND BLADES 


— CMOTOR ae. 


% POWER BLADES 
sri » *& FRAMES : ve 


% BAND SAWS, METAL 
(Including skip-tooth) 


Set victor and you never say, “I haven't got it.” For in the VICTOR line— 
‘the complete line—there's a blade for every job a hack saw or a band saw 
can do. What's more, when you sell VICTOR, you can rest assured you've got 
@ satisfied customer—one who'll come back for more. Because VICTOR not 
only has a blade for every job—but the right blade, the blade 
that‘ll cut faster, cleaner, yet wear longer on the job. Yes sir, 
you're bound to make more sales, today and tomorrow, when 
you sell VICTOR—a really complete line of top-performing 
blades, frames amd band saws. 

Free booklet of hack saw and band saw facts — feeds — 
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Stepping 
Stones 


(Continued from page 124) 





asked about it and one of the psychol- 
ogists said that they only had one table 
cloth like that one and I finally agreed 
to pay $18.00 for it. They left and I 
was very much pleased with my pur- 
chase. 

I never received the sheets nor pil- 
low cases which, of course, they were 
never prepared to deliver, but I did 
have a table cloth for $18.00, which I 
later discovered was worth about $4.00. 

It cost me $14.00 to learn a valuable 
lesson about salesmanship which I have 
often used to advantage. . 

Now, I don’t suggest that a salesman, 
representing a reputable house, with 
good products at fair prices, follow the 
procedure of crooks, but I do take off 
my hat to those two birds for practicing 
what some salesmen have never learned. 

The question is, what particular point 
may interest the prospect? In any case, 
he may be very much bored by a com- 
plete description of the advantages that 
you know you have to offer. But he 
may be very much interested in one of 
them because of some difficulty he is 
having with a competitor’s product. 

So, let’s learn this lesson from the 
artists who had capitalized on a very 
important point in sales psychology: 

Don’t pull everything out of your bag 
at once! 

Don’t do all of the talking! 

Listen! And maybe you'll find out 
what interests your prospect. 


Leece to Manage Sales 
For Gardner-Denver 


G. V. Leece, vice president of Gard- 
ner-Denver Co., was named general sales 
manager for the company effective im- 
mediately. Mr. Leece joined the firm 
in 1922 and for the past two years he 
has been vice president in charge of 
export with offices in New York City. 
Previously, he was district manager of 
the New York branch and for seven 
years prior had been Pacific Coast man- 
ager. Mr. Leece is also a director and 
will now be logated at Quincy, Ill., at 
the company’s plant. 
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There is a constant fight to prevent rust from de- 
stroying sheet metal parts. But you can win that 
battle if you use Toncan Iron. 


And here is the reason. Toncan Iron is made from 
refined open-hearth iron which contains a min- 
imum amount of rust-inviting impurities; To this, 
twice as much copper is added as there is in copper- 
bearing steel. An exact amount of molybdenum is 
included to increase the effectiveness of the copper. 
The result is a material that has the highest rust- 
resistance of any ferrous material in its price class. 


Your customers will know 
more about Toncan Iron when 
they see this ad in the follow- 
ing publications: AMERICAN 
ARTISAN, ARCHITECTURAL 
RECORD, ENGINEERING 
NEWS-RECORD, IRON AGE, 
SHEET METAL WORKER, 





Rypublac 


Extra Copper Plus Molybdenum Makes Toncan Iron 








Other outstanding features of Toncan Iron are high 
ductility and rust-resistance throughout its entire 
cross-section. This makes it easy to fabricate by 
any method, without danger of destroying its ex: 
cellent rust protection. 


Insist On Toncan Iron. It’s your assurance that 
sheet metal parts will have maximum rust protec: 
tection at minimum cost. 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES * CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N. Y. 





MOLYBDENUM 





—ter these parts of yeer product and for these sheet metal applications in 


STEEL. yeer plant where lew-cost resistance to rust is noeded—and for corrugated 
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metal drainage products. 







A Windjammer 


Goes 


Modern 


WITH DIESELS AND BRONZE BOLTS 








the glorious old sailing vessel “Foz Do Douro” re- 

cently made a record crossing from Lisbon to Vera Cruz, 

she did it with twin 650 hp. Fairbanks-Morse Marine Diesels in 

her new engine room . . . at the mercy of the wind no longer. 

Her FM diesels, too, were protected against rust and corro- 

sion the modern way—by Harper Bronze Bolts. . . long-lasting 

and easily removable ... in clutches and circulating pumps. 

This study in contrasts between the old and the new may be 

a cue to a similar application in your industry. Wherever there 

is danger of rust or corrosion consult a Harper engineer. The 

original installation of non-rusting, non-corroding fastenings 

pays for itself many times in reduced maintenance and elim- 
ination of breakdown. 


THE H. M. HARPER COMPANY 

2622 Fletcher Street, Chicago 18, II linois 

Branch Offices: New York City, Philadelphia, 

Leos Angeles, Milwaukee, Cincinnati, Dallas. 
Representatives in principal cities 


’ HARPER 
Suerlasting 7a soning 
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R. W. Johnson, vice-president of the 
Republic Supply Co., of California, 
is also manager of the Oakland 
office. 


Johnson Returns 
To Republic Supply 


R. W. Johnson, recently in Navy 
service, has returned to the Republic 
Supply Co. of California. Mr. Johnson 
was made vice president and placed in 
charge of the Oakland office. Prior to 
his entering the Navy, Mr. Johnson 
was with the Republic firm in the San 
Joaquin valley. 

The firm in its Oakland operation is 
now distributing industrial and refining 
supplies primarily. There are six sales- 
men calling on the industrial trade in 
the Bay area, including a marine engi- 
neer who serves the ship repair yards. 
The firm has a well-planned and com- 
paratively new building containing ap- 
proximately 15,000 sq. ft. of floor space, 
plus a large pipe yard and a parking 
area. 

Two new men have been added to the 
organization—Worth C. Johnson, new 
marine engineer, who was formerly 
with Gates Rubber Co., and George 
Lally, who had been with Walworth 
California Co., for 20 years and is now 
in the order department. 


Wambler Succeeds Lanier 
In Memphis For A-C 


George Wambler has succeeded the 
late W. J. Lanier, Jr., as manager of 
the Memphis district sales office, Allis- 
Chalmers Mfg. Co., Milwaukee. 

Mr. Lanier, who had been in failing 
health for several years, died on July 
17. He had been associated with the 
firm for 24 years and was 42 years old 
at death. Mr. Lanier had worked in 
the firm’s offices in Milwaukee and St. 
Louis before being transferred to Mem- 
phis 11 years ago. 








YOUR 1947 

PRODUCTS 

REFERENCE 
NUMBER 


THE FIRST PLACE TO LOOK FOR A 


Mill Supplies Products Reference Number is the only 
“buyers’ guide" designed for the exclusive use of distribu- 
tors of industrial equipment, tools and supplies. 


The 1947 Products Reference Number has been revised 
from cover-to-cover to keep it closely attuned to the 
industrial distributor's requirements. This new edition 
includes classifications for all products customarily sold 
the industrial distributors. It contains many new products 
and product changes recently announced. The listings 
under each product classification have been limited to 


TRIAL EQUIPHEN' 
mis AND SUFFI 


DEPENDABLE SOURCE OF SUPPLY 


manufacturers who recognize the distributor in their sales 
activities. 


An added feature in this year's Products Reference 
Number is the editorial "YOUR SOURCES — Their Policies 
and Plans". it contains essential information on supply 
sources — what they are thinking about, what they are 
planning, and how they hope to accomplish those plans. 

Industrial supply men — executives, buyers, salesmen, 
counter clerks — keep this handy Products Reference Num- 
ber within arms reach the year ‘round. Watch for your 
copy and keep it close at hand during 1947. 


IT'S CONVENIENT TO USE THE THREE DIRECTORY SECTIONS 


PRODUCT CLASSIFICATION LIST 
A condensed directory of industrial 
products arranged alphabetically with 
the names and addresses of manufac- 
turers selling these products through 
distributors. 


TRADE NAME SECTION 
A list of trade names, type of product 
to which each applies and the name 
and location of its manufacturer. Fa- 
cilitates recognition when only the 
trade name is known. 


NAME AND ADDRESS SECTION 
A correct listing of all manufacturers 
of mill, mine, power and general indus- 
trial equipment, tools and supplies who 
include industrial distributors in their 
sales activities. 


These sections are so arranged that a minimum 
of time is necessary for accurate consultation. 


Mi-Gopatie a ¢ 330 West 42nd Street - New York 18, N.Y. 


MILL SUPPLIES ¢ DECEMBER, 1946 


143 





SHOVEL BUYING 


Artoy Grade... for the buyer who prefers to pay a higher price 


in order to get final cost economy. 


Moly Shovels, Spades and Scoops are uncon- 
difionally guaranteed to outwear all others. 


Mo-lyb-den-um Alloy Steel Blades, heat treated, 
Brinell tested. Specially selected XX Grade 
Northern White Ash handles, smoothly sanded 
and thoroughly waxed. 


a Grade... for the buyer who wants finest standard quality 
at a popular price. 


Stuart Shovels, Spades and Scoops are the 
standard of Quality Comparison among all 
popular price shovels. 


High Quality Carbon Steel Blades, heat treated. 


Quality X Grade handles, smoothly sanded and 
thoroughly waxed. 


C Grade... for the buyer who wants the best possible shovel 
for the lowest possible price. 


Wilson Open Back Shovels are the undisputed 
Quality Leader among all low price shovels. 


Carbon steel blades, heat treated. 


Serviceable No. 1 Grade handles, smoothly 
sanded, thoroughly waxed. 


YOUR GUARANTEE + * * 12 PERFECT SHOVELS TO EVERY DOZEN 


WOOO 


7 | Notional Drganization Specializing kxclusively i 
SHOVELS SPADEF SCOUFF 
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The exterior of the H. P. Weller 
Supply Co., Erie, Pa., during the 
three-day hoisting clinic staged In 
conjunction with Manning, Maxwell 
& Moore Co. 


Weller Anticipates 
More Supply Clinics 


The hoisting clinic recently staged 
by the H. P. Weller Supply Co., Erie, 
Pa.; in cooperation with the Manning, 
Maxwell & Moore Co., was “an op- 
portunity not only to sell equipment 
but also to render a service to our 
customers, which, after all, is the back- 
bone of our business. We're going to 
do more of this in the future,” accord- 
ing to H. P. Weller, president. 

The display was extensive, occupying 
the show windows and much of the 
Weller salesrooms. In addition to four 
engineers from the manufacturer, Wel- 
ler salesmen were on hand to answer 
questions and to demonstrate equip- 
ment. Their personal solicitation aug- 
mented the newspaper advertising and 
direct mail pieces. According to Mr. 
Weller, the net results were highly 
gratifying both in point of interest 
shown and in volume of sales. 


G. A. McKee, G. A. Andree, J. E. 
Rooch and C. E. Miller of Man- 
ning, Maxwell & Moore, pose with 
H. P. Weller (right) at the hoist- 
ing clinic. 








Plant Approved 


The Civilian Production Administra- 
tion has approved the construction of 
the $90,000 plant of the Columbus Iron 
Works, Columbus, Ga. 





How 
Disstoneer research 
and development 

“cut costs and 
save time’ for 
« Pan American 
World Airways 


x 


In the carpenter 
shops of Pan Amer- 
ican Airways, prac- 
tically every type of 
wood-cutting saw 
used by industry is 
busy at work on 
equipment for their 
giant Atlantic and Pacific Clippers. These saws are Disston Saws 


... developed by years of research and a thorough understanding Al 


of industry's cutting-tool requirements. LE ADI N G ‘ IN USTRI ES 


A Pan American official writes: ‘‘Actually the pictures portray a IN EVERY FIELD 


better story of our dependence upon Disston equipment to cut 


And each of these advertisements 

is an advertisement for you. This 

what we have here pictured is nothing more than is to be found Disstoneer advertisement, with 

; ; adaptations, will be seen by your 

at many of our world-wide bases where Disston products play a customers in the November 11th 

, : ‘ 7 and December 9th issues of 

vital part in our operations. Newsweek, the November 23rd 

and December 21st issues of 

*DISSTONEER —a man who combines the experience of Disston Business Week, the November 

leadership and sound engineering knowledge, to find the right 15th and December 15th issues 

tool for you—to cut wood, metal, or other materials —and TO of Modern Industry, the De- 

CUT YOUR COST OF PRODUCTION, not only on special cember 19th issue of American 

work, but on ordinary jobs as well. Machinist, and the November 

and December issues of Mill 
and Factory. ; 


costs and save time than I could convey with many words. Also, 





STEEL ... Everybody who wants to obtain steel, can help 
himself to get it by immediately starting scrap into the HENRY DISSTON & SONS, INC. 


channels that serve steel mills. 1123 Tacony, Philadelphia 35, Pa., U.S.A. 


Branches: Boston, Chicago, Detroit, Memphis, New 
Orleans, Seattle, Portland, Ore., San Francisco, 
Vancouver, B. C. Canadian Factory: Toronto. 


HENRY DISSTON & SONS, INC., 1123 Tacony, Philadelphia 35, Pa., U.S. A. Australien Factory: Sydney, N.S.W. 
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LAUGHLIN OFFERS 


0 Shapes 


OF WIRE ROPE AND CHAIN FITTINGS 


Laucney, 
Pa IN Co. 
Ship <= cg 
“Oreo, ef Order 
, 200 epson, Wace, 
lore 


SHIPPED 
- JUL.23 





If you can make deliveries these days, you have a long head start in the 
coming era of competitive selling. 

Laughlin has been working day and night since V-J Day to build up a 
finished-goods inventory that makes this possible today. 

Take advantage of this favorable condition, and tie up with the 
Triangle-L Line of fittings. It’s a profit line ... and here are the reasons: 
1. It is the most complete line of Wire Rope and Chain Fittings 

on the market. 

2. Business-getting sales features that are door-openers for your 
salesmen ... the ‘‘Fist Grip’? Safety Clip, Improved Safety 
Hoist Hooks, Genuine “Missing Links’’, Pear-Shaped ‘“‘Miss- 
ing Links’, drop-forged weldless Rings and a new design in 
Turn-buckle Eyes. 

3. Recognition built by consistent advertising and 80 years of 
manufacturing experience. 

4. A Distributor Policy that Protects the Distributor. 

Our Industrial and Marine Hardware Catalog #135 shows the scope of 
the Triangle-L Line, complete with strengths, dimensions and charts 
showing the proper size fittings to use with the popular type of wire rope 
and chain. 

Build your sales and profits with Triangle-L Fittings. 


THE THOMAS LAUGHLIN COMPANY, PORTLAND 6, MAINE 


Laughlin Protects The Distributor 


JAUGCHLIN @ 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 





L. W. Sledge of Goodyear Mechani- 
cal Rubber Goods, talks it over with 
A. W. Graning, of Knoxville Belting 
& Supply Co., Knoxville, Tenn. Mr. 
Sledge was a lieutenant colonel in 
the Army during the war. 











Thermoid Salesmen 
Attend Conference 


Thermoid Co.’s industrial and oil 
field division salesmen from all parts 
of the country met in Trenton, N. J., 
for a three-day sales conference which 
began on Sept. 30. Talks by Fred 
Schluter, president, and Jack Owen, 
vice president in charge of industrial 


and oil field sales, featured the opening ~ 


session. 

Round table conferences, at which 
each product, advertising and sales pro- 
motion, selling methods and policies, | 
knowledge of consumer requirements 


_and sales relations with distributor | 
| and purchasing agents were discussed, © 


followed. Salesmen and district man- | 
agers who attended were: M. H. * 
Anderson, Minneapolis; J. W. Beard, 


| Nephi, Utah; N. L. Brown, Asheville, © 
|N. C.; J. J. Dorley, New York City; — 
| N. B. Green, Birmingham, Ala.; 
| A. Hadden, New York City; L. J. Hy- 
| land, Chicago; D. N. Humphrey, Los 


Angeles; E. Johnson, Oklahoma City; 
J. R. Lambert, Trenton, N. J.; S. H. 


| Lyons, Havertown, Pa.; R. C. Mahony, 
| Cambridge, Mass.; F. V. Maloon, W. J. 


Metting and D. L. Myers of Chicago; | 
H. A. Myers, Des Moines, Iowa; D. R. 4 
Nuss, Richmond, Calif.; O. L. Nuss, § 
Los Angeles; T. L. Patterson, Houston; | 
F. D. Quinn, Syracuse; F. P. Quillen, 

Pennllyn, Pa.; D. P. Sands, Tulsa, | 
Okla.; A. F. Seabrook, Springfield, 7 
Mass.; G. W. Skirm, Indianapolis; 7 
C. T. Tinsley, Jr., South Jacksonville, % 
Fla.; C. P. Tully, Roseland, N. J., and § 
A. Wedow, Philadelphia. Paul Kelting, © 
Houston, was unable to attend because 7 


| of illness. 
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R CUTTING FINE THREADS 
CLOSE TO A SHOULDER 


No. 00OGA RELEASING DIE HOLDER 
R “ACORN” DIES .. . a highly efficient 
| designed for use where a small, fine pitch 
vad is to be cut and held to a definite length, 
when threading close to a shoulder. An 
iystable screw on the front of the holder 

rns the length of the thread automatically 
ndependently of the reversal of the spindle. 
hen the screw contacts the edge of the front 
x nut over the nose of the spindle, the for- 

i movement of the die stops. Embodied 
design of this tool are provisions that per- 
t die to back off the work when spindle is 
versed. 





FOR TURNING TAPER ON END OF 
WORK ADJACENT TO THE CHUCK 


Use BROWN & SHARPE ANGULAR CUT- 
TING-OFF TOOLS to turn a clean, sharp 
tapered point or cone with single point tool 
on work requiring pointing adjacent to the 
chuck. Tool severs the piece from the stock 
when cut is complete. These tools may also be 


used internally for chamfering. Brown & 


Sharpe Mfg. Co., Providence 1, R. I., U. S. A. 


Whatever your screw machine 
operations, you can turn out 
better work — faster — with Brown 
& Sharpe Screw Machine Tools! 


ES ee 


We unge buying through the Distributor . 


PRROWN & SHARPE. 








Ta Sales Spotlight 


@ There’s a BUDA-built Jack to fit virtually any 
requirement of heavy-duty lifting—and BUDA’S 65 
years’ experience assures your customers of top- 
notch quality, dependability and performance of 
every model. 


Take the Model 224 Standard Speed Jack, for 
example . . . Designed for lifting extra-heavy loads 
where there is small clearance for the ram, it can 
be operated in any position. Equipped with auto- 
matic locking key, which makes it possible to run 
ram up to or away from load quickly, by hand. 
Ideal for bridge, trestle and construction work, and 
all types of industrial lifting. Completely enclosed 
working parts make it particularly suitable for out- 
door and rough usage. 


SEND FOR THE NEW 
ILLUSTRATED CATALOG 


BuUoR 
JHC S 


BUDA 
“CHORE BOY" 


15413 Commercial Ave. - ++ built in 


The morning mail receives the at- 
tention of W. T. Ryan, president, 
Cutter, Wood & Sanderson, Cam- 
bridge, Mass. 


Indiana Steel 
Plans Expansion 


The post war expansion program of 
The Indiana Steel Products Co., pro- 
ducer of permanent magnets, includes 
erection of a new plant in Greenburgh, 
Westchester County, New York. Recon- 
version from wartime production has 
entailed no major adjustment of facili- 
ties, according to A. D. Plamondon, 
Jr., president, because almost all war- 
time applications of permanent magnets 
have been carried forward in peace. 

Approximately 14 acres of land have 
been acquired along the Saw Mill 
River Parkway for the new plant, which 
will be used largely for the production 
of special products in the permanent 
magnet field. 

Purchase of the Cinaudagraph Corp., 
of Stamford, Conn., was revealed also. 
The Cinaudagraph Corp. has been a 
manufacturer of permanent magnets 
since 1934. Indiana Steel’s plant in 
Valparaiso, Ind., occupies 11 buildings 
covering a city block. Executive offices 
are located in Chicago, with sales offices 
in New York, San Francisco, Los 
Angeles, Detroit, Boston, Rochester, and 
Springfield, Mass. 








This display of logging equipment 
in a spacious room in front of the 
counter at the Eugene Mill Supply 


and | ton capacities. Co., Eugene, Ore., features hand 


cross-cut saws and logging blocks. 





HARVEY (Chicago Suburb) ILLINOIS 
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LUBRIPLATE 
Nos. 1-2-3-4 




















FOR HIGHER SPEEDS 
Probably the severest tests for high speed 
lubricants occur in the textile and wood- 
working industries. These industries have 
definitely proven that machines can be 
run safely at higher speeds with LUBRI- 
PLATE lubricants. With these revolution- 
ory lubricants, there is fer less replace- 
ment of parts. Burned-out bearings are 
held down to an unprecedented minimum. 
LUBRIPLATE lubricants in various densi- 
ties ore available for all applications. 


——, 


| RIPLATE 
orl define (em 


wear 
a power costs and pro- 
tong the life of equipment to on 


infinitely greater degree. LUBRI- 
PLATE arrests progressive wear. 


LUBRIPLATE 








LUBRIPLATE 


extremely ece- 
Lubricants are von that they 


PLATE goes o long Woy" 





Write for @ booklet, ‘The LUBRIPLATE Film'', 
written for your industry. 








(Advertisement) 


IT'S THE EXPENDABLES 
THAT BUILD UP SALES VOLUME 


You sell an electric hand tool for 
sixty dollars. It is a good sale, well 
worth your efforts. The customer 
likes it and when you see him again 
on your next call, he thanks you for 
helping him make such a nice selec- 
tion, but he doesn’t need another. 
Maybe you can sell him a few twist 
drills to use in it, maybe not. 


The same day you sold the electric 
tool, you sold another customer a 
drum of LUBRIPLATE, let us say 
for sixty dollars. It took about the 
same sales effort to sell both items. 
But when you call on customer num- 
ber two again he has already used up 
the LUBRIPLATE. His expression 
of satisfaction is to give you an 
order for another drum. LUBRI- 
PLATE is an expendable. 


The beauty of selling LUBRIPLATE 
is that it performs like no other 
lubricant on the market. Once a user 
always a user. It is worth your while 
to introduce it because LUBRI- 
PLATE’S exclusive territorial policy 
assures you that every customer you 
build up is yours for keeps. The 
work an industrial salesman does on 
LUBRIPLATE is an_ investment 
that pays out in continued sales. 


And it is so easy to sell the initial 
order of LUBRIPLATE because 
machinery manufacturers in practi- 
cally every industry are recommend- 
ing it for maintenance lubrication. 
The LUBRIPLATE Tag Plan noti- 
fies the industrial supply salesman 
every time one of these machines 
comes into his territory. These are 
hot leads on sure fire sales. All 
industry knows about it. The ad- 
joining columns are typical adver- 
tisements that are running in trade 
papers that cover practically every 
type of industry. 


If you do not have LUBRIPLATE 
in your catalog, ask your sales man- 
ager about it. Maybe the territory 
you cover is open. 
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LUBRIPLATE 
No. 8 


FOR HEAVY GOING 


LUBRIPLATE No. 8 possesses an extremely 
high film strength and is just the correct 
density for the g 1 run of enclosed 
gears (speed reducers). It is especially 
suitable for worm gears and other types 
carrying heavy loads. Typical of all 
LUBRIPLATE lubricants, No. 8 has excep- 
tionally long life. 











Write for a booklet, ''The LUBRIPLATE Film'’, 
written especially for your industry. 


5, TALERS From coast TO const 
€ 
” Your crassimieo Texte? 









This and meny ethee 


cvelieble to CLARK Cal- 


for Tools Distributers. 


ons OF THE ee for men 
who sell, use and care for TOOLS 


“tt sticks strictly to useful facts concerning tools — 
how to use and maintain tools in order to get maximum 
efficiency and long life. The idea back of it was to 
produce the best book of its kind ever r compiled—and 
we believe it is just that. 


A Good Boh to Keep flandy 


Glad to send you a copy if requested on your 
business letterhead. 


a ELtSe ees E 


COMPANY 


NX] 
ciAry Cape: 


CIENT SPRINGS 


MICH GAN 
N 




















© | Products of CLARK ¢ TRANSMISSIONS ¢ ELECTRIC STEEL CASTINGS 
AXLES FOR TRUCKS AND BUSES ¢ AXLE HOUSINGS e BLIND RIVETS 
INDUSTRIAL TRUCKS AND TRACTORS ¢ HIGH-SPEED DRILLS AND REAMERS 
METAL SPOKE WHEELS e GEARS AND FORGINGS « RAILWAY TRUCKS 
















Prices on CLARK products will not be advanced in excess of increased costs 
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OBITUARIES 





Thomas Morrison, 
International Nickel 


Thomas Morrison, a director of The 
International Nickel Co. of Canada, 
Ltd., and a former director of the United 
States Steel Corp. died at his home in 
Spring Lake, N. J. on Oct. 26. He was a 
cousin of the late Andrew Carnegie. 
steel magnate. 

Mr. Morrison was born in Scotland 
on Dec. 5, 1861 and served an appren- 
ticeship as a machinist and engineer in 
Scotland and came to the United States 
in 1886. After joining Carnegie Steel 
Corp. he was made superintendent of 
the Duquesne Works in 189] and gen- 


‘ eral superintendent of the Edgar Thom- 


son Works in 1895. He was co-inventor 
of a process for slow cooling of rails. 
He was a director of International 
Nickel since 1917 and a director of U. S. 
Steel from 1902 to 1911 when he re- 
signed. He returned to the board in 
1914 and continued to serve until 1937. 


Arthur Greenwood Dies, 
Trimont Sales Manager 


Arthur Scholfield Greenwood, sales 
manager of the Trimont Mfg. Co., Bos- 
ton, died on Aug. 6. He had been asso- 
ciated with the firm continuously since 
1915, except for service in the armed 
forces during the first World War, and 
was highly regarded by fellow-workers 
for his unfailing loyalty and devotion 
to the interests of his firm and his asso- 
ciates. 


R. B. Nixon, 
Retired Salesman 


R. B. Nixon, retired salesman for 
E. C. Atkins & Co., died Oct. 7 of a 
cerebral hemorrage. Born in Canada, 
Mr. Nixon had spent practically his 
entire life in the United States. He 
became associated with Atkins in 1907, 
traveling out of Minneapolis and later 
out of Norfolk, Va. He retired in 
1945 at the age of 82. He was a mem- 
ber of the Atkins Pioneer Club and 
also of the “Old Guard”, an honor 
group of southern salesmen. 


Vincent G. Dodds, 
Machinists Tool Chief 


Vincent G. Dodds, president of the 
Machinists Tool & Supply Co., Los 
Angeles, Calif., met his death in an 
automobile accident on August 10. 


























a— oo OG UCUlUrlC CD Oe Oe eee CO 


_—— 


an —= *& me frre 


= - 


>. fe iF" © © ®f & 


Sree SBS fa pep Qe yw fC Qe 





Isaac Hausman, 
Steel Firm Head 


Isaac Hausman, 57, president of the 
Hausman Steel Co., Toledo, died in 
that city on Oct. 31. After being grad- 
uated from Massachusetts Institute of 
Technology, Mr. Hausman engaged in 
railroad construction for Northern Pa- 
cific and Milwaukee lines. He joined 
the old Toledo Bridge and Crane Co. 
35 years ago. In 1913, Mr. Hausman 
founded Hausman Steel which was then 
known as the Building Products Co. 
His firm, located at 300 Sandusky St., 
Toledo, pioneered steel frame construc- 
tion for houses in addition to building 
such major construction in Toledo as 
Commodore Perry Hotel, Ohio Bldg. 
and Central Y.M.C.A. He was a mem- 
ber of the American Society of Civil 
Engineers. 


Frank J. Hearty, 
Valve Representative 


Frank J. Hearty, former president 
of F. J. Hearty & Co., Los Angeles and 
San Francisco, and veteran west coast 
representative of Edward Valves, Inc., 
died on Nov. 3 after a short illness. Mr. 
Hearty headed the firm which repre- 
sented Edward in the west for more 
than 25 years. He served as an engi- 
neering officer in the Navy in the Span- 
ish-American and first World War, 
and spent 12 years in power plant de- 
sign and construction before becoming 
associated with Edward. He was suc- 
ceeded as head of F. J. Hearty & Co. 
by Paul E. Bradfield. 


Clarence A. Newport, 
Atkins Employee 


Clarence A. Newport, employee of 
E. C. Atkins & Co., saw manufacturers, 
died recently at the age of 80 after 
serving the firm for 60 years. Mr. 
Newport began working for Atkins in 
1886 as a helper in the circular saw 
department, went through various de- 
partments and in later years served as 
a general clerk in the handsaw depart- 
ment. He had been secretary of Atkins 
Pioneer Club for 39 years. He was 
also an active member of the Y.M.C.A. 
and in 1939 became a 50-year member. 


Albert N. Beaser, 

Old Taylor Employee 
Albert N. Beaser, employed by H. D. 

Taylor Co., Buffalo, N. Y., for 46 years, 

died at the age of 66 after a long ill- 

ness. He had been assistant treasurer 

for 25 years. 





It positively... 


KEEPS BOLTED ASSEMBLIES 
permanently TIGHT 


BEALL helical SPRING WASHERS have “live action'"’ and con- 
stantly exert tightening pressure over a long range. They 
compensate for ALL causes of looseness including vibration, 
bolt stretch, wear and break-down of finish under the nut and 


bolt head. 


IN STOCK in all Standard Sizes; made of Carbon Steel, 


Stainless Steel, Everdur and Duronze. 
SOLD THRU MILL SUPPLY JOBBERS 


BEALL TOOL DIVISION (Hubbard & Co.) 


130 Shamrock St., EAST ALTON, ILL. 


BEALL 


SPRING WASHERS 





NOW! HEXAGON anv SQUARE 


te ae 7 


> 


24 HOUR DELIVERY! 


FOR ATLAS » LOGAN * SOUTH BEND 
SHELDON * HARDINGE * CLAUSING 
ELGIN * CRAFTSMAN LATHES, ETC. 
BROWN & SHARPE MACHINES AND 
MANY COLLET CHUCK ATTACHMENTS 


HEX OR SQUARE Collets needed for that 
new job? Then say “‘PRECISION Collets, 
please!’ to your industrial distributor. 
You'll get them now when you want them 
« + + from stock. And you'll get them as 
you want them .. . ground dead true, with 
a spring temper that spells assured per- 
formance, and with long life guaranteed. 


“PRECISION Collets fitting most popular 
machines and. attachments are stocked in 
“ROUND, HEXAGON and SQUARE sizes. 
Order them from leading distributors thru- 
out the tountry, who serve industry well. 


Our.new catalog of PRECISION Collets and * 
‘achments is ready — Write for it! 





EY. 


; oo a5. ” % De 
GENERAL DIE AND STAMPING COMPANY 


262-272 MOTT STREET -« NEW YORK 12. NY 
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"Precision Collets 





os: 8 
Memo 10 
You 


WRITE 


TODAY 


for 
discounts, 
sales policy, 
and 
complete 
information 


Remember, 
the fast mov- 
ing nation- 
ally adver- 
tised line of 
PRECISIO N 
collets and 
lathe attach- 
ments is sold 
only through 
the industrial 
distributor. 


It spells 
PROFITS 
for you! 


_ Ree 
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“IF IT'S A JACOBS, IT HOLDS” 





« Tomake certain that the accuracy 

built into their drill presses shall not 
be lost through inaccurate chucks, 
the manufacturers of drill presses 
equip them with Jacobs Chucks - 
the standard of the world for accu- 
racy and all-‘round dependability. 
The superior performance of Jacobs 
Chucks is recognized by manufac- 
turer and user alike. Among their 
features are: 


Nickel alloy steels for strength 
and toughness- Areas subject to 
wear carefully surface hardened - 
The hardened and ground body has 
diamond-bored taper hole for great 
accuracy — Lands are heat treated 
for extreme hardness with adequate 
core strength retained — Modern 
easy-grip sleeves are ground simul- 
taneously on three dimensions for 
absolute balance - Tools may be 
readily changed and are always 
accurately centered with a sure grip 
- Minute tolerances permit ready 
interchangeability of parts. 


There’s no premium on these 
advantages — advantages that earn 
their way in shop or product- 
because Jacobs Chucks are always 
reasonably priced. 














THE JACOBS MANUFACTURING COMPAI 


Hartford,- Connectic 














SALES BUILDERS THAT 
TALK YOUR LANGUAGE—PROFITS! 


Eacu of the 3000 shapes, cuts and sizes of 
“AMERICAN SWISS” Swiss-Pattefn Files is itself 
a sales builder, because each is a tool precision- 
made for special needs and guaranteed for per- 
fection. 


“AMERICAN SWISS” Swiss-Pattern Files are 
of the highest grade file steel (not tool steel) with 
tolerances in some cases as close as +.002”. They 
are specially heat-treated with automatic control 
and regulation to within +5 F. And, double- 
cut from tank to extreme point, “AMERICAN 
SWISS” Files provide more cutting surface than 
any other files in their class. 


When you sell “AMERICAN SWISS” Swiss- 
Pattern Files, you give your customers faster-cut- 
ting tools for smoother, better work at less cost. 


Our dealers tell us that added profits follow 
automatically — “repeats” roll in. 


AMERICAN SWISS FILE AND TOOL CO. 
410-416 Trumbull Street, Elizabeth 1, New Jersey 


Cmerican Saris» 


SWISS PATTERN FILES 
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Edwin C. Schmidt, 
Air Reduction Engineer 


Edwin C. Schmidt, a mechanical en- 
gineer for the Air Reduction Sales 
Corp., Hastings-on-Hudson, N. Y., died 
on Oct. 13 at the Columbia-Presby- 
terian Medical Center, New York City. 
He was 41 years of age. Mr. Schmidt 
was former Public Works Commissioner 
of Hastings and during the war served 
as an engineer at the Army air base 
in Rome, N. Y. He was a Mason and 
a member of the American Society of 
Mechanical Engineers. 

Mr. Schmidt leaves a widow, his 
mother, four brothers and three sisters. 


Martin A. Blinn, 
Purchasing Agent 


Martin A. Blinn, district purchasing 
agent for the American Steel & Wire 
Co., died on Nov. 13 at his home in 
Worcester, Mass. of illness. He was 
48 years old and was born in Steuben- 
ville, Ohio. Mr. Blinn had been with 
the company since 1920 in Cleveland, 
Chicago and Worcester, Mass. 


Frank O. Chambers, 
Hardware Firm Head 


Frank O. Chambers, president of the 
Miller Brothers Hardware Co., Rich- 
mond, Ind., died eat the age of 82 on 
Oct. 14. He had been associated with 
the firm since 1903 having served as 
secretary-treasurer and general man- 
ager for many years. He is survived 
by two sons, Harry C. and Frank K. 


Horton Organizes 
Equipment Company 

Horton Equipment Co. has been or- 
ganized in Houston, Tex., by Robert 
Horton, for the past four years manager 
of Link-Belt oil country distribution 
sales. Horton Equipment has offices at 
1701 Marshall, with warehouse facili- 
ties at 1502 Maury. 








Vanderwicken Named 
To York Corp. Post 


Edwin P. Vanderwicken was named 
secretary and treasurer of York Corp. ° 
He was formerly assistant to the presi- 
dent of Signode Steel Strapping Co., 
Chicago, and treasurer of Signode In- 
ternational Ltd. and its subsidiaries. 





Here’s How Blackhawk Socket Wrenches 
HOURS A DAY on this Job 


SAVE 


BLACKHAWK’S EXCLUSIVE COMBINATION OF 
FEATURES SAVE BOTH TIME AND MONEY 


NLY Blackhawk Wrenches combine all these features 

— sturdy, thin walls that let sockets squeeze into 
tight spots — clean, hot broached sockets for long life and 
less nut wear—patented thumb release Lock-On for extra 
safety—all the drives to serve the complete range of socket 
sizes—and a complete assortment of handles and accessories 
that build up into scores of combinations for extra utility. 


When you sell Blackhawk Wrenches you give buyers 
more for their money. 


A Product of BLACKHAWK MFG. CO., Dept. W17126, Milwaukee 1, Wis. 


Hluags Specify 


BLACKHAWK jxc=:.. 


MILL SUPPLIES © DECEMBER, 1946 155 J 





WELDOLET 
FITTINGS 


FIT IN WITH 
YOUR LINE 


Whether you now carry or expect to carry 
a line of welding fittings, you'll want to 
stock WeldOlet Fittings because they hold a 
unique place in welded piping construction. 


When it comes to making branch pipe out- 
lets, there is no method so easy, quick, secure 
and inexpensive as the use of WeidOlets. 
They are available for butt-welded, socket- 
welded or threaded branch pipe connection. - 


If you handle a line of welding fittings but 
do not sell Bonney WeldOlets, write today 
for the new WeldOlet Catalog and ask about 
our distributor proposition. 


@°.< 


Forged Fittings Division 
BONNEY FORGE & TOOL WORKS - 645 N. Meadow St., Allentown, Pa. 


WELDOLETS 


te VEl 0 ET-~THREADED OUT 
» Welded ranch {ine C 
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Checking new supplies are Bill Har- 
ris, who served with the 44th Di- 
vision in Europe, and Jack St. John, 
who was with the Navy in the Pa- 
cific. Both are with Pye-Barker 
Supply Co., Atlanta, Ga. 


Standards Committee 
Formed by A. M. A. 


A standards committee was formed 
by the American Marketing Associa- 
tion and the function of this group will 
be to report once a year on the “prog- 
ress or lack of progress made during 
the preceding year in raising the stand- 
ards in marketing,” said George H. 
Allen, AMA president. 

Harold Webber, vice president and 
director of research of Foote, Cone & 
Belding, is to be chairman. The scope 
of the committee will be national. Full 
membership, representing all phases of 
marketing, will be announced later. 











First sales representative of Allis- 
Chalmers Mfg. Co. to fly on busi- 
ness is George A. Wampler of the 
Memphis office. According to 
Wampler, a former China-India- 
Burma fighter pilot, it saves time 
and costs no more than ground 
transportation on long trips. 





4 
Electric Steel Foundry Co., Los 
Angeles office, has this crew serv- 
ing its new warehouse. From left 
to right: Bill Rooney; H. C. Allen, 
warehouse foreman, Earl V. Mor- 
row, truck driver; Larry Suther- 
land and Allen Olson. 





Salesmen's Compensation 
Plan Is Described 


A new salesmen’s compensation plan 
which cuts field selling costs and raises 
salesmen’s income has proven about 95 
percent effective, Don G. Mitchell, pres- 
ident of Sylvania Electric Products, 
told the Western Regional Sales Execu- 
tive Conference in San Francisco. In 
describing his firm’s attempt to build a 
top flight selling organization, Mr. Mit- 
chell pointed out that “selling is again 
becoming a grim competitive battle.” 

The new plan, according to Mr. Mit- 
chell, was placed in effect at Sylvania 
when it was found that other plans 
such as straight salary, straight com- 
mission or a combination of salary and 
commission, were not providing ade- 
quate security or compensation for sales- 
men commensurate with business abil- 
ity, nor were these plans giving salesmen 
the opportunity to plan and select cus- 
tomers for “long pull” selling on the 
company’s full line. 

Mr. Mitchell said a standard of per- 
formance, called a bogey, is established 
for each man. It is based on the number 
and buying potential of customers di- 
rectly controllable by him. This serves 
as a yardstick of sales volume, and 
when it is reached a bonus of 1 percent 
is paid. The base figure is calculated by 
adding the salesman’s salary and trav- 
elling expenses and then either adding 
or subtracting a grubstake (if the terri- 
tory is dificult to work the salesman is 
paid, if it is productive the firm is paid). 

“When the base figure has been ad- 
justed by a plus or minus grubstake,” 
Mr. Mitchell explained, “this is capital- 
ized at 2 percent, a predetermined per- 
centage which we are willing to pay a 
salesman for any business, and through 
a mathematical calculation we arrive 
at a sales volume figure a salesman must 
reach before being paid a bonus. The 


Sockets are the most used tools in a mechanic's 
kit because when used with various types of 
handles and attachments, they can do almost 


any nut-turning job. But inferior sockets are’ “* 


little better than nothing. 


Sockets to be good must have just the right com- 
bination of hardness and toughness to provide 
longest wear and greatest strength. Bonney 
“Case-Toughened”’ Sockets provide just the 
right combination—hard enough to resist wear 
yet tough enough to resist breakage. 


Cash in on this “Sales Natural’! Mechanics 
like Bonney Sockets just as they like every tool 
in the complete Bonney line. Be sure every user 
of tools you contact knows the story of Bonney 
““Case-Toughened” Sockets. 


salesman can affect this figure by man- | gonney FORGE & TOOL WORKS ° 645 N. MEADOW STREET, ALLENTOWN, PA. 


j H 4 ” 
aging his Cupeness more wisely. in Canada: Gray-Bonney Teol Company, Lid., St. Clerens & Reyce Aves., Torente 
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TOOL OF 
OO! USES 


HANDEL - 


Reg. U.S. Pat. OF 


It's quick, it's deft, it's conveniently small, 
yet the Handee Tool packs a terrific wallop! 


Handee is the original, single hand con- | 


trolled, electrically driven tool—and it's the 
finest today. It can be used at the bench or 
carried right to the job. It reaches hard-to- 
get-at places on machinery, touches up 
perishable tools, grinds dies, chip 
breakers on broaches, removes burrs, 
etc. Runs at a cool 25,000 r.p.m. 

AC or DC, WT. 12 oz. 


Combined with its accessories 
and exclusive attachments, the 
Handee Tool performs more 
operations with greater accu- 
racy than any other portable 
electric tool at any price. 
PRECISION ATTACHMENTS. Fit 
Handee only. Offhand carving, rout- 
ing, shaping is exact as to depth of 


cut, accuracy of line. Indispensable to 
pattern shop. Set of 6, postpaid, $7.95 
HANDEE KIT ee, compact steel 
carrying case holds the Handee Tool 
and a complete assortment of accesso- 


ries. Postpaid, $27.50. Handee with 7 acces- 
sories only, $20.50 


GRINDS, DRILLS, CUTS, SAWS, ROUTS, 
POLISHES, ENGRAVES, CARVES, SANDS, ETC. 


CHICAGO ACCESSORIES FIT ANY POWER TOOL 








OVER 500-ONE FOR EVERY JOB 


CHICAGO WHEEL & MFG. CO. 


1101 WEST MONROE STREET, DEPT. MB CHICAGO 7, ILLINOIS 
LAI ENE PE EE ION ER CRP IE 
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Industrial sales continue high in 
Kansas City, says Mr. Herod. 


Industrial Activity 
Continues High 


The level of industrial activity in 
the Kansas City area has held up re- 
markably well since V-J day, according 
to Roy L. Herod, assistant manager, 
Langdon Supply Co. After the initial 
drop, which followed cancellation of 
major war contracts, demand for sup- 
plies and equipment snapped back with 
a vigor which indicates that permanent 
industrial gains have been scored as a 
result of war time experience. 


Edward Laboratories 
Conduct Flow Tests 


An original test hook-up, has been 
constructed by the laboratories of Ed- 
ward Valves, Inc., for the computation 
of pressure losses through valves and 
piping. The equipment was designed 
and fabricated after several years of 
study. Provision is made in the set-up 
for tests of all types of standard valves. 
Readings are made on flow meters, 
manometers and gages, and are tabu- 
lated for specific operating conditions. 
From these readings, accurate compu- 
tations of pressure loss for valves of 
known characteristics are possible for 
all normal service conditions. 

The experimental work on pressure 
loss is projected as a permanent and 
continuous activity of the Edward lab- 
oratories. E. B. Pool, research engineer, 
directs the section of the laboratory staff 
assigned to the project. 


Anderson To Manage 
Office For Wheelco 


John E. Anderson was appointed man- 
ager of the new Indianapolis sales and 
service office of the Wheelco Instru- 
ments Co., Chicago. He will be assisted 
by Walter A. Jones, service engineer at 
Indianapolis, and by L. A. Wallingford, 
district manager of the Cincinnati office. 
The Indianapolis office is at 107 S. Capi- 
tol Ave. 





Now Available in standard types 


fe Every Stainless Steel valve or fitting 
made by COOPER is backed by 25 Years of Stainless Steel “know-how”. 
Each is “Certified” by COOPER to do its job and do it well . . . for in 
producing “Certified” valves COOPER registers the analysis of each 
heat and stamps each casting with its heat number for positive identi- 
fication. When desired, a certificate of the analysis and heat number 
is issued the user. This certificate applies to all Stainless Steel parts 
which come in contact with the fluid being handled. Each valve or fitting 
rigidly meets the specifications of the job. 


COOPER Valves and Fittings are sold through the largest Stain- 
less Steel distributors in the country. Check with your local 


- a 
The COOPER ALLOY FOUNDRY CO. 


HILLSIDE, N. J, 


Specialists in Corrosion Resisting Stainless Steel 
..- Fora Quarter of a Century... 


} 1 he ime . 
a 
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THREE DISTINCT LINES 

OF ROTARY FILES 
pp, for che WILL SUPPLY HOUSE 
Z Seas 


“a 


=~ HAND CUT FILES 
Hand cut from. High Speed Steel—recom- 
mended for burring ferrous metals. 


® 
\ 


"GROUND BURS 


Ground-from-solid High Speed Steel blanks— 
recommended - for> burring on non ferrous 
metals, plastics and wood. 


~ CARBIDE BURS 


Ground-from.solid Cemented Carbide blanks 
—recommended for long life and maximum 
economy. 


Profitable These complete lines—other shapes and 
sizes.available in both 4” and 1” 


shanks—offer maximum turnover with minimum investment. 


FORD 
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Architect’s perspective of Jas. J. 
Marsh Corp.’s new factory and 
office building for the construction 
of which the Civilian Production 
Administration has given approval. 


Jas. P, Marsh Corp. 
Wins Building Approval 


Civilian Production Administration 
has approved the construction of a new 
factory and office building by the Jas. 
P. Marsh Corporation, manufacturer of 
industrial instruments and heating spe- 
cialties. Construction will start imme- 
diately, according to Barrett Scudder, 
president, who announced that the struc- 
ture will be erected on a 5-acre tract 
located at Howard St. and St. Louis 
Ave., Skokie, Ill. 

The building will incorporate the lat- 
est in industrial building design and 
construction. It will cover an area of 
about 100,000 sq. ft. and will be a one- 
story unit, providing ample working 
facilities and the advantages of having 
a factory on one level. It will be of 
concrete and steel. 

As manufacturers of heating equip- 
ment, Marsh Corporation plans to use 
the building as a “guinea pig” for ex- 
tensive research on heating methods. 
The plant was designed by Graham, 
Anderson, Probst & White and will be 
erected by A. L. Jackson Co. 

Jas. P. Marsh Corporation was or- 
ganized in Chicago at the close of the 
Civil War in 1865 by Jas. P. Marsh, 
then a young engineer. In 1909 it was 
incorporated as the Jas, P. Marsh & Co. 
and in 1933 the name was changed to 
the Jas. P. Marsh Corporation, Officers 
are: C. H. Olmstead, chairman of the 
board; Mr. Scudder, president; A. D. 
Rose, vice president; J. W. Smith, sec- 
retary; W. Jaeger, assistant treasurer, 
and James Emmett, Jr., sales manager. 


Gran, Welte Given 
New Colonial Posts 


Gus Gran was raised to the position 
of assistant sales manager and Ben F. 
Welte to that of assistant chief engi- 
neer at the Colonial Broach Co., De- 
troit, Mich. Mr. Gran has been with 
the firm for the past 13 years and was 
formerly assistant chief engineer. Mr. 
Welte, who joined Colonial in 1932, was 
research engineer. 
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I Your Industrial Buyers 


/ Are always on the lookout for ways to increase 
output without cutting quality. They are reading 
this advertisement in leading trade papers. You 
can profit by featuring Corbin Screws to this 
interested audience. 


“Wobble Worries” Go Out 


when Corbin-Phillips Screws Go In... 


Adlip here could mean broken glass and a 
nasty cut... “wobble worries” that slow 
down production when ordinary screws 
are used. But the Wobble Worries go 
out when CORBIN-PHILLIPS Screws 
go in, because the Phillips recessed head 
gtips the power-driven bit in a four- 


“PILOT HOLES ELIMINATED 
ON MANY JOBS” 


as explained in “ASSEMBLY SAV- 

INGS WITH PHILLIPS REWS”, 
a Report prepared by an in dent re- 
search organization in the plants of the 
Heywood-Wakefield Com . This 
eer user substantiates every claim of 

er workmanship, faster assemblies, 
lower manufacturing costs through the 
use of PHILLIPS SCREWS. May we 
thow you a copy and discuss it with you? 


SPT-3 





point steel grip that prevents wobble 
and side slip. Operators do more — and 
like doing more — when CORBIN- 
PHILLIPS Screws are used. 

CORBIN uniformity is another of the 
good reasons why it pays to specify 
CORBIN-PHILLIPS Screws. 


CREW pIviIsiON 


rdware Corpo’ ration 


RIT AIN 
NEW & “ 
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. CONNECTICUT 


Chicago 
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These BAY STATE abrasive 
products, manufactured with 
large pore spaces are espe- 
cially suitable for SURFACING 
and TOOL and ‘CUTTER jobs 
that require extra coolness of 
cut and heavy, fast removal 
of metal. 

Our sales and distributor repre- 
sentation is located in nearly 
every principal city. Let them, 
and us, solve your grinding 
problems. 


snare ABRASIVE PRODUCTS CO. + WESTBORO, MASSACHUSETTS, U.S.A. 
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The “HOLLOW AIR” 
Atomizer Head makes 
the Big Difference in 


paint spray results! 


wr 
VAIL ® 


Never before has a line of high quality paint 


spray equipment been offered 100% to jobbers only! Write 


for complete details of our 100% Jobber proposition today. 


The Black Manufacturing Company 


1416-1428 WEST BALTIMORE STREET @ BALTIMORE 23, MARYLAND 


Sell the Gun with "HOLLOW Alle” 
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SUPERIOR SPUR GEARED 
CHAIN HOIST 


Standard, spur-geared type, capacity % to 40 tons. 
Ball bearing equipped. Pressure lubricated. Effici- 


ency 80%. 


HOISTING EQUIPMENT MANUFACTURED BY 


SOLD THROUGH MILL SUPPLY DISTRIBUTORS 


CHAIN HOISTS 
ROUND AUTO-BLOC 

Patented special type 2-gear 
hoist. Efficiency 90%. Weighs 
20% to 35% less than other 
spur-geared hoists. Precision 
constructed throughout. Alloy 
Steel cut gears. 


TROLLEYS 
Steel-plate, ball-bearing trolleys 
designed for use on straight or 
curved T-beams. Plain or geared 
types. 


CRANES 
HAND TRAVELING OR 
ELECTRIC CRANES 
Built to specification. Timken 


Bearing equipped. Blueprints 
supplied with quotations. 


WINCHES 
ROUND No. 99 WINCH 


Capacity 5 tons. All-steel con- 
struction. Two speeds, one for 
rapid lifting, the other for heavy 
duty loads. Weight 135 lbs. No. 
99 Junior 2-ton all-steel winch 
same design but smaller size. 
Weight 61 lbs. 


@ 
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The trucking crew of Dehler Bros. 
Co., Inc., Louisville, Ky. distribu- 
tors. Left to right are William 
Wohlbold, Jesse R. Spivey, Frank 
Wiegel and Mike Buehler. 


American Brake Shoe 
Starts New Plant 


The American Brake Shoe Co., has 
started construction on a new plant in 
Niles, Ohio, for the manufacture of rail- 
road journal bearings. When com- 
pleted, the new plant will be operated 
by the National Bearing Division. 

The new plant will consist of a foun- 
dry and machine shop building, “L” 
shaped, with an over-all length of 300 
ft. and an over-all width of 180 ft. 
This will be a one-story building except 
for a second story over the metal store 
room where the office and employees’ 
facilities will be located. The total area 
of the plant will be 35,000 sq. ft. The 
building will be constructed of struc- 
tural steel frame with reinforced con- 
crete footings and foundations; brick 
walls; steel window sash; pre-case con- 
crete roofing slabs. The roof will be 
monitor-type. The plant will be com- 
pleted in six months and will employ 
from 50 to 60 workers. Production will 
start immediately upon completion. 


Fred A. Ellfeldt of the machinery 
and supply firm of the same name 
in Kansas City, stands among his 
wares which he believes in show- 
ing. 





THE tremendous and still-growing use of light- 
but-strong manufacturing materials means corre- 
spondingly greater need for “shearing” type files. 


These files reach their highest perfection in 
Nicholson Curved Tooth Files. Improved milling 
machinery—made only by Nicholson—forms the 
teeth with superior accuracy, superior sharpness, 
and with a uniformity never before achieved in 
files of this type. 

Special attention has been given to proper rake 
and clearance. Correct curve provides smooth 
action and the double shear makes it easy to pre- 
vent file running off the line. Exclusive Nicholson 
hardening and toughening methods keep the teeth 
cutting longer. 


OL 
‘S<0, 
U.S.A. 


NICHOLSON FILE CO. « 


42 ACORN ST., PROVIDENCE 1, R. I. 


(In Canada, Port Hope, Ont.) 


Superior quality fully justifies the name of these 
files—Nicholson Superior. And their application is 
wide. They can be used on cast iron, sheet steel 
and commercial annealed tool steel—as well as on 
aluminum, magnesium, babbitt, brass, lead and 
soft alloys; on plastics, hard rubber and wood. 
There are standard, fine and smooth cuts—for fast 
metal removal down to fine-finishing of brass, 
phosphor bronze and sheet aluminum; for lathe, 
die, tool and extra-smooth work. 

3 & a 
Nicholson Superior Curved Tooth Files are being 
strongly advertised to your customers in this month's 
industrial magazines. Keep us informed of your 
requirements, 


ch a4 
SS One 
», Cs 
“< our 
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STAR biades 


make more money for you 


POWER 
: BLADES 


BAND SAWS, Metal 


(including ®Rip-tooth) 


STar blades are money makers on every count. 
The Star reputation pav 5 your way to purchas- 
ing agents and operatiug men. The Star line is 
complete, with the right blade for every job — 
so you can fill the order no matter what blades 
they need. And Star performance... you'll learn 
about that when you get a steady flow or repeat 
orders for fast-cutting, clean- 

cutting Star blades. Yes, Star 

blades are star performers—they 

make MORE money for you. — 


“Metal Cutting” — handy recom- 

ions on back saw and band 
saw selection and use — complete 
specifications and prices. -Order 
your free supply now. 


Sold only through recognized distributors 
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Thomas 6B. Allen, right, shows 
Ernest Cantrell, twice wounded in 
the European campaign, the fine 
points of fittings in his training as 
a supply salesman at Allen & Webb, 
Charleston, S. C. supply firm. 


Cantrell, Maulding 
Join Allen & Webb 


Ernest Cantrell and Jack Maulding 
have joined Allen & Webb of Charles- 
ton, S.C. Mr. Cantrell served with the 
Second Division, Company A, during 
the war and was in the European com- 
paigns for 32 months, having been 
wounded twice. He wears four battle 
stars, the Purple Heart with cluster, 
the ETO and American Theater ribbons. 

The firm is expanding its activities in 
machine tools, refrigeration and weld- 
ing equipment lines. It has added com- 
pressors and other equipment. 


Morningstar, Nicol 
Purchases Buildings 


Joseph Morningstar, president of 
Morningstar, Nichol, Inc. announced 
plans for improvement of two buildings 
recently purchased by the firm in New 
York City. The property is now occu- 
pied by a subsidiary, Paisley Products, 
Inc., manufacturers of industrial adhe- 
sives and textile finishes, which has out- 
grown present quarters. The two build- 
ings are located at 622-630 West 51st St. 
and extend 200 ft. to West 50th St. 

The property is “L” shaped, six stor- 
ies high with two freight elevators and a 
total floor area of 105,000 sq. ft. Im- 
provement will be done in several 
stages. New equipment will give the 
plant an additional capacity of 1,000,- 
000 lbs. per month above present pro- 
duction. In addition, new high pressure 
steam boilers for processing and heating 
of the structures will be installed as soon 
as suitable equipment is available. 

The Chicago plant of Paisley is be- 
ing expanded also. 





ars 


NO CREDIT RISK-NO COST- 
NO CONTINGENT LIABILITY 


Here is a plan that helps you close more sales of heavy 
machinery and ecuipment . . . by offering prospective 
buyers the convenience of liberal, low cost, Commercial 


HERE’S THE Credit financing. 


Under our plan you get your full selling price in cash. 
LOW COST 
We purchase your customer’s paper from you without 


TO YOUR recourse . . . and you are in no way liable if your customer 
fails to complete his payments under the financing agree- 


CUSTOMERS ment. 


Many buyers now are using this plan to pay for 


per $1,000 of financing machinery and equipment . . . to a total of hundreds of 
thousands of dollars. Thousands have sent for and read 


12-Month Terms the booklet shown at the left. Many of your customers 
know about this plan . . . from advertisements they have 
read in business magazines. 

Send for this booklet . . . and learn how our plan will 
work for you. Write to the nearest Commercial Credit 
office listed below for Booklet No. HI-1. 


24-Month Terms....... 


COMMERCIAL FINANCING DIVISIONS: 
tal and Surplus BALTIMORE, NEW YORK, CHICAGO, LOS ANGELES 
pitas & 
2,0 . 
© eautimore SAN FRANCISCO, PORTLAND, ORE. 


FINANCING OFFICES IN PRINCIPAL CITIES OF THE UNITED STATES AND CANADA 
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ILL operators find VICTOR Belting best for 
handling grain and feed. They're an enthusi- 
astic market when you handle VICTOR. In fact, 
in almost every industry where belting is used, 
there’s a type of VICTOR Belting that's pre- 
ferred. VICTOR is the most complete textile belt- 
ing line in America. There’s a VICTOR Belting 
for nearly every conveying, elevating and 
power transmission job. It's the line that's known 
and wanted in the largest number of industries. 

You'll find, too, that VICTOR business is re- 
peat business. VICTOR Belting does jobs the 
way users want them done. They ask for 
VICTOR again and again. Write for details on 
the complete VICTOR line today. 


THESE INDUSTRIES USE BELTING ¢ SELL THEM VICTOR 


Brick and Clay - Bottling - Flour and Feed - Canning 
Steel - Confectionery - Paper - Packaging - Food - Tobacco « Printing 













Vector Batata & Textite Betting Co. 


erry wake 345 W. Hubbard Street, Chicago 10. 
Factory: Easton, Pa. 
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Everett W. Rapp, salesman, and 
Lynn C. Fehring, vice president and 
general manager of Hardware Sup- 
ply Co., Terre Haute, Ind., look 
things over. 





Hard Metal Uses 
Shown In Movie 


A 25-minute sound ‘mbtion picture 
“Everyday Miracles”, dramatizing re- 
cent contributions to industrial progress 
by Carboloy cemented carbide, to indus- 
trial progress has been ‘released by 
Carboloy Co., Inc., Detroit, and is avail- 
able to technical societies.and industrial 
plants. 

The pictures is designed to familiarize 
users of hard metal carbides with recent 
accomplishments resulting from the use 
of these metals, and also to stimulate 
thinking as to possible new applica- 
tions. A general interest plot is em- 
ployed to tell the’ story of past, present 
and possible future of the hard metal 
carbides. The picture describes the 
story of the growth and development of 
some of the industrial methods which 
have been made possible by the adop- 
tion .of carbide tools, dies, wear re- 
sistant inserts and other Carboloy parts. 











P. M. Clemons, head of the shipping 
department of the Tampa, Fla, 
branch of Cameron & Barkley, has 
been with the firm 18 years. 




































ail HOIST HOOKS 
WIRE ROPE WIRE ROPE THIMBLES 


picture WIRE ROPE SNATCH BLOCKS 
ng re- 


rogress 
) indus- 


sed by 
avail- 


ae ARE GOOD! 


niliarize 
h recent 
the use ' : 
senshi Deliveries are reasonably good on 
applica- ‘ , ; 

ae all items illustrated; in many cases 

sent 

soe we can ship from stock, in others 
bes the 
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1e adop- 
ear re- 
oy parts. 





within 30 to 90 days. Good service to 





distributors has been one of Upson- 


Walton’s main aims for 75 years. 


DIAMOND FRAME 
WIRE ROPE BLOCKS 


NOTE: As we go to press, deliveries on turn- 
buckles and shackles are also good. 
Established 1871 


THE UPSON-WALTON COMPANY 


WManuhactarers ag Wire Rote. Wire Rote Fittings, Tackle Glocks 
FACTORY VELA 13, 
hipping MAIN OFFICES AND cto CLEVELAND 13, OHIO 


114 Broad Street 737 W. Van Buren Street 241 Oliver Building 
» Flay 

ley, has New York 4 Chicago 7 Pittsburgh 22 
rs. 
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Cep Screws in 
All Sizes and 





Known around the World... 


Tough, rugged, TRIPLEX threaded 
fasteners have a world-wide reputa- 
tion for quality. They are engineered 
for hard service arid long life. 

Cap Screws in particular have to 
“take a beating’? in. today’s high 
speed machinery and equipment. 
Using TRIPLEX Cap Screws will 
minimize your service and mainte- 
mance problems. 

A turn to TRIPLEX is a turn to 
the better. Write for our new catalog. 
It’s a handy-dandy. 


THE TRIPLEX SCREW COMPANY 


5307 GRANT AVENUE 
CLEVELAND 5, OHIO 


THREADED 
FASTENERS 


A 
BOLTS, NUTS AND RIVETS 
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Mrs. Blanche Van _ Landingham 
handles perpetual inventory records 
at Standard Automotive Supply Co., 
Washington, D. C. The system was 
installed in 1946. 


Baxter Elected 
By Phosphor Bronze 


Joseph M. Baxter was elected treas- 
urer of the Phosphor Bronze Smelting 
Co., Philadelphia recently. Mr. Baxter 
served almost five years with the Army 
Ordnance Department and prior to the 
war was associated with Haskins & Sells, 
certified public accountants. He is a 
member of the Pennslyvania Institute 
of Accountants. 

Thurston C. Merriman was appointed 
consulting metallurgist. Mr. Merriman 
was formerly with Seymour Mfg. Co., 
Western Electric, Western Cartridge 
Co., Winchester Repeating Arms Co., 
and the American Brass Co. He was 
graduated from the Massachusetts In- 
stitute of Technology in 1909, receiving 
a degree of BS from the department 
of mining engineering and metallurgy. 


Sier-Bath Changes 
Name of Company 


Sier-Bath Gear and Pump Co., Inc., 
is the new name of the former Sier- 
Bath Gear Co., Inc., located at. 9252 
Hudson Boulevard, North Bergen, N. J. 
According to E. J. Bianchi, president, 
the change was made in order to make 
the name truly representative of the 
company’s expanded line of products. 
In addition to the precision gears which 
the firm has made since 1905, it also 
makes screw and rotary pumps. 





Progressive Welder 
Appoints Kegg 


W. C. Kegg was named personnel di- 
rector of Progressive Welder Co., De- 
troit. Mr. Kegg’s responsibilities in- 
clude employment and industrial rela- 
tions as well as the supervision of com- 
pany sponsored employee activities. 
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LUNKENHEIMER’ si 


BOTTLE OILERS Lubricate Bearings Dependably... 
Save Time, Labor, Oil and Trouble 


Old-fashioned hand coiling methods have no place in the other- 
wise streamlined efficiency and economy of modern industry. Such 
laborious, costly operations are a steady drain on profits. 


sore Ore 
Btobe body 


MANUFACTURERS RECORD ¢ 


Industries the action over have found an answer to this excess- 
cost lubrication problem—in LUNKENHEIMER “Visible” Bottle Oil- 
ors. These efficient, dependable Oilers are fully automatic, and 
being always in clear view, can easily be checked. They leed the 
right amount of oil, in the tight way, at the right time, to the 
tight place...and only when the bearings are in operation. 
Wher machinery stops, the oil feed stops. 

With these Oilers there is no wastage or hazard due to oil spilled 
on floors, uo ofl drip on product, and none ef the loss of time inci- 
dent to frequent bend oiling. Piant production is speeded up.. 
machinery and repair costs lowered... power consumption re- 
duced... fire and accident bit lessened. Descrip circu- 
Jar No. 560 available on request 

SEE YOUR LUNEKENHEIMER DISTRIBUTOR 
Lunkenheimer Distributors are located in principal industrial cen- 
ters. There is one near you, fully equipped to assist with your 
maintenance and operation problems. Call on him! 





SOTTLe Oren 


eoeroring 
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THE LUNKENHEIMER CO Cincinnati 14, Ohio 


SOUTHERN POWER & INDUSTRY © MECHANICAL ENGINEERING 
NATIONAL ENGINEER © PAPER INDUSTRY & PAPER WORLD © TEXTILE WORLD © COTTON 
MILL & FACTORY © FACTORY MANAGEMENT & MAINTENANCE 


OVER ONE-THIRD OF A MILLION POTENTIAL VALVE BUYERS 
Above is one of the ads appearing in the following publications: 














Lunkenheimer advertising 
works constantly for the Dis-' 


























INDUSTRY & POWER 


tributor. Every month, ads 
carry your message to more’ 
than one-third of a mil- 
lion potential valve buyers. 
Prominently displayed, this 
message describes the valu- 
able service you offer— 
directs valve buyers to you. 


Just imagine how long it would 
take your salesmen to make 
these calls. That job is done for 
you every month by Lunken- 
heimer ads which reach people 
—technical men, purchasing 
agents and executives—who do 
valve buying. Every Lunken- 
heimer ad features the valve 
service you render—directs these 
buyers to your door. 


ESTABLISHED 1862 


THE LUNKENHEIMER CE. 


—="QUALITY'= 
CINCINNATI 14, OHIO. U.S.A. 


NEW YORK 13. CHICAGO 6 
BOSTON 10) PHILADELPHIA 7 


EXPORT DEPT, 318.322 HUDSON ST. NEW YORK 13,N, Y, 
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Don’t miss on a single chain order — build up your chain customers 
—set yourself up as the distributor who can furnish the right chain 
regardless of the need. 

The LINK-BELT line includes chains of all types for conveying 
and power transmission— malleable iron, Promal, steel, and other 
metals — in scores of standard sizes with a wide range of attachments. 

In addition to this wide range of sizes and types, LINK-BELT 
Chains are noted for accuracy and durability. These features and the 


Hundreds of ditierent styles of reputation of the name “Link-Belt” will line up as powerful sales 


points for you. Whether for heavy duty, light duty, or specialized 


attachments are available for 
the many types of LINK-BELT applications, the LINK-BELT Chains you sell will fit the job all 
Chains. It makes possible a the way. 

complete chain service with When that next chain job comes up, be prepared with a LINK- 
which you can do a profitable BELT answer ... find out now all about the line and see why you 
sales job when you standardize not only make customers with LINK-BELT Chain but hold them. 


on selling LINK-BELT Chains. 
LINK-BELT COMPANY 


Chicago 9, Indianapolis 6, Philadelphia 40, Atlanta, Dallas 1, Minneapolis 5, 


San Francisco 24, Los Angeles 33, Seattle 4, Toronto 8. Offices in Principal Cities. 
10,509 


« 
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LINK-BELT SPROCKETS match LINK-BELT Chains in 
quality. Each type is designed and built to give the user top 
service and cut maintenance and replacement costs. 

Outstanding in LINK-BELT Sprocket construction are the 
teeth which are ground or cut to fit each type of chain correctly. 
Bores are true and accurate. Because of this, the sprockets give 
long service life. 

When you sell these Sprockets you are not selling just “cast- 
ings” but equipment designed to do a specific job well and eco- 
nomically. There is a correct LINK-BELT Sprocket type and 
size for every application. Made of steel and semi-steel for 

" cut-tooth sprockets and in gray iron, cast steel, or Flint-Rim 
metal for cast-tooth, in standard arm con- 
structions or with plate centers, solid or split 


types. 
~>FLINT-RIM< SPROCKETS 


last several times as long as gray iron sprockets. 
They are especially resistant to abrasive wear. 
Sell them for those jobs where the going is tough. 


CHAINS AND SPROCKETS 


for conveyors « for drives + for power transmission 
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ARE YOU PREPARING FOR 
COMPETITIVE SELLING? 


A carefully-compiled new general catalog will 


% Help your salesmen do a more informative job of selling. 


% Keep your hundreds of present-day products before the 
buyers “round the clock.” 


% Reach into the larger plants to influence the men who 
originate the requisitions for tools and supplies. 


% Give you an economical means of soliciting the smaller 
shops on whom your salesmen call infrequently. 


R. R. DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND STREET * CHICAGO 16, ILLINOIS 
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Charles D. Otterson was appointed 
sales manager of the Bonney Forge 
& Tool Works, Allentown, Pa. 








Knapp Made Head 
Of Clark Bros. 

Osear G. Knapp, vice-president and 
treasurer of Clark Bros. Bolt Co., Mill- 
dale, Conm, manufacturers ef bolts, 
nuts, serews and rivets, was elected 
president and treasurer to succeed the 
late Edwin S. Todd, who died Sept. 16. 

Other officers who will serve with Mr. 
Knapp are Edwin C. Northrop, vice 
president; Dudley H. Smith, secretary 
and general sales manager; Miss Cath- 
erine J. Lamb, assistant treasurer; Wes- 
Jey B. Scott, assistamt secretary, and 
Otto H. Reisch, superintendent. 





Thomas Cruthers was elected a 
member of the board of the Electric _ 
Machinery Mfg. Co., Minneapolis, a -« 
subsidiary of Worthington Pump & ;° 
Machinery Corp. He is a vice presi: 
dent of the parent firm. 








DISTRIBUTORS 


LINE 


...1S A QUALITY LINE 
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Do you need cranes? 


Put that question toa prospective 
customer having difficwky with 
trucking his products within a 
department where the floor is 
crowded with men and machines. 
He may look puzzled but, so much 
the better for that’s your chance 
to tell him how a crane built with 
a ‘Budgit’ Crane Assembly—top- 
running or underhung—will lift 
and travel the load the length of 
his heat-treat department or in 
his machine or moulding bays. 
How a ‘Budgit’ Crane Assembly 
increases the amount of working 
space in his factory or foundry, 
increases his production, lowers 
operating costs. 

Tell your customer how this 
economical crane can be built and 
put to work in one hour’s time! 
That there’s no machining, no 
drilling to do! The crane comes 
complete—except for the I-Beam 
or I-Beam and shaft, which he 
buys locally and saves transpor- 
tation costs. Tell him that one 
man — not necessarily a skilled 
mechanic — can build the crane 
in one hour with no other tool 
fhan a wrench. All he need do is 
follow the easy-to-understand 
directions enclosed with the crane. 

You should tell him, too, about 
‘Budgit’ Swinging Bracket Jib 
Cranes—how they serve localized 
areas to lift and move heavy 
machine parts and tools. 

That’s the way to create a 
demand for ‘Budgit’ Crane 
Assemblies ! 


Write for copies of Bulletin No. 374 
and give one to the man who needs 
more room, He's the man who needs 
@ crane, 


ne ial BUDGIT 


Crane Assemblies 


MANNING, MAXWELL & MOORE, INC. 


MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 
“Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments, 


176 


Merchandising, distribution and servicing of packings were discussed at a 
Johns-Manville ciinic held for Rhode Island Covering Co., Providence, R. |. 
Principal speaker was M. K. Cumming, J-M assistant manager of- packings 
and power specialties. Seated, left to right: Sidney Kullberg, William Story 
(J-M), Nelson B. Swanson, Howard B, Northup, Walter B. Swanson, Sr., 


and Ralph Boothby; standing: 


John Newton, Charles Burdon, William 


Morrison, Mr. Cumming, C. T. Dearborn (J-M), William Graham, George 


Burrill and Paul G..Blampied (J-M). 





Torrence Now Heads 
Link-Beit Company 


George P. Torrence, executive vice 
president of Link-Belt Co. since July 1, 
1946, became president effective Nov. 
1, succeeding William C. Carter. Mr. 
Carter, who had been president since 
December 1942, retired in accordance 
with the company’s retirement plan 
and continues as director and as chair- 
man of the executive committee of the 
board. 

Mr. Torrence, a graduate of Purdue 
in mechanical engineering, was for- 
merly general manager of Rayon Ma- 
chinery Corp., from 1936 to 1944, and 
president of Cleveland Pneumatic Tool 
Co. from 1944 to 1946. Meanwhile, he 
served Link-Belt with whom he has 
been since 1911. 


American Foundry 
Shifts Personnel 


Ardee H. Freeman, district sales en- 
gineer for the Milwaukee territery of 
the American Foundry Equipment ‘Co., 
Mishawaka, Ind., was made special 
project engineer in the Mishawaka of- 
fice. For the past nine years he has 
been engaged in sales engineéring. 

James H. Thomson was made district 
sales engineer for the Milwaukee terri- 
tory to replace Mr. Freeman. Prior to 
taking over the post, Mr. Thomson 
handled sales engineering for Wheela- 
brator special cabinets and Airblast 
equipment. 

Edwin P. Clarke was assigned to the 
Houston, Tex., sales office where he suc- 
ceeds Joseph F. Underway, who has 
been transferred to St. Louis. 








E. P. Reese, Powell Valves repre- 
sentative, discusses a product with 
Ez. M. *Gene” Chilton, supply sales- 
man, at the Graft-Pelle To., Louis- 
ville, Ky. 
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E. Hulings Antrim (seated), presi- 
dent, Antrim Hardware Co., Cam- 
den, N. J., is assisted in manage- 
ment by nephew Ben F. Antrim, 
secretary; son James E. Antrim, 
treasurer; and son Phil C. Antrim, 
vice president. 
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| BRICKLEY DAIRY C0. 


Enjey Golden Health Milk 





=—_— eRicKLey Owvee 


Twinenoon +7979 


@ manny €. McNICHOLS ROAD 


1757-61 
DETROIT 3, MICHIGAN 


July 25. 1945 


Te Deming Company 
Salem, Ohic 
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DEMING TURBIN 
oN Dowble Dilly 
Pumping Job 


The miniature reproduction of a customer's letter 
illustrated above represents the kind of "proofs 
of performance” that help you sell Deming Deep 
Well Turbine Pumps. 


Markets for these popular pumps are practically 
everywhere due to the fact that a dependable, 
economical water supply is a universal need. 


Thousands of large volume users of water who are 
paying high rates for central station service are 
prospects for Deming Deep Well Turbine Pumps. 


Among their many advantages are water lubrica- 


tion of Goodrich cutless rubber bearings which 
protects the water supply from oil or grease lubri- 
cation as none is used. 


Changes in capacity to meet varied conditions and 
to compensate for ultimate wear can be made easily 
as impeller clearance is adjustable from the surface 
with no need to remove the pump from the well. 


For complete information about Deming Deep 
Well Turbine Pumps, write for Bulletin 4700-8. 


THE DEMING CO. * SALEM, OHIO 


Gu cau pune ORE, 


PAN ait deed well turbine puInpas 
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Here Is How We Tell 
Your Customers Each Month About 


PUTNAM %-Séced END MILLS 


THIS is one of a series of monthly advertisements to the 
trade—each directed to one major American production 
industry, and potential users of Putnam end mills. 
These ads stress completeness of the Putnam line, plus 
the immediate availability of more than 800 different 
sizes and types of standard Putnam end mills from 
distributors’ complete stocks. The proven quality of 
Putnam end mills and their established customer- 
preference provide distributors the opportunity to cash 
in on constantly increasing sales volume...and 
greater profits. 


Send for your copy of new Putnam catalog listing and 
describing over 1,000 standard metal cutting tools. 
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NEW LINES 
“Jaken ou by 


DISTRIBULORS 


J. M. Tull Metal & Supply Co., Atlanta, 
Ga., has added the fittings and tube 
bending line of A. L. Parker Appli- 
ance Co., and the flexible metal hose 
line of American Metal Hose Co. 

Raub Supply Co., Lancaster, Pa., has 
been appointed distributor for prod- 
ucts of Carboloy Co.. Inc., in Chester, 
Dauphin, Lebanon, and Lancaster 

_ Counties of Pennsylvania. 

The Circular Tool Co., Los Angeles, 
Calif., acquired the end mill line of 
Melin Tool Co.; products of Chicago 
Screw Co., tool holder line of Cooper- 
Bessemer Corp., and line of Ace Drill 
Corp. 

Wm. H. Taylor & Co., Inc., Allentown, 
Pa., will service all users of cemented 
carbide tipped cutting tools of Car- 
boloy Co., Inc., in the Allentown-Beth- 
lehem-Easton area of Pennsylvania. 

The Reichman-Crosby Co., Memphis, 
Tenn., has added the line of carbide 
tipped tools of Vascaloy-Ramet Co. 





25 Years Ago 
H. D. Edwards & Co., Detroit mill 


and marine supply firm, advises that 
the business, established in 1855, has 
out grown the present building, and 
that the company will move to new quar- 
ters at the corner of Randolph and 
Larned Streets on Jan. 1. 

The magazine’s fourth paid sub- 
scriber, Charles C. McCarthy, a mill 
supply dealer in Syracuse, N. Y., has 
been getting Mitt Suppties for nearly 
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Many P-K Distributors and customers have 
asked if there is anything they can do to help us 
improve deliveries on P-K Self-tapping Screws. 
This friendly spirit of cooperation is genuinely — 


appreciated, 

In answer ... and in the same spirit ... we offer 
these suggestions. If they are followed, it will 
simplify manufacturing problems, help increase 
production, and bring closer the day when we 
can again make immediate delivery, 


* * * 


GOOD NEWS! Orders for alloy steel P-K SOCKET 
SCREWS can be shipped without delay. Parker- 
Kalon Corp., 200 Varick St., New York 14, N. ¥e 
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imple quick-acting clamp screws to looseng and your diaphragm 


ff. Tight-sealing clamp ring eliminates muluple bolts 


Iduo-seal molded diaphragm lips: are automatically self-sealing 


years Of Contre 


new KONTROI 


| engineering “know. how” produced this revolut 


MOTOR 


featuring these design innovator 


® Pressed Steel Diaphragm Casing... ® Enclosed ball 
lighter 


bearing Spring Adjust 
more durable 


@ Rigid Welded Steel Tubular Yoke 


tougher ing Screw 


Streamlined Flow Valve Body with 


calibrated Steel high copacity - unre 


enclosed 


@ long spring fully tricted flow 
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@ Super 
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KIELEY & MUELLER, INC., North Bergen, New Jersey 
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ten years. There is a good chance, too, 
that Mr. McCarthy would have been the 
first subscriber had he not lived so far 
away from Chicago, the magazine's 
home. 

H. Blain Lacy, formerly president of 
the Safety-First Supply Co., Pittsburgh, 
is now special representative for the 
Pittsburgh Supply Co. 

An editorial on world peace points 
out that Japan has added prestige, cash 
and territory as the result of every war 
it has participated in. Now that Ger- 
many is beaten, the Nipponese are the 
ones to watch, the article suggests. 

Secretary of Commerce Herbert 
Hoover recently praised trade associa- 
tions as “an enormous power in com- 
merce, a tremendous power for good in 
industry, and representing a new step in 
the whole social and economic develop- 
ment of our business lives.” 


10 Years Ago 


Alvin Smith has an article titled 
“Selling In Celluloid Collars.” Going 
back 38 years to his own days as a 
“drummer”, Mr. Smith recalls the time 
when he was on the road for the Miller 
Supply Co., in direct competition to 
his father’s firm, the Smith-Courtney 
Co. Things were really rugged, as he 
recounts them. 

Nearly 600 distributors and manufac- 
turers attended the recent joint meeting 
in Chicago. A feature of the second an- 
nual meeting of the Central States Mill 
Supply Club, the men discussed with op- 
timism the prospects for a big year in 
1937. 

The Chandler & Farquhar Co., Bos- 
ton, has housed its model workshop in 
a neat little frame building as a perma- 
nent exhibit on the main selling floor. 
The home workshop is in charge of 
Henry F. Schwaner, a native of Den- 
mark. 

Even a routine order acknowledge- 
ment card may be used for sales pro 
motion purposes, as witness the idea 
recently developed by the Pratt-Gilbert 
Hardware Co., Phoenix, Ariz. The re- 
verse side of its card is illustrated with 
views of the firm’s facilities, and the 
buyer is reminded of the 30,000 sq.ft. of 
floor space. 

Beals, McCarthy & Rogers, Inc., 
Buffalo, is proud of its safety record 
in truck operation—second place in 
New York State for the Year. The sup- 
ply firm has just completed the pur- 
chase of six new trucks designed to 
service both the steel warehouse and 
the industrial supply division. 
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GOOD ChUC 


ARE ESSENTIAL TO LOW COST PRODUCT 


POWER to take fast, heavy cuts...to turn a hot chip that makes the coolant smoke... 
PRECISION that holds each one of a million work-pieces in exactly the same rela- 
tion to the tool...and cuts down your percentage of rejects... 
SPEED that gets a finished work-piece out of the chuck and a rough one im, in a 
matter of seconds... 
These three factors are built into Cushman Chucks. 
Before you decide on chuck equipment for those new machines, consult the Cushman 
engineers; they can provide special work-holding devices that will help you toward 
high accuracy, high volume production at low unit costs. Consult us on any work- 
holding problem. 

THE CUSHMAN CHUCK CO. 

_ HARTFORD 2, CONN. 





A WORLD STANDARD FOR PRECISION a 
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lo bung YOU new customers! 


The experienced rigger, excavator operator, pole man, master me- 


chanic or chief engineer will absolutely insist on Crosby Clips! He 
buys his wire rope and a lot of other requirements from the Crosby 
Clip supplier. Current Crosby Clip advertising—in 24 trade papers— 
makes this brand choice even stronger. Moral: stock Crosby Clips! 
American Hoist & Derrick Co., manufacturers, St. Paul 1, Minn. 
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Composite opinion of purchasing 
agents who comprise the N.A.P.A. Busi- 
ness Survey Committee. 


The trend of opinion which, antici- 
pated declining business, reported by 
industrial purchasing agents a month 
ago, appears to have been reversed. Re- 
sumption of maritime operations, the 
election results and the ending of OPA 
seem to have created considerable opti- 
mism. The change of trend has only a 
slight edge in the reports: some areas 
are very enthusiastic about better con- 
ditions, while others are still very cau- 
tious because the ultimate results of 
price decontrol have not had sufficient 
time to register. 

Generally, business is more confident 
of its own ability to solve the postwar 
price and production problems than in 
any government assistance through con- 
trols. Business demands continue very 
good, with shortages of materials and 
iabor still handicapping operations in 
many plants. If the coal strike is drawn 
out, there will be a rapid paralysis of 
production in key industries, and all 
forecasts will fall flat. It required three 
to six months fully to develop produc- 
tion after the coal and steel strikes last 
Spring and the recovery from any 
lengthy stoppage at this time would 
take as long or longer. 


Prices 


Commodity prices are definitely on 
the march. A general upward surge 
followed the ending of OPA. Most sup- 
pliers are not taking undue advantage 
of the situation and, outside of a few 
conspicuous items, increases have been 
moderate. There is no indication of a 
runaway market. With OPA controls 
removed, some markets became rather 
hectic but, generally, buyers are not too 
alarmed. It is expected that prices will 
level off within a few months, and then 





JALLOY is a special steel particularly applicable for machine 
parts that are subjected to dynamic stresses, sudden shocks or 


abrasive action. It can be forged and heat treated to obtain 


surge 


the desired physical properties. Write for further information. 
sup- 


ntage 


JONES & LAUGHLIN STEEL CORPORATION 


PITTSBURGH 30, PENNSYLVANIA 
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Experience gained over the past seventy 
years has been applied in the development of 
JACKSON products to make them sturdy, de- 
pendable and long-lived. JACKSON products 
offer the outstanding advantages of having 
been time-tested and proved under practically 
every service condition. There are no “weak 
sisters” in the Jackson line. 


From one source of supply it is therefore possi- 
ble to meet all requirements of your industrial, 
railroad, contracting and road-building custom- 
ers. These users have supplied the proving 
ground from which has grown their preference 
for JACKSON products. The preference on 
which alert distributors are building wider and 
bigger business. 








JACKSON MANUFACTURING CO. 
HARRISBURG, PA. 
Est. 1876 - 
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declines may be expected. Some reduc- 
tions are already indicated. 


Inventories 


Inventories in the last 30 days were 
climbing. There is an increase of 100 
percent in the number of reports indi- 
cating higher inventories. More merch- 
andise is being received. However, an 
unbalanced condition continues. Raw 
materials inventories have not increased 
proportionately with supply items that 
are finished products. Buyers, however, 
are trying to reduce and balance inven- 
tories. Stocks are being combed to re- 
duce wherever possible. Many unfilled 
orders of long standing are being can- 
celled. 

The inventory question becomes in- 
creasingly important as we pass from a 
period in which it was impossible to 
build up inventories because of short- 
ages of materials, into a period where 
at one and the same time the possibility 
of building inventories and the danger 
because of the price situation must both 
be considered. 


Buying Policy . 


Little change in policy among indus- 
trial buyers is reported; if any, it can 
be summed up in a word, “caution” and 
more caution. Buyers are beginning to 
tighten up, and will carefully watch the 
trend from here on. High prices will 
further a hand-to-mouth policy. Many 
are expecting price decline protection 
on long-term commitments. Industrial 
buyers are gradually returning to the 
old fundamentals which allow market 
conditions, production needs, inventory 
and sales to control the purchasing 
policy. 


Specific Commodity 
Changes 


Scrap prices have risen rapidly and 
it is felt that many badly needed items 
will not reappear in a more satisfactory 
supply. Special steel sections advanced 
$5 per ton. Further steel advances are 
expected. One steel company has an- 
nounced further advances on pipe; 
others are expected to follow. Non- 
ferrous products are higher due to cop- 
per, lead and zinc advances. Manufac- 
tured items of steel, leather and paper 
have advanced 15 to 20 percent. Paint 
prices are up 20 percent. Stationery, 
office furniture, steel files and miscel- 
laneous office supplies are up 20 per- 
cent. 
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Diagram of 
V- Belt in Sheavé 


/ That Really Get the 
WEAR! 


Look at this diagram of a V-Belt in its sheave. 
You see at once that the sides of the belt do all 
the gripping on the pulley and get all the wear 
against the sheave-groove wall. 


It’s the sides, moreover, that pick up all the power deliv- 
ered by the driver pulley. The sides transmit that power to 
the belt as a whole. And then, once more, it’s the sides— 
and the sides alone—that grip the driven pulley and delixer 
the power to it. 


Is Beawe AONCAVE SIDE / 


Reduces Sidewall Wear 
That It Is JAMPORTANT to You! 


The fact that the side is the part that does the work 
and gets the wear explains why you have always noticed 
that the sidewall of the ordinary V-Belt is the part that 
wears out first. Naturally, then, when you lengthen the 
life of the sidewall you lengthen the life of the belt. 


The simple diagrams on the right show exactly why 
the ordinary, straight-sided V-Belt gets excessive wear 
along the middle of the sides. They show also why the 
Patented Concave Side greatly reduces sidewall wear in 
Gates Vulco Ropes. That is the simple reason why your 
Gates Vulco Ropes are giving you so much longer service 
than any straight-sided V-Belts can possibly give. 


Longer Sidewall Wear Is 
MORE IMPORTANT NOW 


Than ever before! 
Now that Gates Specialized Research has resulted in 


V-Belts having much stronger tension members—tension 
members of Rayon Cords and Flexible Steel Cables, among 
others—the sidewall of the belt is often called upon to 
transmit to the pulley much heavier loads. Naturally, 
with heavier loading on the sidewall the life-prolon 

Concave Side is more important today than ever beet re! 


THE GATES RUBBER COMPANY 
Denver, U .S. A. 
World's Largest Makers of V-Belts 


GATE 


(A GATES PATENT) 


Straight Sided aay, 
Ta Vad | 


How Straigh t Sided 
Wh hig» ® ~~ 4 
en Bending Aroun \ ] 
Its Pulley 


You can actually feel the bulging of a 
straight-sided V-Belt by holding the sides 
between your finger and thumb and then 
bending the belt. Naturally, this bulging 
produces excessive wear along the middle of 
the sidewall as indicated by arrows. 


Gates V-Belt with 
Patented Concave \ reef 
Sidewall 


Showing How Concave 
Side of Gates V-Belt Vric. 2 
pehe eet —— Per- 
ect Fit in Sheave Groove Co 
When Belt Is Bending 


Over Pulley 


No Bulging against the sides of the sheave 
roove means that sidewall wear is evenly 
istributed over the full width of the side- 
wall—and that means much longer life for 
the belt! 








ot tobe seas IN ALL INDUSTRIAL CENTERS ot fensign Countries 
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A Nourishing Business Diet... 


QUALITY 





9¢'2 more than an identification — 
the name “Bower”; it’s a way to win the good will 
of customers—more and more ofthem, all the time. 
For the features of Bower Roller Bearings are the 
_ sturdy qualities that change “‘occasional sales” into 
“regular buyers’’—the Two Zone Contact for per- 
fect alignment; the rounded flange shoulder —elimi- 
nates noise and chipping; the extra large deep oil 
groove that means ample positive lubrication; and 
the flawless craftsmanship expressed in the Bower 
“Super Finish”’. 


Examine your bearing stocks, 
ball and roller—then talk to the 
nearest Ahlberg Branch. You find 
at your service an all-inclusive 
experienge covering every type of 
bearing and application. 


Telephone Your Industrial Suppiy Distributor 


HLBER 


3026 WEST 47TH STREET 
CHICAGO 32, ILLINOIS 








Their hands are on the pulse of the 
business at the Colcord Wright Ma- 
chinery & Supply Co., St. Louis. This 
is the stock room staff. 











MILL SUPPLIES © DECEMBER, 1946 


Skilsaw To Make 
Pneumatic Tools 

Skilsaw, Inc., Chicago manufacturer 
of portable electric tools, has an- 
nounced the purchase of the Forss 
Pneumatic Tool Company of Aurora, 
Ill. The latter company, manufacturer 
of a general line of small, portable 
pneumatic tools, was acquired for a 
cash consideration understood to be in 
excess of $100,000. 

As a result of the acquisition, Skil- 
saw will be able to supplement its line 
of portable electric tools with a line of 
portable pneumatic tools. Sales poten- 
tial of the present Forss plant at Au- 
rora, consisting of some 40,000 square 
feet, aggregates several million dollars 
a year, Bolton Sullivan, Skilsaw presi- 
dent, said. Skilsaw will assume a lease 
on the Aurora plant and has an option 
te purchase the real estate. 

The Forss Pneumatic Tool Co. was 
founded in 1943 by F. P. Forss, who 
for 37 years was identified with the 
Independent Pneumatic Tool Co., of 
Chicago, and his son, John. Both will 
remain with the Skilsaw and will be in 
charge of manufacturing operations at 
the Aurora plant. 

The pneumatic tools will be sold di- 
rect to distributors, along with the Skil- 
saw line, through the latter’s sales or- 
ganization. 


California Chemists 
To Stage Exposition 


The first regularly scheduled Pacific 
Chemical Exposition, featuring an in- 
dustrial chemical conference and dis- 
play for the area,. will be held in the 
Civic Auditorium, San Francisco, Oct. 
21-25, 1947 by the California section 
of the American Chemical Society. 
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Vhine alabaster dies Mean 


In all the world, only in America 
can be found so great and shining 
Cities. ; 

They are, in one, both the symbol 
and the accomplishment of our 
aspirations. They are, in a way, 
America. Ask a couple of million 
returned GIs! 

If beyond our alabaster cities we 
sense the roar of mighty machinery, 
the belching stacks of industry, the 
skill and sweat of human beings... 
they obscure not at all the handi- 
work. For in America we know 
that not alone with ideals, but with 
the “sterner stuff” of toil and re- 


STEEL PIPE MAKES 


sources shall a nation be moulded 
at last. 

So, some practical dreamer it 
was, who watched the first steel pipe 
clank from the grimy benches about 
sixty years ago. Who, in shaping 
the hot metal, gave form and sub- 
stance to fair cities yet to arise... 
cities that became realities because 
these arteries of steel could convey 
water, oil and other essential fluids, 
gas, steam and even some forms of 
solids, over long distances and to 
great heights. 

Actually, the achievement of the 
modern city directly parallels the 


SELES A ALEEEI GENS © 


development and plentiful produc- 
tion of reliable, economically adapt- 
able steel pipe. Yes, steel pipe makes 
it possible! 

The interesting story of “Pipe in 
American Life” will be sent upon 
request. 


Committee on ; 
Steel Pipe Research 
OF 


AMERICAN IRON AND 
STEEL INSTITUTE 


350 FIFTH AVENUE, NEW YORK 1, N. Y, 


IT POSSIBLE! 


PGR CO SE OIE 0 


..» better living through pipes of steel for plumbing and heating purposes. 
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CM rlesGeALloy 
SLING CHAINS 


boast service records 
as long as your arm 


Ask any plant executive or safety engineer. who has 
ed CM Herc-Alloy Sling Chains...their experiences 
will prove the reasons why that once they are put 
1 a job they “stick.” In fact,.CM Herc-Alloy Sling 


Chains shipped years ago are still in service 


The patented Inswell electric welded links and al! 
fittings are of Herc-Alloy formula steel with o tensile 
strength of 125,000 Ibs. per square inch a safety 
factor of 150% compared to ordinary sling chain 


Herc-Alloy seldom, if ever, requires roTalatrel fare! 


There is a size and type to handle your job and 
prove in service that here is sling chain 


alue plus by any method of figuring 


now from. your mill 


COLUMBUSsMchINNON 


CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 
GENERAL OFFICES AND FACTORIES: 120 Fremont Ave., TONAWANDA, N. Y. 
SALES OFFICES: New York, Chicago and Cleveland 
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Display floor and counter at the 
Whitcher Machinery Co, Aberdeen, 
Wash. 


Whitcher Machinery 
Strong On Display 


In its recently completed building in 
Aberdeen, Wash., The Whitcher Ma- 
chinery Co. has made ample provision 
for machinery and equipment displays 
in a rectangular ropm, 70 by 30 ft. 
with a 12-ft. “L” at one end which 
houses a special department for indus- 
trial paints, varnishes, cleaning com- 
pounds and similar “canned” products. 

The city counter is across the wide 
end, with open-stock shelves back of it. 
While the whole room is well lighted in 
the daytime from windows taking up all 
of the 70-ft. side, fluorescent lighting 
of at least 50-ft. candles intensity has 
been provided over the whole area. 

A special feature is the arrangement 
made for window displays on the 70-ft. 
side. A low, wall partition about four 
feet from the windows and about four 
feet high sets off this space and provides 
a background -for displays. From the 
outside, these displays are very effective, 
while the low partition does not inter- 
fere with the normal daylighting. 


Kelting Is Honored 
By Thermoid Award 


Paul Kelting, for the past year Ther- 
moid’s field manager, Oil Field Products 
Division, of Houston, Tex., was awarded 
the Thermoid Achievement Award for 
1945-46. The award is given to no more 
than three employees each year for 
“what is known as approximate human 
perfection in the specific duties per- 
formed for the company.” 

Among ten employees who were pre- 
sented Thermoid Progress Awards at 
a 10-Year Club dinner in Trenton are 
William Overman, sales manager of In- 
dustrial Friction Materials, and Frances 
Mason, secretary to Jack Owen, vice 
president in charge of industrial and 
oil field products. The dinner was in 
honor of 360 employees who have served 
for 10 years or more. 





TO MORE PROFITS 


ll the advantages to jobbers and dealers 
e circle © line of nuts and bolts. . » 


ibecause the uniform, controlled 
every circle © nut and bolt increases 
fficiency . . . calls for plenty of 
at business. 


> your customers and prospects —= 
emand which you can 


e circle ® line of nuts and 
key to more profits. 









ALO BOLT COM 


FICES IN PRI 
N.Y. bd SALES oF Church Stre 


BUFF 


A 
NORTH TONAWAND International Corp-, 50 





S. L. Orr, president of Orr Iron Co., 
leaving for the day. 


111-Year-Old Firm 
Moves To Streamline 


Executives of the 111l-year-old Evans- 
ville, Ind., firm of Orr Iron Co., have 
initiated a program designed to increase 
efficiency of all operations—from ma- 
terials handling to employee relations, 
according to Samuel Orr. vice president. 
Mr. Orr, son of S. L. Orr. president, 
became associated with the firm early 
this year after serving in the Air Tech- 
nical Command. Previous to military 
service, he was in purchasing and ad- 
ministrative work in manufacturing. 

“While it is too early to discuss the 
program,” Mr. Orr said, “we do hgpe 
to achieve economies in operation and 
in other directions. To this end, we 
have engaged the services of manage- 
ment engineers and, at present, we are 
in the process of surveying the com- 
pany’s activities and functions.” 





Hein-Werner Hydraulic Jacks are serving industrial 
plants at many time ahd labor saving jobs. For 
maintenance work or production line operations— 
for pressing, bending, moving or lifting—H-W 
Hydraulics are super-powerful, easy-operating and 
absolutely dependable. Every Hein-Werner Jack is 
factory-tested at 11/, times its rated capacity. Avail- 
able in models of 3, 5, 8, 12, 20, 30 and 50 tons 
capacity. Write us for details. 


Samuel Orr, vice president of Orr 


HEIN-WERNER MOTOR PARTS CORP., Waukesha, Wis. Iron Co., plans reorganization. 
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DICK OFFERS 
hae 3 KEYS 


rease 


ma. TO SERVICE IN POWER 
a - TRANSMISSION EQUIPMENT 

























$5555 oe whe .Y 
ng ~~ 





reccss 


dent. 

int, Barry Steel Split Pulleys . . . V-Belt Drives 
— ... Balata Belting . .. as described in fur- 
ech- ‘ . 

bert ther detail below . . . provide the means of 
5 al meeting power transmission requirements 
ing. in a way which will satisfy your customers’ 
: the needs economically and advantageously. 
hgpe This equipment which constitutes the Dick 
and Line meets distributors needs also . . . for 
, we volume and service. For here, from a single 
lage- source of supply and with small, stock-car- 
desis rying requirements, you can offer exclusive 
com- 


features in design and construction which 
are definitely sa/es features and yet provide 
your customers with equipment which, 
standardized as to sizes, can be installed 
without the necessity of costly changes to 
new or existing power transmission drives. 


(1) Barry Steel Split Pulleys (2) Dick V-Belt Drives (3) Dick’s Balata Belting 


These specially designed and constructed pulleys Accurately machined and ne balanced, Dick This strong, durable belting, of uniform construc- 
e 





f : . Cast Iron Sheaves can be depended on for vibra- tion throughout, provides a highly efficient means 
are light in weight, strong, highly efficient, ac- tion—free performance with a minimum of belt of transmitting power for equipment drives, ele- 
wear. Dick V-Belts are designed for great vators and for conveyor applications. It can be 





curate and easy to install. They are of welded strength, high power transmission efficiency, long depended on for durab'lity, as well as for a 






; life and minimum stretch. They meet the most minimum of either stretch or shrinkage. Its im- 
construction throughout, and carefully balanced rigid requirements for dependability and econ- mypity to water and steam recommend its use 
for smooth performance. omy. for a wide range of applications. 






R.& J. DICK COMPANY, INC. 


PASSAIC, NEW JERSEY © San Francisco, Cal. * Chicago, Ill. * Seattle, Wash. 
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' Here too, is a 
SALESMAN 


Competitive selling is coming to the front again 
and YOUR CATALOG...well planned...carefully 
compiled... properly printed...becomes a powerful 
force in your sales department. 


YOUR CATALOG must have Sales Punch... 
Accuracy... Quality... Appearance. It must present 
Your Complete Line advantageously in order to 
influence buying from YOU. 


Planning a catalog requires the skill and “know- 
how” of experts. The Cuneo Catalog Department, 
long experienced in the compiling and printing of 
catalogs, is at your service. 

Whatever your catalog problems may be, feel 


free to “Call on Cuneo”. A letter or phone call will 
bring a representative...no obligation, of course. 





Cermak Road at Canal ¢« Chicago 16, Hlinois 
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J. W. Chandler, manager of mill 
supplies at J. Donald Fortson, 
Augusta, Ga., takes time out to 
sharpen his pencil. 








Hayes Is Advanced . 
By Oliver Iron & Steel 


Robert M. Hayes was elected secre- 
tary of Oliver Iron & Steel Corp. He 
has been with the firm since 1944 as 
treasurer. Before joining Oliver, Mr. 
Hayes was assistant treasurer of United 
States Steel Corp. of Delaware. He is 
a certified public accountant. 

W. F. Roll, assistant treasurer, will 
serve as assistant secretary. Mr. Roll. 
has been with Oliver for more than 44 
years, during which time he has served 
in many official capacities. 


Lectrodryer Corp. 
Names Representative 


D. B. Gooch of Birmingham, Ala., 
was named sales representative for the 
Pittsburgh Lectrodryer Corp., Pitts- 
burgh, manufacturer of dehumidifica- 
tion equipment. Mr. Gooch will travel 
all of North and South Carolina and 
parts of Alabama and Georgia. 

















“—— hasn't gotten over his Army daze 
yet, eh?" 





EVERY UNITED STATES 
ELECTRICAL TOOL 1S 
ELECTRICALLY AND 
MECHANICALLY CORRECT 
BEFORE LEAVING OUR 
MODERN FACTORY 


And here’s more data to show you why UNITED STATES ELECTRICAL TOOLS 
DESERVE AND EARN YOUR CONFIDE NCE: 


® All tools are subjected to a severe running test .. . 


® A dialectric test of 1,000 volts, alternating current, 60 cycles is 
applied between frame and running parts... 


@ All tools will operate satisfactorily on voltages 5% over or 
under specified voltage .. . 


© All tools are guaranteed for material and workmanship. 


UNITED STATES ELECTRICAL TOOLS 
COVER THE ENTIRE INDUSTRIAL FIELD ‘ 


Contact your DISTRIBUTOR for catalogs, prices and deliv- 
eries on Portable Drills .. . Bench and Floor Buffers .. . 
Bench and Floor Grinders . .. Heat Guns .. . Polishers... 
Sanders ... Surfacers ... Flexible Shaft Machines .. . 
Hole Saws ... Portable Tappers . . . Valve Seat Grinders 
. .. Valve Refinishing Shops etc. PRECISION LATHE GRINDER 


MODEL XX 


PROFIT BY OUR For internal or external grinding. 
6-POINT CERTIFIED Ball bearing grinding wheel spin- 
PLAN OF DISTRIBUTION dles interchangeable. For accu- 
rate work with lathe, planer, bor- 
ing mill, milling machines, etc., in 
vertical or horizontal positions. 


1 Full line 4 Protection 
2 Super-quality 5 Good profits 


3 Economical prices 6 Sales aids 


7he UNITED STATES ELECTRICAL TOOL ZG). 


CINCINNATI, OHIO 
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NOW is the Time 
To Cash in With BARNES , 


é 


53 000forl "Pumps ; 


THE “WHiZ" (10M) 


Complete line of pumps ranges 
from 3,000 ° gallons per hour to 


SOME INDUSTRIAL USES 90,000 gallons per hour. 
FOR BARNES 


Dewatering Elevator Pits - ORE and more mill supply 
Escavnderground Floors distributors and their sales- 
~see and Transferring men are lining up with Barnes as 
Liquids more and more industrial users 
Cleaning oe come to realize the economy and 
Come ashasies and Pumping dependability that go with 
Water won-Gaseous Undergrous Barnes Automatic Centrifugal 
Pumps. For Barnes Pump users 
get “33,000 for 1” performance — 
33,000 gallons of water quickly 
and efficiently pumped for each 
gallon of gasoline consumed. 


Mining . » by 
ntenance ) 
Underground Wiectric. Gas and 


Jeilities anc _ 
Ueeebene Companies 


Barnes users, too, get the bene- 
fit of Barnes precision engineering 
and close tolerance machining 

which make possible direct flow within the pump. There is no 
inner water maze to cause increased friction and lessen suction 
power or discharge pressure. The suction inlet is in direct line with 
the impeller to reduce flow friction and eliminate unnecessary labor 
of the power unit. Low fuel consumption and high dependable 
performance result, for in a// Barnes Automatic Centrifugal Pumps 
water takes the natural, direct flow route. 


Is there any wonder that Barnes Pump users are satisfied users? 
Is there any wonder that Barnes Pump distributors and their sales- 
men are cashing in on Barnes performance? Write today for full 
information concerning these faster-selling, better Barnes Pumps. 





| [JARNES MANUFACTURING CO. 


J Qual %% Pu 2 WManuga "aE for 50 Years MANSFiEto, Onto 
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Gates Is Appointed 
By Whiting-Adams Co. 


Harry A. Gates 


Harry A. Gates was named sales 
representative by the Whiting-Adams 
Co., Inc., Boston, paint brush manu- 
facturers since 1908. Mr. Gates will 
cover central -and eastern New York. 
northern New Jersey and metropolitan 
New York. He lives in North Arling- 
ton, N. J. 


Beaver Manufacturing 
Buys Bliss Supply Co. 


The Beaver Manufacturing & Sup- 
ply Co. has purchased the Bliss Supply 
Co., one of the oldest jobbers of valves, 
fittings and marine supplies in Cleve- 
land. Beaver Manufacturing was 
formed last August with offices and 
warehouse at 1414 W. Ninth St. The 
new firm is headed by Harold P. Gib- 
bons, John S. Domasky, who recently 
resigned from Universal Valve & Fit- 
tings Co., after 23 years of service as 
vice president. 





Back on the job as manager of 
Noland Co.’s Chattanooga, Tenn. 
branch after service in Army ord- 
nance, is C. P. Ward. 








VLE has the wight Valves for ai/ 
your Flow Control requirements | 


200-pound Bronze Globe 


This may sound like a broad statement—but we 
can back it up. Because, through 100 years of mak- 
ing valves—and valves only—Powell has always 
been ready with valves that are right—in both 
design and material—to meet a// demands im- 
posed by the amazing growth of American Industry, 


Today the Powell Line includes Bronze and Iron 
Valves of every necessary type, size, design and 
working pressure; Cast Steel Valves of every type 
in pressure classes from 150 to 2500 pounds; and 
a complete line of Corrosion-Resistant Valves, 
including many special designs and made in the 
widest- range of pure metals and special alloys 
ever used in making valves. 


sales ; ; 200-pound Bronze Gate 
d imeuaneamaien Th at e il C Ci 7 22 Ohi Valve with union bon- 
— seat and disc. @ Wm. Fowe 0., Cincinnati » Vnio net and renewable 
hanu- Large 125-pound Iron ; 
will rg one DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 
York 0. S. & Y. Gate Valve. 
ork, : 
slitan Catalogs on request. Kindly state 
li whether you are chiefly interested 
ed in Bronze, Iron, Cast Steel, or 
Corrosion-Resistant Valves. 
— Class 300-pound Cast Steel 
1 y heck Ive. 
PP") Large 250-pound tron Body Canny Neen Teles 
alves, Bronze Mounted Regrinding 
“leve- Horizontal Swing Check Valve. 
j 150-pound Bronze Gate 200-pound Bronze Re- 
was Valve with screwed-in grinding Horizontal 
and . bonnet and inside screw, Swing Check Valve. 150-pound Bronze Globe 
non-rising stem. Valve with renewable, 
The composition disc. 
Gib- 
ently 
| Fit- 
ce as 
Large 125-pound Iron 125-pound Iron Body 
Body Bronze Mounted Bronze Mounted ‘‘Mas- Class 150-pound Cast Steel 125-pound Bronze Gate Valve Class 300-pound Cast Steel 
0. S. & Y. Globe Valve. ter Pilot” Gate Valve. O. S. & Y. Globe Valve. with screwed-in bonnet. O. S. & Y. Gate Valve. 
of 
nn. 
ord- 
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I Ss oa U { LT A R 0 bi y D Ty C. Bass checks a tension pulley 
\ at the Textile Mill Supply Co., 


=vo Use stituter pe 
; a 





Sales Manager 


Marquette is 100% Distributor Minded . ... 
in fact, the entire Marquette Program is built 
around our outstanding distributors. We know 
that no manufacturer can give his customers better 
service than thru a nationwide system of con- 
scientious, hardworking distributors. 


It is through this system that Marquette has 
become one of the nation’s leading manufacturers 
of high quality Electric Welding, Oxy-Acetylene 
Welding and Cutting Equipment, Welding 
Electrodes and Supplies. 


Marquette and all Marquette Distributors are weed Gi Gabder 

rowing together, and we will inu 
tlt toge — : a : — st alll Ward R. Schafer, was named general 
forward with the best in service, and equipment. sales manager of Ideal Industries, Inc., 


The entire Marquette organization is at your Sycamore, IIll., manufacturer of elec- 
service. trical and mechanical industrial equip- 
ment. Mr. Schafer left his post as vice 
SELL THE BEST .. . SELL MARQUETTE president in charge of sales for Edison 
General Electric Appliance Co., Chi- 

cago, for the new position on Nov. 1. 
In announcing Mr. Schafer’s appoint- 
ment, J. Walter Becker, president, said 
that Ideal, which operates on a jobber 
basis, distributing its products through 
leading wholesalers, has embarked on 
EQUIPMENT an important expansion program. The 

program includes new buildings, addi- 

A.C. ARC WELDERS - ELECTRODES 

GAS WELDING And CUTTING EQUIPMENT 

OU a Te ACETYLENE GENERATORS ACCESSORIES 


REGISTERED U.S. PAT. OFFICE 


tional machinery, and an expanded mar- 
keting program to take care of increased 
production facilities. 
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Chicago Pneumatic Tool Com- 
pany’s portable hydraulic system, 
adaptable to cold riveting, piercing, 
pressing and pulling operations, 
uses Morflex Couplings on the 
power unit shaft between motor 
and pump. Morflex Couplings ab- 
sorb shock, vibration, prolong ma- 
chine life in the severest service. 
MORSE CHAIN COMPANY, 
Detroit 8, Michigan; Ithaca, N. Y. 


BY MORSE ROLLER and SULENT CHAINS 
| and COUPLINGS 
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MACHINE BOLTS by RBaW 


a line of practically unlimited variety 
... but just one standard of quality 


ANY LENGTHS — With the development of the Rod Header, RB&W cold SOLID DIE — This big machine which cold heads in solid dies — insuring 
heads the smaller diameters of machine bolts in the longest lengths. maximum accuracy and soundness — indicates scope of RB&W equipment. 


s one of a series which RB&W is publishing in IRON AGE, STEEL, FACTORY, MILL & FACTORY, PURCHASING, MACHINE 


ELECTRICAL MANUFACTURING, ENGINEERING NEWS RECORD and FARM IMPLEMENT NEWS in order 


your RB&W distributorship ) i! note that the reader is directed to the RB&W distributor 
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HIGH SPEED HEADING — 11,220 pieces an hour is the rate of this THREADING ACCURACY — RB&W cold forms threads in the widegt size 
\"’ header, ; range — for maximum strength and precision. 


RBseW The complete quality line 


RE eee 


The most modern machinery, the 
use of cold-forming methods for 
heading and threading, the finest 
equipped laboratories for analysis 
of raw materials, and a quality con- 
trol system that involves continu- 
ous inspection at the machines... 


assure highest quality and perfect 
uniformity of RB&W Machine 
Bolts. These are characteristics 
which you, as the user, can trans- 
late into faster assembly, greater 
holding power and better appear- 


ance. 


Whatever your requirements may be 
in bolts, nuts, screws, rivets and 
special fasteners, RB&W is your 
logical source of supply .. . offering 
the advantages of a 101-year old ex- 
perience and unsurpassed research 
and production facilities to provide 
you with engineered fasteners of max- 
imum strength and accuracy and 
finest finish. 


= 101 reas Mchen n thians at ah ~~ : 
OY L777 x PL LOL. Ils y, 


AND AUUED FASTENING PRODUCTS + SINCE 1045 
jipment. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY | 


j 








Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill, Sales Offices: Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland, Seattle. 
Distributors trom coast'ta coast. By ordering through your distributor you can get prompt for your normal needs from his stocks. 
Also, the industry’s most complete? easiest-to-use catalog. 
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DO IT BETTER WITH BRUNNER REFRIGERATION 


BRUNNER MANUFACTURING CO. 


th 
BRUNNER Refrigeration Condensors 


@ In the plant of a large producer of die castings and 
manufacturer of air grinders, quenching oil enters this 
cooling system at 132 degrees and comes out at 80 de- 
grees. With a tank holding 2000 gallons of oil, 1000 
gallons are cooled per minute with the aid of a Brunner 
Model W-25000 Condensing Unit. 


This is only one of the hundreds of applications of re- 
frigeration in modern industrial plants that are enabling 
manufacturers to produce superior products quickly and 
economically. If you have a production problem that can 
be solved by refrigeration, why not consult the Brunner 
organization? More than 40 years specialized experience 
in the design and manufacture of compressors qualifies 
its engineers to give you expert advice on any refriger- 
ating or pneumatic operation. Write to: 


BRUNNER 


For over 40 years the Symbol of Quality 


UTICA 1, NEW YORK, U.S. A. 
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Mrs. Ray Langston gets out the 
mail for the C. W. Farmer Co., 
Macon, Ga. Mrs. Langston has been 
with the firm more than five years. 





Morgan Is Made 
Sawhill Superintendent 


Earl E. Morgan was named general 
superintendent of The Sawhill Mfg. 
Co., Sharon, Pa. . He has been affili- 
ated with The National Tube Co., for 
the past 10 years as chief industrial 
engineer of the Lorain Works. He 
had previously been employed as an 
industrial engineer with the U. S. Rub- 
ber Co. 

In his new capacity, Mr. Morgan 
will direct production and fabrication 
of tubular products. Extensive im- 
provements and expansion are being 
completed at the Sharon plant. 


SKF Names Wood 
As New York Manager 


Harrison Wood was named New York 
district manager for SKF Industries, 
Inc., ball and roller bearing manufac- 
turers. He was assistant manager since 
1941 and succeeds John D. William- 
son, who resigned because of ill health 
after serving a head of the district for 
23 years. 








Albert Neill of service sales, looks 
up some prices at the Pate Supply 
Co., Birmingham, Ala. 
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40 BELOW OR 400 ABOVE... 


it’s all the same to 
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TRADE MARK REG. U. S. PAT. OFF, 


SPECIALIZED 
LUBRICANTS 


Numerous case histories ...two of which are 
related here... supply convincing proof of the 
superiority of Keystone Specialized Lubricants 
for applications where temperatures are extreme. 


This superiority is due in part to the fact that 
Keystone Lubricants are specialized lubricants . . . 
designed to meet specific needs. They are 
manufactured by an organization of lubrication 
engineers with a background of 62 years’ experi- 


ence in the development and production of high 
quality greases and oils. 

Keystone Specialized Lubricants are made in a 
complete range of types, consistencies and den- 
sities for operating conditions of every kind. All 
are fully described in the Keystone Application 
Guide which contains the handy Keystone 
Selectors of bearing, gear and pump lubricants. 


Write for FREE copy. 





40°F. BELOW ZERO 


A manufacturer of amphibious 

vehicles checked the sub-zero per- 

formance of various greases in a 

cold room where the temperature 
was minus 40°F. After a specified time a small tractor towed 
the vehicle from the room. The draw bar pull test for 3 
different greases resulted a8 follows: Grease ‘‘A”—1100 
foot pounds, Grease ‘B” 900 foot pounds, Keystone No. 
84 Med. 26 foot pounds. 





400°F. ABOVE ZERO 


A large steel foundry had trouble 

trying to lubricate the roller bear- 

ings of their annealing-oven car 

“ wheels. The high-temperature 

greases being used carbonized or coked at operating tem- 

perature (which reached approximately 400°F.) Keystone 

#15 XXX Heavy not only solved the problem, but also 

effected a saving of lubricant, increased life of bearings 
and reduced maintenance costs. 








KEYSTONE LUBRICATING COMPANY - Est. 1884 + 21st, Clearfield and Lippincott Sts., Philadelphia 32, Pa. 


The Keystone distributor near you will be glad to cooperate in making Keystone Specialized Lubricants available to your customers. 
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Since 1857 


L know theyre goo 
theyre KLEINS’ 


Talk to any man who knows good tools, he’ll tell 
you his preference is for Kleins. 


To linemen and electricians, radio repairmen and 
mechanics, good workmen in every field, quality 
tools are important because this quality is reflected 
in the work they do. Drop forged from fine alloy 
steel by handcraftsmanship methods, each pair of 
Kleins has the proper balance . . . just the right 
spring to the handles to minimize hand fatigue... 
a fitted hinge that keeps the jaws perfectly aligned 

. carefully matched cutting knives that stay keen 
for years of service. 


You'll want to stock Klein pliers for your best 
customers. While the demand for these fine tools still 
exceeds the supply, your requirements will be filled 
as soon as possible. Keep Kleins on order. 


of the Klein Pocket Tool Guide, show- 
¢ Klein line and containing useful 
pa ‘iaercbabion, will be sent on request. 


WRUEES mmm MLEIN= & 
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It must be good news when the , 
assistant sales manager smiles. T. 
S. Ramsaur of the Hyman Supply 
Co., Wilmington, N.C.. is pleased 
with some figures. He has been, 
with the firm 15 years. 


Milwaukee Chaplet 
Appoints Houghton 





R. D. Houghton 


R. D: (Don) Houghton was made 
general manager of the industrial ma- 
chinery division of the Milwaukee Chap- 
let & Mfg. Co., Milwaukee, Wisc. Mr. 
Houghton was formerly associated with 
the Chain Belt Co. as an export execu- 
tive specializing in the export sale of 
construction equipment. He has had 
many years of practical experience in 
sales promotion, advertising and devel- 
opment of export business. 

Among Mr. Houghton’s new duties 
will be the expansion of markets for 
Milwaukee Chaplet’s machinery lines, 
including the Milwaukee-Tessmer sprue 
cutter for light metal foundries, the 
Milwaukee die filer and at least one 
new companion-machine to be am 
nounced shortly. 
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THE LINE THAT GI 


VES You 


37] In SALES! 


AU) eed 
> L AXEL ean <> > a 


J. Bryce Weaver, general manager, 


W. T. Weaver & Sons, Washington, 
WELDING and CUTTING EQUIPMENT D. C., likes to pour over MILL 
SUPPLIES to see what his many 
Buroox helps you build a substantial volume of profitable friends in the industry are doing. 

new business by making 3 sales grow where only | grew 

before. Through’ this one source of supply you not only 
meet your customers’ increasing needs for welding equip- ‘ Sault In Field For 
ment, but you sell them cutting accessories, and the safety ® 
equipment they need as well. Sales helps and engineering Hollingshead 
service are available to assist you in selling at all times. j Charles A. Sault has joined the in. 
Increase your profits by tieing in with the fastest growing Y dustrial division sales staff of the R. M. 
line in the field today. Get acquainted by writing for free > V4 Sates Con Conten 2 
new page catalog today! * j pace P.s , oe a 





After a period of study of research and. 
manufacturing methods in the Camden 
plant, Mr. Sault will be assigned to the 
Washington and Oregon territory, with 
headquarters in Seattle, where he will 
be responsible for the distribution of the 
Welding & Cutting Torches Goggles and Spectacies Deluxe Portable Truck firm’s chemical maintenance items. 


Ahiberg Advances 
Two Eastern Men 


Welding Cable 








i al 


Welding or Cutting Outtts a ll oan tan P. J. Aquilino Henry J. Shuster 


P. J. Aquilino and Henry J. Shuster 

THE B 
URDOx LINE INCLUDES 7 were appointed assistant manager in 
~ the Washington and Philadelphia 


Welding & Cutting Outfits © Brazing Rods * Lead Burni i i 
Tools ¢* Regulators and Torches ° S cutting. Machines 7 ny — ae branches, segeninty, ypc ene 


ing Clothing." Apoicaor ban »*"" Wedges and Wedge tars ="'Cnlierrece =. Cams; | Bearing Co. Both men will serve unit 
mae cae a9 os oe Welding Rods * Face Shields * Cable © Lighters * Soldering and the direction of James Herman, recently 
: appointed Eastern district manager. 
The BURDETT Oxygen Co. (Established 1924) 3328 Lakeside Ave, Cleveland, 0,|  Ablbere recently opened new quar 
ters in Kansas City in a newly com- 
pleted building which provides 10,000 
sq. ft. of floor space to accommodate 
increased stocks of all types of bear- 
ings for automotive and industrial use. 
i at tans sesceceeeeceeee g} O. K. Wright, who recently marked his 
25th year with the firm, will continue 
as branch manager. The new quarters 
STATE... ccccccccccccccee are at 1517 Walnut St. ; 





The BURDETT OXYGEN CO. * 3328 Lakeside Ave., Cleveland 14, Ohio 
Send free copy of new BURDOX Catalog te 


EE eh sick oiesiledk alae tintha iil jevvastads 
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PRECISION PROTECTION 


to within 3/1000 of an inch 


HE utmost in padlock protection—that’s 

what customers want —and get —with 
Slaymaker 800 and 900 padlocks. Property 
is dependably safeguarded by their genuine 
pin tumbler mechanisms. 

Each of the solid brass pins is made in 
two parts. Only when the right key lines up 
all the pin tumblers to within 3/1000“— at a 
point where the two parts of the pin meet— 


Paramount in 


will the cylinder turn...the lock open. A hair- 
breadth variation and the lock stays shut. 
Slaymaker 800 and 900 padlocks combine 
precision protection with permanent good 
looks. The husky, lustrous Zamak case is 
rust proof and scratch proof. 
Ask Slaymaker to send you full details 
today. 
SLAYMAKER LOCK COMPANY, LANCASTER, PA. 
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PROVED 
EFFICIENCY 


GEARED to 
VOLUME SELLING 
thru DISTRIBUTORS 


New, big volume industrial markets for 
OTC TOOLS were opened up by War 
production and maintenance needs in 
industry and combat service. The IM- 
PORTANT savings in time, manpower 
and critical machine parts made pos- 
sible by the OTC PULLING SYSTEM 
have become more widely known and 
accepted than ever before. There is a 
continuing and expanding demand 
for OTC TOOLS—including a com- 
plete line of Pullers, Box Wrenches, 
Special Tools and Service Sets for 
Aviation, Diesel Engine, Industrial, 
Power Machinery and Refrigeration 
Maintenance. 

The OTC Merchandising Plan is set 
up to develop and supply these new 
and greater markets—through Indus- 
. trial Distributors and Mill Supply 
Houses. Many Distributors are already 
geared into the OCT Program. 
Prompt shipment now being made 
on stocks. For full details, write for 
booklet “OTC Merchandising Plan” 


OWATONNA TOOL CO. 


312 CEDAR ST., OWATONNA, MINN. 


MAINTENANCE | 


TOOLS 


Raye. 
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WIDESPREAD 
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DEMAND 
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Chalfant Elected 
National Director 


Henry Chalfant 


Henry Chalfant, descendant of one of 
the founders of Spang-Chalfant, now a 
division of the National Supply Co., 
was elected a director at a meeting of 
the board. He will fill the vacancy re- 
cently created by the retirement of 
P. J. Shouvlin. ‘Mr. Chalfant is assist- 
ant secretary of National Supply. Dur- 
ing the was he was in the African and 
European campaigns as a lieutenant 
eolonel in the Army Air Forces. 


Bearfoot Assigned 
By Kennametal, Inc. 


Harry W. Bearfoot will represent 
Kennametal Inc., Latrobe, Pa., working 
out of the Philadelphia office at 3701 
North Broad St. 


Walter B. Briggs, formerly manager 
of the Power Transmission Division 
of Ideal Industries, Inc., has been 
appointed general manager, Power 
Transmission Division of Lovejoy 
Flexible Coupling Co. 
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Da SELL Cost-Saving, One-Operation 
an an 

utenant 


TO A WIDENING MARKET! 


present Today, in an era of risimg production costs, rubber-cushioned Brightboy 
vorking 


t 3701 offers your customers an opportunity to cut manufacturing expenses 
i 


through one-operation, close-tolerance BURRING, FINISHING and 
POLISHING. 


Brightboy gives you the opportunity to recommend these cost savings and 
multiply your sales volume in the widening fields of metal and plastics 


finishing. 


*BRIGHTBOY STANDARD 
—Favorite for burring, finishing 
and polishing on the widest va- 
riety of metals and metal parts. 


*BRIGHTBOY TUFF-TEX— 


Tougher texture, for finishing 
hard metals. The tougher binder 
accents the abrasive action, yet 
retains the soft rubber cushion, 
finishing and pre-polishing in one 
operation, 


*BRIGHTBOY FINE-TEX — 


Smoother, fine texture for work 
on softer metals, producing spe- 
cial finishes and for applications 
where the coarser wheel might 


not be suitable. 


r 


Write fer details of Brightboy’s inviting success- tee 
> Daa Row 


proved selected-distributor plan. > Brightboy., 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER COMPANY, Newark 7, N. J. 


nager 
vision 


et Brisht the SOFT RUBBER BINDER 
ibeked CUSHIONS the Absastie 
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<oartts we 
~~ CREM 


The Chicago Screw Company 
is ‘‘distributor-minded.” Factory- 
trained salesmen give individual 
attention to each distributor ac- 
count, and are constantly alert to 
difficultiesthat come up inthefield. 
“Chicago” Standard Screw 
Products are accurately made of 
finest quality materials, and a 
sound dealer policy is a vital part 
of our merchandising system. 
Our method of selective distri- 
bution, margin of profit, sturdy, 
clearly marked packages and ag- 
gressive advertising combine to 
make our dealers agree that 
“Chicago” Standard Screw Prod- 
ucts are made right and sold right. 








15 
CHICAGO STANDARD 


SCREW PRODUCTS 


all of one quality— 
the finest 


6 
Complete line includes: 


Socket Head Cap Screws 
Socket Set Screws 
Stripper Bolts 


Square Head Dog Point Set 
Screws 


Pipe Plugs 


Keys tor “Safety Plus” 
Products 


Hexagon Head Cap Screws 


Square Head Cup Point Set 
crews 


Headless Set Screws 
Fillister Head Cap Screws 
Flat Head Cap Screws 
Taper Pins 

Milled Studs 


Semi-Finished Hexagon 
uts 














Roland A. Hall of Portland, Ore., 
reports activity in Oregon and 
southwest Washington along the 
Columbia River. Established in 
1936, Mr. Hall’s business employs 
two outside saleSmen and two in- 
side. Tools, power plant equipment 
and bearings are stressed. 





Griffin Ils Appointed 
Van Horn Purchaser 


James F. Griffin, recently released 
from the Army after three years of 
service. was appointed purchasing agent 
for Oliver H. Van Horn & Son, Inc., 
Houston, Tex. Mr. Griffin, who rose 
from private to captain during his Army 
career, was stationed as troop move- 
ment officer at Finschafen, New 
Guinea and also spent some time in 
Australia. Before entering the Army, 
he was purchasing agent for three years 
in the Mid-Continent office of Kobe, 
Inc., Oklahoma City. Earlier, he served 
with Primrose Refining Co., Wichita 
Falls; Wirt Franklin Petroleum Corp. 
and Indian Territory Illuminating Oil 


Co. 





These Fine Products are sold only thru Authorized Distributors 


THE CHICAGO SCREW Lo. 


ESTABLISHED 1872 


1026 So. HOMAN AVENUE CHICAGO 24, ILL. 


William J. Sherman, senior partner 
in Sherman Bros. Mill Supply Co.,° 
Louisville, Ky., checks the valve 
stock. 
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... were made for you 
this year by DUFF-NORTON 
to help you sell more 


DUFF-NORTON JACK 11% Million sales invitations directing 
ADVERTISING IS APPEARING jack buyers to you—making easy-to-sell 
REGULARLY IN THESE PUBLICATIONS ° Duff-Norton Jacks still easier to sell— 
... read by your customers keeping potential buyers aware of the 
eee pointing the customer fo you sturdy construction, simplicity of de- 

= sign, low maintenance, working safety 
Mill & Factory and dependability that make Duff-Norton 
Factory Jack users come back for more. Duff- 
Construction Methods Norton advertising, backed up by a 
Contractors and Engineers Monthly nationwide direct mail program, is 
Industrial Equipment News designed for you—to help you sell by 
Western Industry keeping your customers constantly in- 
Coal Age formed about the world’s most complete 
Mechanization line of jacks for industry. Look for 
Thomas’ Register Duff-Norton to lead the way again in 
MacRae’s Blue Book 1947 with jack advertising. 


DUFF-NORTON—The World’s Most Complete Line of Jacks 


§$FbRo 


RATCHET JACKS SCREW JACKS AIR MOTOR JACKS HYDRAULIC JACKS 





DUFF-NORTON 
JACKS 


THE DUFF-NORTON MANUFACTURING COMPANY 
PITTSBURGH, PA. 
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Darts Don’t Drip 


BECAUSE THEIR TWO BRONZE 
SEATS ARE SPECIALLY GROUND 
TO MEET IN A TRUE BALL JOINT 


Darts close to a drop-tight connection—close smoothly 
and easily, because both bronze seats are carefully 
ground to form a true ball joint. If needed in other loca- 
tions they may be uncoupled instantly and without the 
slightest damage. Bodies and nuts are of high-test air- 
refined malleable iron—are practically indestructible. 
That’s why Darts are cheapest in the long run. 


Y 


Ny 


ly Y . 
| 


Are you familiar with the interesting 
Dart Jobber policy? If not, it’s 
well worth sending for. 


My 


—_— 


Be 


E. M. DART MANUFACTURING CO. 
PROVIDENCE, R. |. unrtons 
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Earl |. Trexler, pricing clerk at 
Wm. H. Taylor & Co., Allentown, 
Pa., recently returned to the job 
from Army service. 





Kennametal Makes 
New Appointments 


Max J. Caylor was made mining dis- 
trict representative for Kennametal’s 
Pennsylvania territory, which comprises 
of Pennsylvania and Ohio and with of- 
fices at Latrobe. 

George E. Smith and Wednell F. 
Grubbs were named representatives for 
the Philadelphia office, and E. C. Kelly 
was named representative for the De- 
troit office. 


Cannedy-Otto Co. 
Appoints Salesmen 


Kenneth J. Moran and John W. Bea- 


| chem will call on distributors and job- 


bers as direct factory representatives 
furnishing data and desired information 
for the Cannedy-Otto Co., manufac- 
turer of precision drilling equipment, 
Chicago Heights, Ill. Mr. Beachem, 
who will handle the southern territory, 
has been fully trained in the drill press 


| line, having served in the tool and die 
| industry before being commissioned an 


officer in the Army Air Forces. 

Mr. Moran, formerly service engineer 
for Foster Machine Co., will call on 
dealers and jobbers in the middle west. 


K. J. Moran J. W. Beachem 





SPRING LOCK WASHERS 


TO DEFEAT RUST 
"’ CORROSION 


Rust... corrosion... deterioration of metal parts 
often means loose assemblies and breakdowns 
unless the bolt or screw is equipped with a spring 
lock washer. 

A spring lock washer, like a Diamond G Lock 
Washer, will keep a constant tension between the 
bolt, the metal parts and the nut. Any loosening 
that may take place because of rust or corrosion 
is immediately taken up by Diamond G Con- 
trolled Tension. 


Remember there is only one Diamond G Con- 
trolled Tension Lock Washer. This exclusive 
tension quality is built into every Diamond G 
Lock Washer by precision fabrication and heat 
treating. It permits full tightening of bolt and 
screws, safeguarding against excessive vibration, 
shock and wear. 

Next time specify Diamond G's! For samples 
and full details on the new ASA and SAE specifi- 
cations on spring lock washers just write to... 


GEORGE K. GARRETT CO., INC. 


1421 CHESTNUT STREET, PHILADELPHIA 2, PA. 


MANUFACTURERS OF 


TUL Roa 


* FLAT WA TAMPING * « SPRINGS «© *« HOSE CLAMPS + «+ SNAP AND RETAINER RINGS 
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Naylor Pipe is right down the 
alley in meeting your customers’ 
— requirements on many 


— applications. The performance of this distinctive lightweight 


pipe will make it worth your while to strike out after business. 


The new Naylor Catalog will 
give you the score. Write for 
it today. 


NAYLOR PIPE COMPANY 


Gene ral off te 
92ND STREET 





* CHICAGO 19. ILLINOIS 
New York Office 


NAYLOR LOCKSEAM 
SPIRALWELD PIPE 


A 
ven 


* New York 17 N.Y 
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Parks Dodd, inside salesman for the 
Battey Machinery Co., Rome, Ga., 
believes in getting things done by 
going into the stock room for an 
item himself. 





OPA Price Records 
Must Be Maintained 


Businessmen are required to preserve 
for one year from the date of any or- 
der exempting or suspending any com- 
modity from Price Control, all records 
documents, reports, books, accounts, in- 
voices, sales lists, sales slips, orders, 
vouchers, contracts, receipts, bills of 
lading, correspondence, memoranda, 
and other papers and drafts and copies 
which were required to be made or kept 
by any of the Price Control orders ap- 
plying to that commodity previous to 
the suspension or exemption, the Office 
of Price Administration revealed in an 
amendment recently. 

















"©. K. Digby I'll take a dozen" 





Protect THE BEARINGS — 


FOR CONTINUOUS COTTON CLEANING 


@ Built by CONTINENTAL GIN CO. 





# a - 
Bet i eae 
ps gee 
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Where lubricant leakage, dirt and lint 
might have numbered the days of 
bearings in this Impact Cleaner, you 
find sturdy, compact XLS Pillow 
Blocks. These pillow blocks pay for 
themselves within a short time by 
keeping lubricant in, dirt and lint out. 
Their accurate machining assures a 
precision bearing fit. Madg in two 
pieces, they're easy to assemble, 
inspect and lubricate. Contact your 
nearest Authorized SHUG Distrib- 


utor, or write direct. 6152 


SisF INDUSTRIES, INC. 
Front St. & Erie Ave., Philadelphia 32, Pa. 





For Utmost 
Precision... 


Keith Bates (left), manager of The 
Lorenz Co.’s branch at Klamath 
Falls, Ore., talks things over with 
Art Iverson, office manager. 





Black Mfg. Co. 
Appoints Arnold 


George A. Arnold was appointed Chi- 
cago district manager for the Black 
Manufacturing Co., Baltimore, Md. 
Formerly manager of the service depart- 
ment in Baltimore, Mr. Arnold will now 
make his headquarters at 1411 South 
Michigan Ave.. Chicago. He will de- 
vote his entire time to jobbers of paint 
spray equipment and gas welding ap- 
paratus. 


... recommend Stevenson Takes 


Desmond Diamond Tools ‘gees | U.S. Rubber Post 


FOR PRECISION truing and nibs) with hard- 

dressing of grinding wheels, you earned know-how, 

can recommend Desmond dia- and stand behind ev- 

mond dressers with full assur- _ ery single one. 

ance that they will serve long If you do not have a 

and well. You see, Desmond copy of our Catalog No. 
specializes in grinding wheel 45, write for one today. It 
dressing tools and makes the will help you recommend 
most complete line of such tools __ the right tools for individual 
you can get. We select rough jobs, open new accounts and 
diamonds with extreme care, keep profitable repeat business 
mount them (in hand tools or coming in month after month. 


THE DESMOND-STEPHAN MFG. COMPANY ¢ URBANA, OHIO 





James E. Stevenson 


- 
De pated ve “4 James E. Stevenson was named man- 
ager of V-belt sales for the United 


States Rubber Co., it was announced by 
the lete line of grindi heel ’ 
ae Neate ieiiac int it Frank M. Urban, merchandise manager 


D ay e 8 s F t 4 ES C U TT & R 5 of the mechanical goods division. Mr. 
: Stevenson was New York district sales 
L manager for L. H: Gilmer Co., a U. S. 
Rubber division. He began his career 

with Gilmer in 1934. 
Mr. Stevenson is a native of. Phila- 
Cor ae. delphia, having studied mechanical en- 
gineering at Drexel Institute. His pres- 
MORESSERS CUTTER TYPE DRESSERS aa and i STEEL-SLIDE "VISES ent home is at Mountain Lakes, N. J. 
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BY KEEPING YOU POSTED 
Your Carboloy Sales & Service Engineer 
‘ is available for your sales meetings, to 
od Chi- discuss the new products, to review new 
Black carbide sales techniques, acquaint you 
, Md. with the complete line and who buys 
lepart- it, “hash over” technical problems, etc. 
ill now 
South 
ill de- 
f paint 
ng ap- 


BY HELPING ON MERCHANDISING 


He not only knows the technical side of 
carbides, but he can help you on the mer- 
chandising phase, too. He can assist in 





1 man- - : : “a 

United planning your direct mail advertising, 
db surveying your market, helping on spe- 

oe vs cial programs, and in many other ways. 

anag' 

». Mr. 

t sales 

) U.S. OUR MEN WORK WITH YOURS, 

career 

Phila. Carnlr0ke fer Saleh 

cal en- Z 

NLD. 


BY HELPING ON TECHNICAL PROBLEMS 


He'll be glad to lend a hand on special 
problems—tooling up an entire plant, do- 
ing a complete plant survey, engineering 
a tough application, etc. His all-around 
know-how will help you get the job done 
speedily and well. 





peoLoy COMPANY, 


STANDARD TURNING, BORING, FACING TOOLS ¢ STANDARD BLANKS 


BY HELPING DEVELOP NEW BUSINESS 


When you're calling on a good prospect, 
and carbide applications involve special 
problems, the Sales & Service Engineer 
can often help. His specialized knowl- 
edge of Carboloy products—and their 
great performance story—may help close 
those deals faster! 





(TR £. 8 Mile Street, 


inc., 13 


Detroit 32, Michiger 
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OSS A MET mg 
. t Se 


yd 
“SCREWS 


Maddock & Co., Philadelphia, has 
its share of Army and Navy Alumni. 
They are (left to right): Charles 
* Socket Set © Socket Screws Hummel, assistant purchasing 
ae , agent, Navy; Gomer D. Morgan, 
Screws _ Dardelet Thread store sales, AAF major; Otto Ran- 
kel, order clerk, Navy; and Frank 
Rankel, store sales, Navy. 


© Socket Head © Socket Screw 





Cap Screws ‘ : Ze Keys 


Owen-Richards Sends 
Out New Catalog 


The new catalog of the Owens-Rich- 
* Socket Head = & © Socket Pipe ards Co., Inc., Birmingham, Ala., was 
Stripper Bolt ” Plugs issued recently. It is a sturdily-bound 
volume of 418 pages of coated stock fea- 
turing the complete lines of industrial 
products handled by the company, * 
mainly power transmission, bearings, 
welding equipment, but covering a 
complete assortment of industrial and 
agricultural supplies. The cover is red 

and the lettering is in tan. 
More space than ordinarily provided 
for such detail, is devoted to technical 


USES AND APPLICATIONS 
KEEP MULTIPLYING 
CONSTA NTLY reference data on bearings, power trans- 


*BLUE DEVIL Screw Products have set a pumps, taps, dies, drills, grinding 


standard for manufacturing perfection. The a. 


General Electric 





reason is obvious—first, they are manufac- 
tured with great precision and care, then they 
prove equal to any requirement, and they are 
safe and dependable for high precision work. 
They will continue to uphold and sustain these 
records and their importance to industry 
means good business for you. Make us your 
supply source for Screw Products that have a 
good sales future . . . BLUE DEVIL Screw 
Products! 


Transfers Derby 


Homer W. Derby was named works 
accountant of General Electric Co.’s 
new laminated plastics factory at Co- 
shocton, Ohio, after having served in a 
similar capacity at the Lynn factory 
which is now in the process of being 
transferred to Coshocton. 








Charles H. Wyckoff (seated), pro- 
prietor, and Ed Udy, manager, Mill 
Supply & Hardware Co., Trenton, 
N. J., are pleased with their one- 
story bullding, occupied in 1945. The 
panelled offices adjoin a large dis- 


4445 N. KNOX AVE. CHICAGO 30, 


play and counter area. 
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Subject: WRIGHT HOISTS -1946 





en This little matter of Selling:— 


umni, 

arles 

asing Never before has the mill supply distributor 
a. and his salesmen had such an opportunity 


‘rank to serve industrial America. 


— Practically every manufacturer faces rising 
costs. Labor will cost more and raw materials 


Rich will be higher. While some reductions in 


., Was taxes are expected they still will remain 

— higher than in 1941. BUT the manufacturer will 
ustrial be unable to raise his prices in proportion 
apany, ° There are two reasons for this: (a) the 
“ye Government won't let him, and (b) too high 

il and prices would limit demand, reduce production 

is red and cause unemployment. 

oo The answer is vastly increased production 

nical 





trans- efficiency. 
Iding, 
inding That's where the distributor and his salesmen 


come in. You know the drills that will make 





more holes per grind. You know the taps which 


will last longer. You know the hoist which 
works 





Co.’s has the lowest maintenance. You know how 
Song to solve material—handling problems. Or, if you 
In a 


actory don't, you know where you can get the informa-— 


being tion, which is the same thing. And, in the 
matter of hoists, cranes or trolleys, WRIGHT 


is noted for dependability. These precision— 





made machines are backed by long experience 
in solving material—handling problems. Here 
is an unbeatable combination for helping 


America boost production efficiency. 





a me 
PNG our WOT all 





co York, Pa., Chicago, Denver, Los Angeles, San Francisco, Portland, New York, Bridgeport, Conn. 
« 


Mies 
BS. WRIGHT MANUFACTURING DIVISION 


A a AMERICAN CHAIN & CABLE 





In Business for Your Safety . 
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| gneve repeat sales are a sure index to any 
product’s value, the ever-increasing popu- 
larity of Griffin Hack Saw Blades is something 
no mill supply house can afford to overlook, 
Griffin sales repeat because: 


qm Griffin Blades have precision quality — 
maintained through more than 65 years of 
progressive manufacturing methods. 


Qa the Griffin line of power and hand saw 
blades is complete—a right blade for every 
metal-cutting purpose. 


ge Griffin Blades are backed by a sound sales 
policy and informative advertising to blade 
users. 


4 Griffin's large production facilities enable 
prompt deliveries. 


Profitable territories are still open for more 
complete Griffin representation. Write for 
our proposition. 


General Sales Agents 


JOHN H. GRAHAM & CO. Inc. 
105 Duane St., New York 8, N. Y. 


eo ee 


Salesmen and service unit of the 
W. J. Riley Supply Co., Monroe, La., 
snapped on an inspection of the new 
building in which the firm is housed. 


Shields Entertains 
Ellsworth Customers 


More than 110 customers and associ- 
ates of The Ellsworth Steel & Supply 
Co., Stratford, Conn., were guests of 
the company at a get-together held in 
the firm’s building. Feature of the even- 
ing was a talk given by Jack Shields, 
representative of Standard Pressed Steel 
Co., Jenkintown, Pa., on a motion pic- 
ture he made -entitled “Modern Mex- 
ico”. In addition, Mr. Shields also 
showed pictures of a bull fight and cock 
fight. 

Refreshments were served after the 
pictures and customers were invited to 
inspect The Ellsworth Steel & Supply 
Co.’s quarters and stocks. 





Alderson Becomes 
Raybestos Engineer 


E. L. Alderson was named field engi- 
neer for oil field rubber products, by 
Raybestos-Manhattan, Inc., Manhattan 
Rubber Division, Passaic, N. J. He 
served for many years as the firm’s 
sales representative in the Texas and 
Gulf coast areas. He will operate as 
field engineer, covering the country and 
will maintain local headquarters at 
Houston, Texas,- but will be part of 
Manhattan’s product engineering de- 
partment of Passaic. 








Max Adolfs, salesman for Terre 
Haute (Ind.) Heavy Hardware Co., 
finds himself between E. M. Canat- 
sey, industrial buyer, (left), and 
R. J. Voges, automotive buyer, 
(right) in a discussion on deliveries 





2 MADE BY 6. W. GRIFFIN CO., FRANKLIN, N. H ° . SINCE 1880 , and shortages. 
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When you use pipe 
call for the pipe that offers most* 


NATIONAL stece rire 


NATIONAL offers 
ate pipe satisfaction 


It is uniform, 


trong: nd 
2 it threads ane 
j ds readily. : 

pg available in corre 
. teel to resist atmosP 

$s 


ion. [ 
4 wre original scale tree pies 

i ee 
butt-weld size xa = 


ductile, and 
1 
coils and 


are made we’ 


ical process- , 
5 ee sizes are Spel 


lerized to minimize corro- 


sion. gest and 


the world. 
7. Wis manuf 
material to 
by one oF 

g. it is given 
and exac 
spections. 


igh-grad 
9. Iris sold by only ae are le 
* distributors pees 
been con 
™ pabonee . offer the most 
value ot lowest cost: 


from raw 


actured d product 


ting tests and in- 


NATIONAL Steel Pipe is the most 
widely used pipe in America. And 
that’s not because NATIONAL Pipe is 
produced by the largest maker of tu- 
bular products in the world, nor because 
we've been making NATIONAL Pipe 
for more than half a century. The basic 
reason is that NATIONAL Pipe gives 
the most service per dollar of cost. 
For a hundred-and-one jobs around 
industrial plants, factories, shops and 
mills, in industrial and commercial 
buildings of all kinds, the use of 
NATIONAL Pipe has become almost 
standard practice. Architects, engi- 
neers, contractors and maintenance 
men have confidently specified 
NATIONAL Pipe, year after year, be- 


cause of the honest, dependable 
money-saving performance it assures. 

Through the years, NATIONAL Pipe 
has maintained its position of top pre- 
ference because as better steels have 
been produced, and pipe making 
processes have been perfected, these 
improvements have been constantly 
reflected in NATIONAL Pipe. That’s 
why no better low cost pipe for general 
all ‘round use has ever been produced. 
(Special varieties of NATIONAL Pipe 
are available for severe and unusual 
conditions involving high tempera- 
tures and high pressures. ) 

Check over the 10-point advantages 
that NATIONAL Pipe offers — they 
speak for themselves. 


NATIONAL TUBE COMPANY 


PITTSBURGH, 
Columbia Steel C 





PA. 


pany, San Francisco, Pacific Coast Distributors 


United States Steel Export Company, New York 


UNITED: STAT Ee @ Paar 
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Billings, letters and other clerical work 
are handled by Ann Nischbach, Kath- 
leen McNulty, Delores Rascher and 
Helen McNulty (left to right) at the 
Capen Belting & Rubber Co., St. Louis, 





Coonley To Head 
International Unit 


Howard Coonley, chairman of the ex- 
ecutive committee of the American 
Standards Association, was elected 
president of the new International Or- 
ganization for Standardization, the for- 
mation of which was recently completed 
by delegates from 25 nations in London. 
Gustave L. Gerard, Belgian Standards 
Association, will be vice president. 

Eugene Somoff was made technical 
service engineer for the American asso- 
ciation, 


Johnson To Instruct 


At Hanford Works 


F. Ellis Johnson, former dean of the 
Colleges of Engineering at the Univer- 
sity of Missouri and University of Wis- 
consin, will be in charge of educational 
activities at the Hanford Engineer 
Works at Richland, Wash. The man- 
agement of the works, organized by E. I. 
duPont de Nemours Co. for the United 
States for the further development of 
atomic energy, was recently taken over 

OUR customers who use or plan to use compressed by the General Electric Co. and as- 
air will want to know factual answers to these ques- signed to its chemical department. 
tions about this efficient industrial air system. (1) What 
is Kellogg-American “On-the-Spot” Air? (2) How does 
every department get adequate air volume at the right 
pressure whether one department, two, or the whole 
plant is operating? (3) How are pipeline air losses 
eliminated? (4) How are plant shutdowns due to air 
compressor failure prevented? Be prepared to sell with 
facts about these and many other problems of efficient, 
economical utilization of compressed air power. Write 
for your copy of this new, helpful folder today. American 
Brake Shoe Company, Kellogg Division, Department MS-1, 

Rochester 9, N. Y. 





Peter Kao and Howard Chen, rep- 
resentatives of Central Machine 
Works, Nanking, China, check rub- 
ber production figures following 


KELLOGG DIVISION their tour of the Dayton Rubber 
Mfg. Co. mtant in Dayton, Ohio. 
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DALLETT’S KA 
Series: Lever or 
Handle trigger 
throttle valve control. 
Coin-valve type Ham- 
mer developed for light 
chipping, removing fins 
and sand from castings 
and for general scaling. 








PNEUMATIC 


QAREETT 


ACCESSORIES 


SINCE 188° 


« 


DISTRIBUTORS: 


A Dallett distributiorship may 
be available in your territory, 
now. Write us for complete de- 
tails. Address Dept. HK 


_ THE DALLETT COMPANY 


MASCHER AT LIPPINCOTT STREET, PHILADELPHIA 33, PA. 


Manufacturers of Pneumatic Tools and Accessories 


¥ 
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The AUTOMATIC” 


MOTOR BASE 

















TO HELP YOU HELP YOUR CUSTOMERS GET 
THE MOST FROM THEIR BELT DRIVES ..... 


Aggressive distributors have an outstanding opportunity to offer an impor- 
tant power transmission service through the “Automatic” Motor Base. A 
quick study of the many sales-boosting features will immediately make 
evident the reasons for the immediate acceptance of this device which is 
adaptable to every type of drive, horizontal or vertical, flat or ‘““V” belt. 


Here is a tried and proved means of maintaining automatically the proper 
belt tension for any load . . . simple, inexpensive, foolproof. Design and 
applications are extremely simple . . . installation is easy. Any motor in the 
shops of any of your cutomers can be mounted on the “Automatic” Base at 
nominal cost. Adjustments are simple. No complicated engineering layouts 
are required to make an effective installation and assure maximum machine 
output, fewer shutdowns and power maintenance. 


Once installed, the “Automatic” will always maintain correct belt tension. 
Write for details of our distributor plan. 


1/6 to 15 HP. 
8 Standard Sr 
Sizes 

















AUTOMATIC MOTOR BASE CO. 


PATERSON, N. J. 








P. O. BOX 2186 
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These girls keep the records and 
write letters at the Eichman Ma- 
chinery Co., Kansas City. Left to 

“right: Carolyn Peterson, Ethel 
Buck, Georgia L. Clark and Alice 
McArtor. 





Industrial Expansion 
Estimates Huge 


THE EXPENDITURE of approximately $3,- 
200,000,000 for new plant and equip. 
ment during the third quarter of this 
year is contemplated by American busi- 
ness, exclusive of agriculture, accord- 
ing to a survey held by the Securities 
and Exchange Commission and _ the 
Department of Commerce. This is a 
substantial increase over $2,900,000,- 
000 planned for the second quarter. 

The survey report states that there 
has been a steady increase in expendi- 
tures for new plant and equipment since 
the beginning of 1945, with estimated 
outlays for the third quarter of 1946 
almost twice those in the correspond- 
ing quarter of 1945. Actual expeadi- 
tures during the first quarter of this 
year were $2,200,000,000, which was 
10 percent less than planned because 
of the shortage of materials and labor 
difficulties. 

“Planned expenditures on new plant 
and equipment by manufacturing and 
mining companies in the third quarter 
of 1946,” the report stated, “are esti- 
mated at $1.8 billion, 55 percent of 
the total amount for all industry. Of 
this sum, manufacturing alone accounts 
for $1.7 billion, of which about 70 per- 
cent was planned for the purchase of 
equipment.” 


Hurley To Open 
Manufacturers’ Agency 


John H. Hurley, sales executive of 
the Johnson Wax Co. has resigned to 
open his own manufacturers’ selling 
agency in New York City. Prior to go- 
ing with Johnson Wax, Mr. Hurley was 
a field sales executive with Sylvania 
Electric Products Corp. in the New York 
and Chicago markets. 








Popular pipe vise 
sells fast because 


Catlly 00 ty 


@ It makes sense that this efficient Tristand, practi- 
cally a portable workbench, becomes more popular 
by the month. Hinged legs fold in for easy carrying 
to the job. It sets up solid against tip- 

ping. Ample room on top, slots for 

tools, a pipe rest and three handy pipe 

benders . . . remarkably convenient. 

Comes with chain or yoke pipe vise, 

LonGrip jaws easy on polished pipe. 

Strong malleable construction, years 

madyritjand of easier pipe work. A steady sub- 

yoke vise. stantial profit item! 


Millions of RIFAID 


Tools in use WORK-SAVER PIPE TOO 


Lope oR TE x OEE Mega "ae a 


re 
ve 


go ee 


threading I’ to 2’ pipe 
of this No.IR poster | 


¥ 


Has the famous RIFAID 
quick-setting workholder 


@ This improved No.1R gives your customers pipe 
threading speed and convenience 
they’re not used to finding in a 1” 
to 2" poster die stock. Mistake-proof 
workholder sets to size quickly, only 
1 screw to tighten on pipe...no 
bushings to bother with. Direct 
action threading, no wobble — full- 
floating posts only taper threads. 
Fast smooth-threading alloy or 
high-speed steel dies, rugged steel- 
and-malleable construction for long 
service. And a popular price. It stands up anywhere 


on its own feet. 


The Ridge Tool Company 
L 4 Elyria, Ohio, U.S.A. 


5 ili 
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ANOTHER DIVIDEND 
for PENNSYLVANIA SUGAR 











@ The Dexter Machine is 
it, one man reseats wor 
valves right on the line. 
no replacement, and only a 
needed to do it. No matter 
use valves, you need Dex 
Reseating Machines and (¢ 


eucter — it presents 

















to your main 
the outfit that converts an y mantonamce 
into a paying investment. S — 
coupon today. Jobbers Wanted 
5 putkenebentindeasteeteetnetimnteniontentimten tens 
{ The Leavitt Machine Company 3 
IF YOU CAN’T 170 E. River Street 
| Orange, Mass. j 
SEND AN j Please send information on how a Mill Supply | 
; Dealer can make money selling Dexter Valve 
ORDER --.-- | Reseating Outfits. | 
| Name 
SEND YOUR | 
| Title | 
PROBLEM Firm | 
eee mnenceninpenmeninecnceneiiiediix 








THE LEAVITT MACHINE COMPANY - ORANGE, MASS. 


AUTOMATIC AIR SEPARATORS 
DRAINS .© LATHE CHUCKS 


VALVE RESEATING MACHINES 
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George W. Robinson, J. C. Estes 
and Raymond H. Croninger of the 
sales staff inspect pulleys recently 
received at Tornado Supply Co., 
Anniston, Ala. 





U. S. Rubber Units 
Win Safety Awards 


Outstanding safety records enabled 
six United States Rubber Company 
plants to carry off top honors for the 
rubber section in both the larger and 
smaller plant groups, according to the 
annual safety contest awards made in 
Chicago today by the National Safety 
Council. The awards cover the year 
from July 1, 1945 to June 30, 1946. 

A perfect safety record, with no lost- 
time accidents, earned first place in the 
larger plant group for the St. Jerome 
plant of Dominion Rubber Co., Ltd., 
Canadian subsidiary. Second and third 
places in this group were won by the 
company’s Mishawaka, Ind. plant, with 
1.49 lost-time accidents per million man- 
hours worked, and the Naugatuck, Conn. 
footwear plant, with 2.51 lost-time ac- 
cidents per million manhours worked. 

In the smaller plant group, three 
plants tied for first place, all with per- 
fect safety records of no lost-time acci- 
dents for the year. They were the Gen- 
eral Laboratories at Passaic, N. J. and 
plants at Worcester, Mass. and Sandy 
Heok. Conn. 








“Buzzy” W. Arrasmith, sales man- 
ager of Owen-Richards -Co., Birm- 
ingham, Ala., picks out a couple of 
long-length V-belts for a_ special 
order. 
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In Aluminum Paints... 








tHE WEHICLE MAKES 


THE DIFFERENCE! 





PERMITE ready-mixed, ready-to-use 

aluminum paints give all surfaces, 
inside and out, more enduring protection 
against corrosion and other destructive 
elements . . . because Permite Paints con- 
tain an exclusive, scientifically balanced 
vehicle of synthetic resins and specially 
processed oils — blended with 99+% 
pure aluminum pigment. 


Users in every industry have learned to 
depend upon Permite Aluminum Paint 


“Paint Bright with PERMITE" 
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In PERMITE it means... 
Better Leafing * Greater Brilliance ° Extra Durability * Economy 


for the better multiple leafing that gives 
long lasting, high brilliance to their plant 
structures and equipment. For no other 
paint has the Permite vehicle! Permite’s 
durability, plus its ready-mixed time- 
saving form, insures true painting 
economy. It's these definite superiori- 
ties that keep Permite Aluminum Paints 
constantly in demand. Make sure you're 
not missing these potential sales. A few 
good territories still are open. 


PGi. 
. : a 










“A GIANT IN 
YOUR HAND" 


PLIER-WRENCH 


ServesAs 

A PLIER 

A WRENCH 

A HAND VISE 
A CLAMP 


NEW MULTI-USE TOOL for 
HOME—FACTORY—FARM 
WELDER—REPAIR SHOP 


BLOW TORCHES | teomenious sripping and holding 


power — locks when closed for hold- 
: P ing pieces for drilling, weldiig, 
Tanks are drawn from finest quality heavy gauge cartridge scribing, grinding, etc. Easily and 

rs ~~ quickly unlocked. Used also without 
brass. Cast bronze burners. The engineered precision and locking as a plier. Thousands of 


: . uses wherever mechanics work. No. 
construction of C & L Blow Torches and Fire Pots assure 1607, 7” size; No. 1610, 10” size. 


top performance and long life. Full details on request. 
Distributed through all leading jobbers. SEYMOUR SMITH & SON, INC. 


OAKVILLE, CONN., U. S. A. 


Sales Rep.: JOHN H. GRAHAM & CO., Inc. 
105 Duane St., New York 8, N. Y. 


TORCH No. 32A 


CLAYTON & LAMBERT MFG. CO. 
1716 DIXIE HIGHWAY LOUISVILLE 10, KY. 











ENDLESS 
with 

ENDLESS 

 k, 


but be sure they are 


GLOBE WOVEN 
BELTS 


For instance: Globe endless woven 


Si FLL e ae plant 


in your area. Wherever belts are just that— endless! No 
belting is used this Dixon joint or lap to cause vibration. And 


‘ Globe's special treatment prevents 
Product goes over Big. Plant slippage. 


men know it. Show it, sell it As for endless sales—the records 
and profit. Are you han- of Globe distributors are definite 
i ixon’ ; proof that there is a continual re- 
0% ee ee peat on orders for Glabe Endless 
of 15 fast sellers rite Woven Belts! 
today for “Complete Line And that goes for the entire 
folder. Globe Belt Line: 
Kanry-Tex Belting 
Solid Woven Cotton Belting 
Cellulose Coated Belting 
Waterproof Treated Belting 
Webbing 
WRITE FOR OUR CATALOG 
it will be sent freely and promptly 








DOES NOT CONTAIN GRAPHITER | Raed eee : 
cone a se. WOVEN BELTING CO. 
joseph DIXON Crucible Company a kee oe e700) 34: 1400 CLINTON ST. 


BUFFALO 6, N.Y. 
Div. 71012 Jersey City 3, N. J. 
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A portion of a floor display in the 
sales room of the Indiana Mfrs. 
Supply Co., Indianapolis, Ind., run 
by Frank M. Cruger and Ben Per- 
kins. 


Leavitt Machine Co. 
Names 7 New Agents 


The Leavitt Machine Co., made seven 
new appgintments of agents to handle 
Dexter valve reseating machines and 
automatic air separators. They are: 
W. G. Carver, Schenectady, N. Y.; 
George W. Garland, East Braintree, 
Mass.; A. M. Seymour, Rochester, 

Y.; J. R. Sisson, Orange, Mass.; 
Henry F. Sproull, Buffalo, N. Y.; Up- 
linger & Sherman, Inc., Syracuse, Mi Va 
and Tutein Equipment Co., Pittsburgh. 


Spann Is Moved Up 
By Gardner-Denver 


B. P. Spann, former advertising man- | 
ager, was promoted to personnel and 
industrial relations director of the | 
Gardner-Denver Co. Mr. Spann was 
with the firm since 1934 with the excep- 
tion of 38 months in the Navy where 
he attained the rank of lieutenant com- é d 
mander. D. P. Tunnicliff was made or every nee m 
advertising manager. Mr. Tunnicliff 
was graduated from the University of Cupid knows he can depend on Campbell chain! Your 
Illinois in 1943 with a BS degree in | ; 
journalism and was formerly with the chain needs may never include porch swing chain, but this 
Quincy Herald-Whig after having served 
three years in the Navy. is only one of the many types of chain made by Interna- 


tional. We make chain for every need: industrial, marine, 


farm, automotive. Our manufacturing and service facilities 


are complete in every detail. 


C. F. Bowman shows Clyde Short, 
war veteran training for sales, some 
files from the shelves at Rogers 
Bailey Supply Co., Chattanooga, 
Tenn. 
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HARRY Lo weet GEORGE ® ASmec: 
O-aecroe OF saves AVERT EMO Wamacee 


NICHOLSON FILE COMPANY. 


PROVIGENCEL, RLUSA 
ADVERTISING DEPARTMENT 
April 30, 1946 


Mr. George E. Pomeroy 

District Manager 

Factory Management And Maintenance 
1427 Statler Building 

Bgston, Massachusetts 


Dear George: 


Nicholson Pile Company believes there is no 
better support for a product sold to industry 
through distributors than a consistent program of 
advertising in first class industrial magazines. 


We have advertised regularly in Factory Manage- 
ment and Maintenance for many years. It gets to 
the people who buy files. And our experience with 
responses to our copy show that the advertisements, 
as well as the first class editorial content of your 
book, are thoroughly read and acted upon. 


Pactory Management and Maintenance is one 
of the magazines we depend on to help us carry out 
our program of helping industry choose and use the 
right file for the job. 
Sincerely, 
NICHOLSON FILE COMPANY 
ABP gr R QAL+4 


Advertising Manager 
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wHy FACTORY : A BASIC MEDIUM 


FOR NICHOLSON FILE’S ADVERTISEMENTS TO INDUSTRY 





Mr. George R. Ashbey, advertising manager of the Nicholson File Company, 
writes his FACTORY representative as follows: 


*... my company believes there is no better support for a product sold to industry 
through distributors than a consistent program of advertising in first class indus- 
trial magazines .. ." 


and he goes on to explain why FACTORY has long been a basic magazine carry- 
ing their selling messages to industry: 


“It gets to the people who buy files."’ 


Right, Mr. Ashbey — for FACTORY is written and edited solely for the men of 
the plant operating group . . . the men in the plant who have to get out the pro- 
duction . . . who use and buy all the items of modern equipment and supplies. 


‘Advertisements as well as the first class editorial content are thoroughly read 
and acted upon."' 


Of course — for these are the men who must search for ways and means to offset 
today’s high production costs. Editorial or advertising — they can't afford to over- 
look one suggestion which will help them improve manufacturing processes or 
lower unit costs. 


ADVERTISING FACTORY 
IN FACTORY SHOWS HOW 
HELPS YOU SELL TO MANAGE MEN 
TO INDUSTRY MACHINES 
We'll be happy to send you a copy of the TO SAVE TIME 
current FACTORY if you'd like to see the 


kind of advertising and editorial which has AND MATERIAL 
attracted FACTORY'’s present, paid audience of 
48,000 top plant operating officials. 













FACTORY 


MANAGEMENT AND MAINTENANCE 


A McGraw-Hill. Publication, © 330 West 42nd Street, New-York 18, N. Y. 
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Tusa 
PEDESTAL 


INDICATORS, 
MICROMETERS 


Handy, Accurate, Practical 
Measuring Instruments 


Your customers want these -MI-CO 
Products to save time, e work- 
manship and step up production on a 
wide variety of layout, = ig -“ 


leading trade journals. 4... 





MODEL “AD” PEDESTAL INDICA- 
TOR shown in use as a fast, handy, 
adjustable inspection gage. On ma- 
chine set-ups it can be clamped to a 
spindle for quickly lining up the 
work. Adjustable height range to 3 
inches. The swiveling indicator per- 
mits the point to be presented in any 
direction. Other models to fit a wide 
range of needs. 

TU-MI-CO PEDESTAL MICRO- 
METERS with micrometer instead of 
dial indicator—for setting boring 
bars and other uses. The base of ped- 
estal has beth flat and vee faces for 
use on plane or cylindrical surfaces. 

Precision is a TU-MI-CO tradition 


WRITE FOR BULLETIN MS 
TUBULAR MICROMETER CO. 


ST. JAMES, MINNESOTA, U. S. A. 
Milwaukee Branch « Plankinton Bidg. 





WITH THE CAMERAMAN AT CENTRAL 


Therfour presidents are listening. They are, left to right, J. H. Ruddell, 
Central States Association; Lloyd Mize, Southern Association; William 
Patterson, National Association, and Theedore Smith, American Association. 


Discussing the merits of the convention are R. C. Duncan (R. C. Duncan Co., 
Minneapolis); W. E. Shumway; E. L. Paulsen (B. R. Paulsen & Co., Chicago) 
William Teare (Sterling Products Co., Chicago), and Wendell H. Clark, Jr. 
and Sr., (Samuel Harris & Co., Chicago). 


Pausing for a chat at one of the receptions are Frank M. Summers (John 
Pritzlaff Hardware Co., Miitwaukee; G. A. Katzer (National Twist Drill) and 
L. R. Lister (R. C. Duncan Co., Minneapolis). 


All smiles for the photographer are A. E. Trimarco (Master Mfg. Co.); 


“R. W. Olsen (W. O. Barnes Co.); R. B. Jones (Victor Saw Works); William 


Christie (Barett & Christie, Chicago) and A. S. Gould and R. F. Rogers 
(both of Oster Mfg. Co.) 
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Formerly midwest sales manager 
for Manning, Maxwell & Moore, C. 
L. Harris renewed some old friend- 
ships at the convention. Mr. Harris 
who is now manager of distributor 
sales for Manning, Maxwell & 
Moore and has his headquarters in 
Bridgeport found time during the 
meeting to visit with his wife (pic- 
tured with him) who is living in 
Chicago until Mr. Harris can find 
quarters in Connecticut. 


Positive control at every key stage of 
manufacture plus exacting inspection 
explain the uniform and dependable 
quality so characteristic of “K" pre- 
cision-cast fittings. 


That is why “K" fittings make a good 
line for mill supply houses to handle. 


STANDARD AND EXTRA 
HEAVY CAST IRON SCREW- 


Caught by the cameraman as they ED PrTTIeees. 


leave a meeting are G. M. Bock- 
stahlier (Indianapolis Belting & 
Supply) and M. F. Brenner (Lunk- 


enheimer Valve). STANDARD AND EXTRA 


“STANDARD FLANGED CAST 
FITTINGS. 


HEAVY COMPANION 
FLANGES. 


DRAINAGE FITTINGS. 


Consider stocking ‘‘K'’ fit- 
tings. They'll prove highly 
satisfactory and profitable. 


KUHNS BROS. CO. 


DAYTON 1, OHIO 


Miss Anne Greene, Central States 
executive secretary, answers one of "K" fittings carried in stock at Malleable Iron Fittings Co., Branford, Conn., 
the many questions asked of her for convenience of Eastern buyers. M.I.F. malleables carried at Kuhns’ for 


during the two day meeting. convenience of Midwestern and Western buyers. 
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Suppose This Were True of 
Every Item in Your Stock? 


oil, gasoline, acids, and 
high pressure steom. 





Key Graphite Paste for 


You'll get the right 
answer on all four of 
those points if you stock Key Company's 


Compounds, Key Graphite Paste and Key-Tite — and 
perhaps that explains why many industrial supply houses 
have been stocking them for the past 15 to 25 years. & 


For definite proof of this claim, just write 


rf 





CT LLL | 












* Your co 
mpany’s 
Gbove the a on the item j, 
© It. has ; 
an e t ° 
territory, stablisheg market in - 
; ur 






















Pipe Joint 









Key-Tite—for water, gos, ’ 
and low pressure steam. 








P.O. Box 494, East St. Louis, Illinois 








LABOR SAVER! 
MONARCH 
ONE MAN 

Car Door Opener 














One man can open 
the most binding balky 
box car door with the 
Monarch Car Door 
Opener. Get greater 
safety ... speed load- 
ing and unloading 
schedules .°. . order 
an ample supply to 
fill your needs today! _ | 
*No strained muscles. | 
No slips or falls. No | 
broken arms, legs or | 
mashed fingers. No | 
fatalities. No time 

wasted. No "gangs" 

needed. No time loss. 












ONLY $22.50 EACH F.0.B. Bowerston 
Write for free descriptive literature. 


MINING SAFETY DEVICE CO. 
DEPT. MS-12 BOWERSTON, 0. 





















High speed steel ground from the solid 
after hardening. Makes 45° chamfer out- 
side, 30° inside. 

_ Adjustable to increase or decrease rela- 
tiv: 
wall of tubing. Speed ranges from 50 to 
250 r.p.m. according to size. Also sold in 
sets in special wooden box. 
technical details. 


421 Canal St. 











Convention Sidelights 































ROTARY FILES 


COMBINATION 
OUTSIDE AND INSIDE 
TUBE DEBURRING FILES 


From 3/16" to 24%” 
O D in (6 sizes. 


e chamfer between inside and outside 
Write for 


Our national advertising 
refers inquiries to you. 


GROBET FILE CO. 
- of AMERICA 


New York 13, N. Y. 
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Just talking things over are O. H. 
Huebner (E. C. Atkins Co.) and 
John Pritzlaff (Pritzlaff Hardware, 
Milwaukee). 





Putting his John Hancock on the 
scroll presented to MILL SUP- 
PLIES is L. Freeman (Standard 
Supply & Equipment, Hammond, 
Ind.). 




















On hand for thesconvention were 
P. J. Weinberg and H. E. McKee 
(Weinberg & McKee, Inc.). 

































All set to attend a meeting are 
Mr. and Mrs. W. A. Seward (Sew- 
ard & Co., Bloomington, Ind.), and 
Mrs. Carol H. Meck (Northern In- 
diana Supply Co., Kokomo, Ind.). 
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J. O. Adams, secretary and treas- 
urer of the Nashville Machinery & 
Supply Co., Nashville, Tenn., has 
been on the job for over 3C years. 





Asco Corp. Expands 
Production Facilities 


The Asco Corp. of Cleveland, manu- 
facturer of the “Auto-Arb” has moved 
from its location at 874 East 140th St.. 
Cleveland, to a new and larger plant at 
17702 Waterloo Road, Cleveland. John 
Altmayer, president, said that the move 
provides additional production facili- 
ties necessary to take care of increasing 
business, 


National Electric 
Erects Laboratory 


One of the most recently completed 
projects in the plant expansion program 
of National Electric Products Corp. is 
a new testing laboratory for inspectors 
of Underwriters’ Laboratories, Inc. The 
new laboratory has 500 sq. ft. of floor 
space in which equipment needed to 
perform sub-zero and excessive heat 
tests, as well as flame, bending and ten- 
sile strength checking, is assembled. 









Charles C. Hill, resident inspector, 
works in the new laboratory erected 
by National Electric Products Corp. 
in Ambridge, Pa. 


PEERLESS 


ALL STEEL CONSTRUCTION 














DISTRIBUTORS who 
sell HARRINGTON 
PEERLESS HOISTS 
have the “edge” in 
presenting to indus- 
try hand hoisting 
machinery unique in 
its class .... with 
thick rolled steel 
frames .... built to 
perform the maxi- 
mum of work at the 
lowest maintenance 
cost, every PEERLESS 
carries its load en- 
tirely by steel. 





The SILENT ROTARY 
FRICTION LOCK 
without pawtls or 
springs is “differ- 
ent", locking the load 
as soon as pull on the 
hand chain ceases 
+ fully enclosed 
protection against 
damage and dirt.... 
floating gears for 
equal pressure.... 
guaranteed for five 
years....a style 
and capacity to suit 
every condition—'/s 






THE HARRINGTON COMPANY 


PHILADELPHIA 30, PENNA. 


HOISTS | 
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to 80 tons capacity 
—hook type or built- 
in trolley type. 


Be able to supply the 
really “modern 
hoist when the call 
comes for HARRING- 
TON ALL STEEL 
PEERLESS HOISTS. 


Write for franchise 
information and 
catalog. 
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type load chain cannot stretch, 
stiffen, or bind. Tell him about 
the other mechanical superiorities 
of ‘Budgit’ Chain Blocks that in- 
sure efficient performance under 
all lifting conditions. 





He'll see the point you’re mak- 
ing — that it’s to his advantage 
to equip his place with ‘Budgit’ 
Chain Blocks. 


Keep yourself well-supplied with 
copies of, Bulletin No. 367. 
maxwell 


mi BUDGIT’ 
IM Chain Blocks 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 

‘Load Lifter’ Hoists and other lifting specialties. 

Makers of Ashcroft Gauges, Hancock Valves. 

Consolidated Safety and Relief Vaives and 

‘American’ industrial instruments. 









MANNING 
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A Modern Catalog 


Is Your Best Investment For 
The Future of Your Business 





¢ Tools Made of HIGH 


q in red. 

= ° Nationally Advertised 
Lines are tied-in with 
manufacturers advertis- 


ing by use of their trade- 
marks. 


¢ Action illustrations dem- 
onstrate the use of many 
products. 


¢ Every Catalog is Printed 
from New Plates. 
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LAMINATED SHIM COMPANY 


58 Union Street 
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INCORPORATED 


° Glenbrook, Conn 
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Westinghouse Advances 
Inman And Larson 


E. E. Inman was named engineering 
manager of the district engineering and 
service department and A. W. Larson 
was appointed manager of .ighting and 
distribution apparatus, agency and 
specialty sales department of the West- 
inghouse Electric Corp. Mr. Inman 
will be located at the East Pittsburgh, 
Pa. plant and will be responsible for 
the coordination of the consulting and 
application engineering and the prod- 
uct performance analysis activities. Mr. 
Larson will be located in East Pitts- 
burgh also. 


Borden Opens Plant 
At Kernersville 


The first plant for the manufacture 
of liquid urea resin adhesives in North 
Carolina has been opened at Kerners- 
ville by the Casein Co. of America divi- 
sion of the Borden Co. In the heart of 
a furniture manufacturing district, the 
new plant is within overnight trucking 
distance of the principal factories in 
North Carolina and Virginia. Urea 
resin adhesives are used extensively in 
making furniture. In the past, Casein 
shipments to this area have been made 
from the plant at Bainbridge, N. Y. 

Present production of the plant is 
limited, according to Borden vice presi- 
dent W. F. Leicester. Many of the in- 
gredients used in making urea resin 
glues are in short supply due to heavy 
demand and production difficulties. As 
soon as these problems are overcome, 
output at Kernersville will be increased. 








R. E. Jeffries, with Caterpillar Trac- 
tor Co. for 12 years, has been named 
district representative for the east- 
ern sales division. 












BURENE IS EASY TO SELL 


because it’s a reliable product 











4 


S AoA? 


DURENE Fire equipment Is a growing market—emphasis 


on fire protection, factory-safety and quick return to production has heightened 
customer interest in protection of specific fire risks—the right type extinguisher 
for each hazard. 








\N 


Pyrene has had no small part in creating and developing this awareness. Over 
40 years of research, testing and manufacture of fire equipment has given us 
the necessary background and experience; Pyrene is an outstanding name in 
fire protection. This year we are using the most extensive advertising and sales 
promotion campaign in our history—to help you sell Pyrene . . . advertising 
that supports the jobber. 


CARRY A COMPLETE LINE 























Pyrene Vaporizing 
Liquid extinguishers 
for electric or motor- 
driven equipment, 
flammable liquids 
and all fires in 
incipiency. 


Pyrene Soda-Acid, 
Pump Tank or Water- 
Type for ordinary 
combustibles — 
wood, paper and 
textiles. 




















Pyrene G-1 Powder 
for extinguishing 
dangerous, hard-to- 
kill magnesium fires 
—developed by 
Pyrene for specific 
protection of metal- 
lic fire risks. 


Pyrene Foam extin- 
guishers and Foam 
Playpipes for gaso- 
line, oll, solvent, 
paint and naphtha 
fires. 





Urge your customers to Standardize on Pyrene 


{Ny rene dlanufacturing Company 
NEWARK 8 NEW JERSEY 


Affiliated with the C-O-Two Fire Equipment Co 
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Diamond 


Tested 













The Tools of 
Good Craftsmen 


Made of the finest steel obtainable... elec- 
trically tempered . . . diamond point tested for 
hardness ... well finished and individually num- 
bered for easy reference in re-ording. 

















SOLD BY LEADING JOBBERS 


DASCO 


Forged Hand lool, 


DAMASCUS STEEL PRODUCTS CORP., ROCKFORD, ILLINOIS 










William L. Batt, president of SKF 
Industries, Inc., Philadelphia, and 
wartime vice chairman of the WPB, 
talks to New York newspapermen 
at LaGuardia Field upon his return 
from Europe after attending the 
London standardization conference. 








Codrington Promoted 
By Allis-Chalmers 


Charles F. Codrington was promoted 
from assistant to sales managér of the 
blower and compressor department of 
the Allis-Chalmers Mfg. Co., Milwau- 
kee, Wisc., succeeding A. E. Caudle, re- 
signed. 

Albert R. Knauss, formerly of the 
Tulsa district office, was named office 
manager at Memphis, Tenn. Ned Lan- 
dis, formerly a lieutenant commander in 
the Navy, was named branch manager 
at Syracuse, N. Y. ‘ 
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THESE ITEMS SELL 


® Sodering Paste 

® Sodering Sticks 

© Sodering Oil 

@ Sedering Flux 

© Stainless Steel Polish 
© Sodering Liquid 

®@ Sodering Syrup 

© Sodering Acid 

@ Solid Sal Ammoniac 


GET OUR CHECK CHARTS 


that show melting point of all soders— 
your customers will appreciate them. 






L. B. ALLEN CO,; Inc. 
6731 BRYN MAWR AVE 
CHICAGO 31, ILL 
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L. F. Ireland and C. F. Jones give 
some big vises a lift at the Hajoca 
Corp. branch in Chattanooga, Tenn. 


Dun & Bradstreet 
Expands Service 


Following termination of their serv- 
ice with the war agencies of the govern- 
ment, Dun & Bradstreet’s former per- 
sonnel have returned and new person- 
nel have been added to compose a mar- 
keting and research staff to undertake 
a wide variety of marketing, economic 
and statistical studies. 


G. E. To Manufacture 
Wire In Oakland 


On a recent trip to the West Coast, 
Ralph J. Cordiner, vice president and 
assistant to Charles E. Wilson, pres- 
ident of General Electric Co., revealed 
that GE will manufacture Flamenol in- 
sulated wire and cable and magnet wire 
in the company’s plant at Oakland, 
Calif. He discussed expansion plans 
with John Hood, manager of the GE 
Oakland Apparatus Works. 

The 100,000 sq. ft. building was op- 
erated during the war for the Navy. 
New equipment and improved plant 
facilities will cost about $750,000. 
Another GE operation in Oakland pro- 
duces electric motors and transformers. 


Ralph J. Cordiner, GE vice presi- 
dent, discussing expansion, plans 
with John Hood, Oakland, Calif., 
plant manager. 


DARNELL 


CASTERS & WHEELS 


A 


SAVING 
AT 


Darnell Double Ball-Bearing Casters 
and E-Z-Roll wheels reduce floor wear 
to a minimum, lengthen the life of 
equipment and increase the efficiency 
of employees—Write for 192 page 
Darnell Caster and Wheel Manual. 


Oy-4 40146 a). 4 0) | 60 WALKER ST NEW YORK IJ NY 


LONG BEACH 4 CALIFORNIA 36 N CLINTON CHICAGO 6 ILL 
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has stood for superb 
quality and over-all 
economy in solder- 

. The 
mame ESICO on 
your soldering tools 
is definite assurance 


Designed for 
tough, long- 
lasting factory 


trial plants 
everywhere. 


iron and solder, 
leaves operator's 
bands free for work. 








* Reg. 0.5. 


Pat. Gf. 
ELECTRIC SOLDERING IRON CO. Inc. 
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G. L. Smith 


Republic Rubber 
Makes Promotions 


Three top promotions within the 
sales department of Republic Rubber 
Division, Lee Rubber -& Tire Corp., 
Youngstown, Ohio, involved G. L. Smith, 
former traveling sales manager; Myron 
C. Meyer, former assistant sales man- 
ager, and Ralph W. Deemer, former 
sales correspondent. 


Myron C. Meyer 


Ralph W. Deemer 


Mr. Smith was made sales manager, 
having been with the firm since 1923. 
He was made assistant sales manager 
in 1936 and traveling sales manager in 
1945. Mr. Meyer was made traveling 
sales manager, having joined Republic 
in 1918. Mr. Deemer, who started in Re- 
public as a factory worker, was made 
assistant sales manager, having been 
sales correspondent since 1941. 





Lambert Promoted 
By York Corp. 


‘John M. Lambert was named man- 
ager of consumer sales of York Corp., 
York, Pa., and will supervise all air 
condition and refrigeration sales made 
direct with users. Mr. Lambert joined 
the organization in 1918. 


Stanley Employees 
Hold Open House 


The employees of The Stanley Works, 
New Britain, Conn., staged an open 
house Oct. 9-12 on the occasion of the 
completion of Building No. 150, which 
marked the culmination of a construc- 
tion program begun two years ago. Em- 
ployees, their families and other guests 
inspected the new building and saw the 
products of all divisions of Stanley. 


P. F. Ring, vice president and gen- 
eral manager of the hardware divi- 
sion of The Stanley Works, inspects 
a hinge in the hardware exhibit. 
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The program called for the erection 
of five new buildings. One of these is 
for the extended manufacture of Stanley 
hardware. It is seven stories high giv- 
ing about 245,000 sq. ft. of manufac- 
turing space. Another houses the elec- 
tric tool division and a third all wire 
and rod products. Two other smaller 
buildings are used as a garage and for 
steel operations. 

Approximately 20,000 attended the 
open house and, although it was a 
strictly employee enterprise, manage- 
ment took an active part. Led by R. E. 
Pritchard, president, and R. W. Cham- 
berlain, officials circulated among the 
crowds and participated in the program 
each night. The chance for employees 
to exhibit their jobs and products and 
to see what other divisions were doing 
served to stimulate the quality of prod- 
ucts, according to officials. An annual 
open house ‘is being considered. 


R. E. Pritchard, president of The 
Stanley Works, (center) addresses 
a radio audience at the open house 
held In New Britain, Conn. R. W. 
Chamberlain, vice president, is at 
the left. 





DATES 
To Remember 


Jan. 9-10—Mountain States Hardware 
& Implement Association conven- 
tion, Cosmopolitan Hotel, Denver, 
Colo. 

Jan. 14—American Supply & Machin- 
ery Manufacturers’ Association and 
National Supply & Machinery Dis- 
tributors’ Association, joint meeting, 
Hotel Statler, Boston. 

Jan. 14-17—National Materials Han- 
dling Exposition, Cleveland, Ohio. 
Jan. 19-24—Canning Machinery & Sup- 
plies Association, exhibit, at Atlantic 

City, N. J. 

Jan. 20-21—Kentucky Hardware & 
Implement Association, convention 
and exhibit, Kentucky Hotel, Louis- 
ville, Ky. 

Jan. 26—Texas Hardware & Imple- 
ment Association, convention and 
exhibit, Rice Hotel and Municipal 
Auditorium, Houston, Tex. 

Jan. 27-31—American Institute of Elec- 
trical Engineers, convention and ex- 
position, 71st Armory, New York 
City. 

Jan. 27-31—7th International Heating 
& Ventilating Exposition, Lakeside 
Hall, Cleveland, Ohio. 

Jan. 27-31—Society of Plastic Engi- 
neers, Coliseum, Chicago. 

Feb. 3-6—Automotive Accessories Man- 
ufacturers’ Association, Atlantic 
City, N. J. 

Feb. 4-6—Oklahoma Hardware & Im- 
plement Association, convention and 
exhibit, Municipal Auditorium, Okla- 
homa City. 

Feb. 10—American Supply & Machin- 
ery Manufacturers’ Association and 
Southern Machinery & Supply Dis- 
tributors’ Association, joint meeting, 
Hotel Peabody, Memphis, Tenn. 

Feb. 10-11—Panhandle Hardware & 
Implement Association, convention, 
Herring Hotel, Amarillo, Tex. 

Feb. 10-13—Pennsylvania & Atlantic 
Seaboard Hardware Association, con- 
vention and exhibit, Wm. Penn 
Hotel, Pittsburgh, Pa. 

Feb. 11-12—Connecticut Hardware As- 
sociation, convention, Hotel Bond, 
Hartford, Conn. 

Feb. 17-20—Concrete Industries Expo- 
sition, Hotel Sherman, Chicago. 

Feb, 25—American Supply & Machin- 
ery Manufacturers’ Association and 
National Supply & Machinery Dis- 
tributors’ Association joint meeting, 
Hotel Cleveland, Cleveland. Ohio. 





/S) rewer PARTS 


« 


You can tell your prospects that the 
FORD TRIBLOC has fewer parts than 
any hoist in its field. Fewer parts 
mean less wear, greater efficiency, 
lower maintenance. Simplicity means 
rugged durability, longer life. 4 to 
40 tons. 








Ford Triblocs are built for hard, 
constant, high-speed usage. Spur-gear 
construction; ball-bearing load wheels; 
high carbon steel load chain. 
Drop—forged hooks of special steel. 
Remember, if you need help on some 
special problem a skilled Ford engineer 


will help you. 


York, Pa., Chicago, Denver, Los Angeles, Philadelphia, 
Portland, San Francisco, Bridgeport, Conn. 


FORD CHAIN BLOCK DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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by carrying the complete 


CLOVER LINE 


CLOVER COATED ABRASIVES, -inaligrains, 


grades, backings, coatings, sizes and shapes. 


7" 


PAOVER COMPOUND Tie 
Mrs Guunpins - 





CLOVER LAPPING AND GRINDING 
COMPOUNDS, —Famous since 1903. 


' wom 





CLOVER GRINDING WHEELS, —technical, 


general purpose and hardware. 


When you concentrate on the com- 
plete CLOVER Abrasives Line in a 
territory that is a// yours, you buy at 
lowest prices and sell at maximum 
profit. 

Abrasives’ selling is stable business. 
Sales are obtainable throughout in- 
dustry. Repeat business is enormous. 
Write for full information. 


CLOVER MFG. co., Norwalk, Conn. 


CLOVER 
Pbdiite 
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© Ball Bearing Swivel 

© Double Ball Race 

¢ Non Binding Type 

High pressure lubricating fittings in 
wheels and hangers. Grease retaining 
chambers. Large balls in upper, outer 
races take load as well as side thrust 
and both races are protected from 
dust and water by overlapping lips. 
This is one of several casters of im- 
proved design manufactured by Buffalo 
Caster. Write for catalog. 


Buffalo Caster & Wheel Corp. 
182-6 Breckenridge St., Buffalo, N. Y. 

















HARRIS 
PRODUCTS 


ALWAYS FAVORED 
BY INDUSTRY 


When floats are needed HARRIS can 
supply them, fabricated of stainless steel, 
copper, steel, monel, nickel, aluminum, 
and everdur. HARRIS Floats are espe- 
cially desirable where higher pressures 
occur because of their great strength and 
non-corrosive qualities. Diameters from 
3” to 26”—special shapes made to speci- 
fications. Our engineers will consult with 
you on difficult problems without charge. 
Get all facts now. 


ARTHUR HARRIS CO. 


210-218 N. Aberdeen St., Chicago 7, Ill. 
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METAL MARK 


loTeTter-) 


ATS ONINYY 


‘YJ OU can save time and speed pro- 
duction by using an AMERICAN 
Marker that’s engineered for the job. 


2 


Increased legibility obtained by using 
AMERICAN Markers helps eliminate 
errors. 

3 


There's an “AMERICAN” Marking 
Crayon for every industrial marking 
need. 


Let us help you solve your marking 
problems through our 111 years of re- 
search. Representative gladly sent. 


Write for FREE Industrial Crayon Guide 
Dept. ML-16 





f 


Feb. 27—Mar. 2—Southwest Automo- 
tive Show, Sam Houston Coliseum, 
Houston, Tex. 

Mar. 11-12—Leather Show, New York 
City. 

Mar. 17-19—Chicago Production Show, 
Stevens Hotel, Chicago. 

Mar. 18-20 Packaging Conference and 
Exhibition, Auditorium, Atlantic 
City, N. J. 

Mar. 22-27—Western Metal Exposition, 
San Francisco, Calif. 

April 29—May 1—TIndustrial Packag- 
ing & Materials Handling Exposition, 
Hotel Sherman, Chicago. 

May 6-8—Petroleum Industry Electrical 
Association Conference, Rice Hotel, 
Houston, Tex. 

May 11-14—Triple Mill Supply Con- 
vention (American Supply & Ma- 
chinery Manufacturers’ Association, 
Vational Supply & Machinery Dis- 
tributors’ Association, Southern Sup- 
ply & Machinery _ Distributors’ 
Association), Hotel Traymore, Atlan- 
tic City, N. J. 

Oct. 21-25—California Section, Amer- 
ican Chemical Society, exposition, 
Civic Auditorium, San Francisco. 


Greensward Made 
Allis-Chalmers Aide 


James D. Greensward was made as- 
sistant to William C. Johnson, vice 
president of the general machinery divi- 
sion of the Allis-Chalmers Mfg. Co., 
Milwaukee, Wisc. He has been associ- 
ated with Allis-Chalmers since 1922, 
having started in the machine shop. In 
1936 he was placed in charge of sales 
of the switchgear division and in 1942 
was made assistant manager of the cen- 
tral station and marine department. 
For the last three years he was assist- 
ant to the treasurer in charge of contract 
terminations. 








Coffey In Chicago 
For A. M. Byers 


George B. Coffey, associated with the 
A. M. Byers Co., Pittsburgh manufac- 
turer® of wrought iron since 1930, has 
been made manager of the firm’s Chi- 
cago division. He succeeds W. A. Tay- 
lor, who has resigned to enter private 
business. Mr. Coffey is president of the 
Bridge & Building Mens Association and 
a member of the American Society of 
Heating & Ventilating Engineers. 





small as your fists { BULLIES 35 tons 


Malabar Mobilpower—the jack of all jobs 


where space is cramped and 


capacity with 4% inch low height; 50 ton 
—11 inch; 30 ton—28 inch; 60 ton— 
16 inch and 100 ton—21 inch. Write for 


complete catalog on industrial jacks. 


| 
| 
| 
| 
| 
real power is needed. Also 15 ton 7 
| 
| 
| 
| 
| 
| 
| 
| 


MALABAR . product division of 


MeNnasco MANUFACTURING COMPANY 


805 South San Fernondo Boulevard, Burbank, Colifornio 
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CALLING 

THEM 

= mt 
CLIPPERS 


The name sets up a use-limitation which does not ex- 
ist. These tools will cut rods, straps, chain, stranded 
cable, wire, etc. Call them Porter Cutters 
because they work on the 
job. anywhere independent 
of a power source other 
than the two hands of the 
user—hand power 
multiplied to thou- 
sands of pressure- 
pounds. You can sell 
more of these tools 
— if you will realize 
their broad field of 
usefulness. 


H. K. PORTER, INC. 


EVERETT 49, MASS. 











Sell tHe Decdn 


SEPARATOR 
with Confidence 





Here is an automatic air separator you can sell 
over-the-counter with absolute assurance of cus- 
tomer satisfaction. It is backed by an unconditional 
guarantee of performance as advertised or money 
refunded after 30 day trial. 

The Dexter Separator positively and continuously 
eliminates oil, moisture and dirt from compressed 
air lines — and does it without filters, moving parts 
or manually operated drains. 

It’s a ‘natural”’ to sell to customers who use air 
for spray painting, sand blasting, pneumatic tools, 
cleaning or drying purposes, pneumatic controls 
and instruments. 

All popular sizes available for immediate delivery. 


Write today for jobbers proposition. 





f 


y Maintenance; eng 
_ will appr » the, 


rior 7 on-fih 


Known Waterfis T 


pr Fess contanag 


| \ 
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Cash in on this market. 
' if a) 


The LEAVITT Firtock \@ 


MACHINE COMPANY erty 
170 East River Street, Orange, Mass. 7 


Also Makers of Dexter Vaive Reseating Machines 
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Robert Henniger 


Calco Machinery 
Appoints Henniger 


Robert Henniger was named special 
representative for Calco Machinery Co., 
Philadelphia, and will represent all 
Calco accounts—lathes and_ cutter 
grinders, sensitive drills, drills and jig 
borers, power saws, hydraulic presses, 
and radial drills. He has been associ- 
ated with Carlton Machine Tool Co. for 
the last 12 years and recently resigned 
his post there as superintendent to 
join Calco. 

















"It's a surprise for a purchasing agent 
friend of mine—he expects a case." 





Special 
Service 
(Continued from page 91) 





times a few thousandths is ground out 
of a regular bearing to make up a 
special bearing. In other cases our 
stock of odd sizes will make a replace- 
ment possible without the necessity of 
any shop alterations. 





Recommend Belmont’s 865 (ring 
form) or 866 (spiral form) for high- 
pressure steam rods, valve stems 
and air compressor rods. Soft metal 
volutions which bulge toward the 
rod under gland pressure make a 
tight, metal-to-metal, practically 


friction-less seal. 


Theunique, spirally-wound metal 
is encased in a stitched asbestos 
channel. The packing is so flexible 
that it can be formed around small 


diameters. 
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Belmont's Semi-Metallic Packing 
—asbestos channel with special 


metal center—PATENTED. 


For low pressure steam, hot and 
cold water rods and plungers and 
ammonia rods, offer Belmont 860 
(ring) or 861 (spiral)—same as 865, 
with stitched rubber-and-duck 


channel on three sides. 


1 PACKING 4 R77 

GP —o- KON 

~«BELMONT-~)o 

—-o-— 

, ; 
WADE PMA. 

IN THE BLUE-AND-ORANGE BOX 


NO. 865 IS ADVERTISED THIS 
MONTH IN POWER, POWER 
PLANT ENGINEERING, INDUSTRY 
AND POWER, MILL & FACTORY, 
NATIONAL ENGINEER, SOUTH- 
ERN POWER AND INDUSTRY. 





THE BELMONT PACKING 
AND RUBBER CO. 


Butler and Sepviva Streets 
dali tolot-ll lallo mCP AMm ae! 








when you waut Speed- 
rene when you want power- 





. .. in your job of grinding, polishing, buffing, 
sanding, drilling, reaming, screw-driving or 
nut-setting, you want a Strand Flexible Shaft 
machine, because a Strand will do it faster, 
better, and stand up to it longer. 


Strand Flexible Shaft machines provide 

constant speeds with greater operator con- 

aS ‘ venience. Hundreds of attachments easily 

ume, OY * | . interchanged— 125 types and sizes — models 

we aften 340 include vertical and horizontal type machines 

from 4 to 3 h.p. Distributors in all principal 
cities. 


Send today for catalog showing complete line 





eo a 





N: A.-STRAND & CO. 


5014 NO. WOLCOTT AVE. CHICAGO 40, ILL 


Strand 
We keep your trade | Mgmrmemene tt 


REMINDED 


Month after month Smooth-On Iron 
Cements are advertised in more than 
two dozen industrial publications cover- 
ing every industry and reaching over 
half a million readers. 








-— @ 2. hr om oe’ od = «o 





LOAD BINDERS 
For Every Purpose 
Made by DURBIN-DURCO 


Smooth Handle 
STEEL DESION 


e The key to 
Month after month Smooth-On adver- the power and 
° ° ° e es speed of ATLAS 
tisements bring in thousands of inquiries. Car Movers is 
the “‘compound 
leverage’ shown 
within circle 


ATLAS sovers 


MIDGE ET—~(1 Swivel) ye 

DELTA—(1 swivel) 44” os 

DIXIE—(2 swivels) 2” chain 
Heat Treated 


This is evidence of industry’s interest in sahshibed vei Gasenes 


Smooth-On. It gives mill supply houses one 
of the most logical reasons for stocking this 
steadily moving staple. oo 
LONE STAR—No. 1—14 Ibs. 

(2. swivels) “e and ¥%” chain 


LONE STAR No. Fry Ibs. 
(2 swivels) 2” and 3” chain 


Heat Treated 
OROP-FORGED DESION 


Practically every one of your customers has 
repeated uses for many-purpose Smooth-On 
No. 1. For more than fifty years it has been 
the repairman’s first aid in emergency and 
routine repair work—stopping leaks and seal- 
ing cracks in plant apparatus, equipment and 


pipe lines, and tightening loose parts and 
fixtures. 


Se sure always to keep an ample stock of 
Smooth-On No. 1, and to have your sales- 
men remind their customers regularly of 
Smooth-On. 


SMOOTH-ON MFG. CO., Dept. 25 | 
Jersey City 4, N. J 


570 Communipaw Ave. 


Say to Your Customers: 
Do it wilh 
SMOOTH-ON 








They continue to be 
good business « « ° 


Moving freight cars is an all-the-time 
job for shippers and receivers of 
freight. ATLAS Car Movers can give 
valuable aid to your customers who 
have sidings—they can keep freight— 
sometimes perishable—on the move to 
prevent delays and spoilage. Our dis- 
tributors, who are fully protected, reap 
good profits all year round selling the 
ATLAS. 


-APPLETON-ATLAS CAR MOVER CO. 


1533 No. 6th St. 


MILWAUKEE 12 WISCONSIN 








No. 1—10 Ibs. (2 swivels) 3%” chain 
No. 2—1744 ibs. (2 swivels) pln’ 1s, chain 


My: 
wai WIRE STRETCHERS 
STEEL CONSTRUCTION 


No. 3—3 Pulleys, plain bearings, " rope 
No. yg Pulleys, roller bearings. ” rope 
No. 4—4 Pulleys, plain bearings,” rope 

No, 44—4 Pulleys, roller bearings, ¥%” rope 
No. 88—4 Pulleys, roller bearings, 1/2” rope 


DURBIN-DURCO 


Manufacturers of — Specialties 
Drop Forged and lleable iron 
6611 OLIVE ST. ROAD ST, LOUIS 5, MO. 
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“Despite the end of the war, this 
specialized service carries on to make 
new friends and cutomers.” 


Whitcher Machinery Co. 


Catering to a special class of buyers 
and operating in the way that makes 
buying easiest for them also calls for 
special service, according to Donald H. 
Whitcher, son of H. V. Whitcher, owner 
of the Whitcher Machinery Co., Aber- 
deen, Wash. Salesman Whitcher num- 
bers individual fishing boat operators 
among his best customers. 

Donald H. Whitcher, son of H. V. 
Whitcher owner of the Whitcher Ma- 
chinery Co. of Aberdeen, Wash., is 
a salesman for the company and among 
his best customers are the individual 
fishing boat operators plying the Pacific 
coast line of Washington and Oregon. 

“As ‘industrial plants’, the individ- 
ually owned boats are customers of no 
small importance”, Mr. Whitcher said: 
“The nature of the supplies sold to 
these boats varies with their size, the 
method of fishing and the kind of fish 
they are after. There are 
fishers, dragnetters, gill netters, crab 
fishermen, tuna fishermen and salmon 
fishermen, to mention a few. Then too, 
the season of the year has a great deal 
to do with it. A crab fisherman one 
month may turn into a tuna fisherman 
the next. A gill netter may be after sal- 
mon twice a year and something else 
the rest of the time. all necessitating 
changes in the nature of the equipment 
and supplies. 

“Taking these individually owned 
boats as a group, we sell them marine 
supplies. hooks, nets, lines, tools, gen- 
eral supplies, etc., in great variety. 
The sales to an average boat will gross 
between $3,000 and $4,000 annually. If 
you go at it right and work with and 
through the skipper, you can get a great 
many of them on the books and their 
total volume will mount up to a very 
attractive figure in a year. 

“Whereas the logger generally knows 
just what he wants and will often call 
up on the telephone to give us the order, 
the fisherman while in port, while he 
may know just about what he needs, 
prefers to call at the store to give his 
order. because he likes to talk with you, 
study the displays and stock, find out 
what is new and in that way, and by 
chinning with the salesman keep abreast 
of the times. When he does come in, we 
are in a position to sell him about any 
type of merchandise he needs, with the 
exception of commissary items. That is 
a business in itself. 


bottom 





Profits will fly your way 


when you use the speed 
of AIR EXPRESS 


Business delays mean that overhead 
goes up, profits go down. When tools, 
replacement parts and critical materials 
are needed fast, when a customer wants 
an item that’s “fresh out” — specify 
delivery by Air Express. 

This speedy delivery service brings 
distant suppliers and warehouses mere 


hours from your door. So keep things 
moving by Air Express. This way, cus- 
tomers stay satisfied, profits stay up. 

The cost? Much less than you'd 
think. Rates have been slashed 22% 
since 1943—all the more reason why 
the nation’s business finds Air Express 
essential to profit-making. 


opecity Air Express-a Good Business Buy 


Shipments go everywhere at the speed of flight 
between principal U. S. towns and cities, with 
cost including special pick-up and delivery. — | mus 
Same-day delivery between many airport towns 2 sad BAO Se 
and cities. Fastest air-rail service to and from 1 30a] era] 15.28 
23,000 off-airline communities in the United 1049 70| 12.28| 30.706 
States. Service direct by air to and from scores {2 ed Fd 
of foreign countries in the world’s best planes, [3 


giving the world’s best service. 
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RATES CUT 22% SINCE 1943 (U.S. A.) 





am Over 40 Ibs. 


. | 5S ts. | 25 ths. | 40 ths Cents per te. 








349 . 230) 368 92le 














we 3.68| 16.42| 29.47 | 73.686 




















INTERNATIONAL RATES ALSO REDUCED 














GETS THERE FIRST 


Ask Today for the Time and Rate Schedule 
on Air Express. It contains illuminating facts 
to help you solve many a shipping problem. 
Air Express Division, Railway Express Agency, 
230 Park Avenue, New York 17, N.Y. Or ask 
for it at any Airline or Railway Express office. 


Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 


Representing the AIRLINES of the United States 


245 








All these set-ups can be made 
with 


ONE ELK 


Universal 
Precision 


TOOL HOLDER 


Easy to sell because 
ONE ELK replaces 
TEN Single Purpose tool holders 


Here’s your opportunity to offer your customers a tool of 
outstanding value . . . ome tool that does the work of ten 
but at a cost only a little higher than any single one of 
them . . . a tool holder that saves machining time, reduces 
tool inventory . . . simplifies and speeds set-up. 


The ELK Precision Universal TOOL HOLDER is not only adapt- 
able to lathe, shaper and planer operations but can be used with 
equal facility on right and left hand work and for round boring 
bars or internal threading. 


All these features and time-saving advantages are easy to demonstrate because they have 
already been proved in shops all over the country where “‘ELK’’ has won wide acceptance 
on all kinds of work. Furnished with Super X Ground Bits and BOX WRENCH. 

Attractive territories are still open for distributors. Write 


for details while the opportunity is still available to build a 
+a business with the ELK TOOL HOLDER. Investigate 


ELK TOOLS, INC. 


96 WARREN ST. NEW YORK 7, N. Y. 














Yes sit 
we're recommending 


Plas]Jex BELTING 
for all food 
conveying jobs 


t, 
DISTRIBUTORS REAPING PROFITS AND 
GOODWILL ON PlasTex EVERYWHERE 
How about you, Mr. Distributor! Your customers will 
appreciate knowing about this wonderful plastic 
coated belting that is impervious to oils, greases, 
acids, alkalis and moisture. Proof of this statement is 
the fact that nearly four hundred leading food proc- 
essors are already enjoying the benefits of this 
remarkable product. Why not join with other leading 
distributors and start getting your share of the profits 


and goodwill PlasTex can bring you right in your own 
territory. Write Dept. B. today, for the whole story! 














BUFFALO WEAVING & BELTING COMPANY 


Chicago Buffalo 7, N. Y New York 


MILL SUPPLIES © DECEMBER, 1946 





“Especially are the skippers inter- 
ested in any new things that will re. 
duce the hazards of their occupation, 
Here is a new direction finder that 
works on the radio principle, and it has 
seized their attention, and I expect to 
see about every individual boat owner 
eventually have one. It is not only a 
range finder, but can also be used as 
a radio receiver. No matter how foggy 
the day or night, it is possible for the 
helmsman to follow the beam and land 
safely at any point desired. I get a 
greater kick out of selling this than any 
other item of merchandise in the whole 
marine line.” 





Handling 
Material 


And People 


(Continued from page 105) 





its storagé location. 

A wide street runs in front of the 
building. Incoming and _ outgoing 
trucks can easily maneuver for pickup 
or discharge of material into either 
level of the warehouse. Open-bodied 
trucks are conveniently served by the 
upper level hoist, or the 4000-lb. elec- 
tric hoist on the ground floor. Both 
warehouse floors have wide entrances 
at front and rear of the building, with 
large double folding doors which oc- 
cupy a minimum of space when swung 
back. This permits freedom of hoist 
operation, making for faster handling 
and stocking and greater safety. 

Each hoist trackway runs in a 
straight line from the front, or street, 
side of the building to the rear with 
its railroad spur, and each hoist has a 
cross-rail motion of at least 10 feet. 
Thus, all shapes and sizes of steel, 
except structural, and other metals can 
be handled on either of two warehouse 
levels, at front or rear of the building, 
and materials can be stored in their al- 
lotted space for convenient re-handling, 
with a minimum expenditure of man- 
power. 

In the Herrick warehouse are two 
power shears for cutting and trimming 
fs-in. and 14-in. sheet, as well as angle 
bending machinery. Sheet to be cut 
is brought to these shears by four- 
wheeled truck. When so requested by 
the customer, Herrick can thus furnish 
stock cut to exact dimension. 





The justification for such specialized 
handling equipment and accelerated 
handling methods is sustained high sales 
yolume, according to Thomas E. Hall- 
oran, general manager. “Steel is steel, 
wherever you go,” says Mr. Halloran, 
“and to sell it continuously and in 
quantity you have to be able to furnish 
customers something more than just 
sheet or rod or tubing.” 

The “something more”, in Herrick’s 
case, is quite a bit more. In addition 
to a complete line of bulk metals, 
the company handles plumbing and 
heating supplies, a list of industrial 
supplies which is steadily growing, and 
several kinds of sheet metal working 
machinery and tools. Besides these 
lines, Herrick merchandizes items such 
as metal home fireplace forms, ventila- 
tors and barbecue grills as an accom- 
modation to the building and plumbing 
and heating contractors whom they 
regularly serve. 


Related Selling 


In Mr. Halloran’s opinion, these lines 
are closely interrelated and the sale 
of one often creates an immediate need 
for an allied item. For instance, a 
manufacturer who buys quantities of 
steel sheet for use in fabricating his 
product is a logical prospect for a power 
shear. Or the user of steel angle who 
must perform finishing operations on 
a structural product would surely bene- 
fit from dependable portable power 
tools and grinding wheels. 

Because there is much to know about 


metals if they are to be properly sold | 


and applied, Herrick’s salesmen must 
have a knowledge of practical metal- 
lurgy. Their training, says Mr. Hall- 
oran, starts in the warehouse. They 
are then put through a comprehensive 
tour of office chores and pricing. From 
then on they acquire their metallurgical 
knoweldge and, in most cases, narrow 
their sales responsibilities to specializa- 
tion by customer groups or product 
lines. 

Training of Herrick salesmen is never 
rushed, adds Mr. Halloran, because of 
the quantity of information and knowl- 
edge to be absorbed. In the past three 
years, six outside salesmen have been 
added, bringing the present total to 15. 
They serve all New England. 

This knowledge of metals and allied 
lines is also essential in the handling 
of telephone inquiries from customers. 
Calls are sifted at the switchboard 
by a competent operator who first 
‘determines whether the customer is in- 





Are you acquainted 
with the creative 


6-Point Plan 
marketing pro- 
gram to build 
sales for you 
in 1947? 


If not, it’s 
time to write 
for a presen- 
tation by an 
ALLEN. sales 
Representative 


YOU’RE INVITED to sit in on a portfolio presentation ot (1) basic Allen 
policy in Distributor relationships; (2) analysis of your market for Allen products, 
and how we help you reach it; (3) analysis of profit potential and turnover of stock, 
by items; (4) pictorial demonstration of the tested Quality of Allen products; (5) 
synopsis of sales-advantages inherent in the product and (6) a summing-up of the 
sales assistance given our Distributors, with display of promotional pieces .. . The 
whole fits together in a DEFINITE SALES-BUILDING PLAN which is working for 


hundreds of Allen Distributors and wil] work for you. 


Write us today if you haven’t come in on it! 


THE ALLEN MANUFACTURING COMPANY 


HARTFORD .* ALLEN He CONNECTICUT, U.S. A. 
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CLAIMIPS 


WITH MANY 
ADVANTAGES 


PATENTED -U.S.Pet.Nor ¢ 
2,306,629, 2,395,273 
Other Patents Pending 


An excellent account opener that 
builds volume — and profit. Many 
industrial applications. For air, oil 
and coolant lines on machines. 
Many advantages. Exerts uniform 
clamping pressure... will not 
collapse or distort thin wall tubing 
...extra long take up — reduces 
inventory requirements...easy to 
install — without removing hose... 
vibration proof — will not loosen... 
can be reused many times. 


Order FREE SAMPLE 
a profitable item 


Send free sample. == 
0 Saw ES Sie ie ae 
ee ae 
a 
RE ae Se eee 
a ee 





STEADY 


PROFITS... 


THE Yew “TIMBERHOG” GASOLINE SAWS 


One and two man Reed-Prentice gaso- 
line engine portable chain saws are in 
demand for timber and logging opera- 
tions, construction, railroad and_ plant 
maintenance. 

Low in cost —light in weight — 
does the work 5 times as fast as by hand 
—the TIMBERHOG delivers maximum 


NEW YORK OFFICE: 
75 West St., New York 6, N. Y. 


cutting power at minimum cost — meets 
every requirement for economical and 
dependable operation. 

Established distributors are urged to 
investigate the Timberhog — the most 
economical chain saw line in the field! 
Write TODAY tw Dept. E, Timberhog 


Saw Division. 


CLEVELAND OFFICE: 
1213 W. 3rd St., Cleveland 13, Ohio 





tL ALLOY STEEL SCREWS 


. 


Get EXTRA strength 
on EXTRA TOUGH JOBS with 
SQUARE HEAD SET SCREWS! 


Mac-it Quality Square Head 
Set Screws have extra resist- 
ance and strength on jobs 
where they must take terrific 
punishment. No upsetting or 
mushrooming of points, no 
breaking off under the head. 
All Mac-it screws are heat- 
treated and accurately made 
with die-cut threads. What- 
ever your needs, let the 
complete Mac-it line serve 
you. Sold through recognized 
distributors from coast to 
coast and in Canada, 


p 


STRONG, CARLISLE & HAMMOND COMPANY 


CLEVELAND 


13 om mmo) 


RED BY 


MAC-IT PARTS COMPANY tancasrer, Pa 
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terested in carbon steel, stainless, cop- 
per, brass, or machinery, etc., then 
channels the call to one of the 10 inside 
salesmen best qualified to advise the 
customer. 


Morale 


Mr. Bowe, president, believes firmly 
that happy employees are the best em- 
ployees. Their welfare, he says, has 
been of paramount importance in all 
company planning. The company’s 
offices are equipped with comfortable, 
modern furniture. Lighting of the fluo- 
rescent type supplements illumination 
from unobstructed window area. The 
general offices are in one unbroken 
space, on the second floor at the outer 
corner of the building: Crowding 
and confusion are minimized by a 
desk arrangement dictated by the or- 
derly flow of paper work and personal 
intercommunication. 

A kitchen and lunch room occupy two 
sizeable rooms just off the office floor. 
Here employees may prepare and eat 
their lunches, instead of spending most 
of their lunch hour getting to and from 
a suitable eating place in the city. It 
is also one of Mr. Bowe’s policies to 
allow each employee two rest periods 
a day, in addition to lunch. The lunch 
room is an ideal place for them to 
gather for a cup of coffee and _ brief 
relaxation from their duties. 

Attesting to the soundness of Her- 
rick’s policies, Mr. Bowe explains, is 
an increase in employment from 30 in 
all three branches five years ago to 
approximately 100 at the present time. 
He sums it up this way. “We are far 
better equipped to handle our custom- 
ers’ needs than ever before, and each 
department of our business is showing 
healthy growth.” 





Sales 
Tips 
(Continued from page 111) 





short castings for grinding, and they 
were having difficulty. Vise grip pliers 
were the answer, of course. I made 
a sale and performed a service that 
was appreciated. Incidentally, I had 
a pair of the pliers with me at the time. 
It is a good thing to carry samples. 
At the least, a salesman always should 
have something to talk about. I never 
attempt to pass the time of day with 
my accounts. I always have something 





























“SAFETY-PULL" 
RATCHET 
LEVER 
HOIST 
SPUR GEAR “QUICK-LIFT" 
CHAIN ELECTRIC 
HOIST HOIST 


-« THEY HANDLE "a thousand 
and one’ _ CME FERENT JOBS 
EFFICIENTLY - oe ee 


Your customers for COFFING HOISTS are in mines, 
machine shops, steel and aircraft plants, shipyards, trans- 
portation and wrecking outfits . . . in fact wherever there 
is a construction, maintenance, or production job to do. 
They are adaptable to a great variety of applications for 
lifting, pulling, and moving. They are easy to operate, safe 
to handle, and give dependable, economical service. Stock 
COFFING HOISTS and you can SELL all requirements 
with good, steady profits. 


COFFING HOIST COMPANY 


RATCHET LEVER HOISTS - SPUR GEAR HOISTS - ELECTRIC HOISTS 
LOAD BINDERS - DIFFERENTIAL HOISTS - TROLLEYS 


DANVILLE, ILLINOIS 
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Here's an Item in 
a Class by Itself 


noun 


SAVER” 
Pulley used 


as 
tail pulley on 
belt 
conveyor 


Distributors selling 

“BELT-SAVER” Pul- 

leys know by act- 

ual experience that 

they are rendering 

an outstanding ser- 
vice tc their customers. By replacing ordinary pulleys with 
“BELT-SAVER” on conveyors and bucket elevators carrying 
hard or abrasive materials, conveyor belt life has been 
tremendously increased. Case after case is on record and 
open to complete, careful investigation showing actual, 
proved belt life increases of from 25 to 40%. Continued 
repeat orders from distributors prove that “BELT-SAVERS” 
is in a class by itself. Full details on request. 


SPROUT WALDRON & CO. 


MUNCY, PA. 


Manufacturing Engineers Since 1866 








RO 


PULLEYS 


/ ‘ 
——al®, 


BEARINGS 


specific to talk about. 

“To sum up, a man must know his 
lines, he must know his accounts, and 
he must always be businesslike and 
courteous. He should never be afraid 
to spend a few extra hours helping out 
an account that is having difficulties. 
And, above all, a man must be of serv- 
ice. If he is of service to his accounts, 
he may rest assured that he will come 
ou. all right. 

“Get into plants and notice things,” 
Mr. Rapp advised.. “Never be afraid 
to make known legitimate wants. If, 
for example, a man wishes to get into 
the plant of an account, he should ask 
for permission, and, if necessary, ex- 
plain exactly why. The explanation is 
a credit to the man. Why? Because 
it is merely to enable him to give this 
account better service that he desires 
admittance to the plant.” 





Know the 


Answers 
to quiz on page 112 








gh 
i ie 


° WASTE 
¢ BOTHER 


CONVENIENT TO USE 


4 IN 1 ASSORTMENT 
BRASS or STEEL al 
Sa Contains an assortment in most 
i popular sizes of Precision Brand 
Shim Stock. 4 separate thick- 
nesses 6x50” each. Total 1200 
square inches. Put up in easel 
type display dispensers cello- 
phone wrapped. 


} SHIM PACKETS 
BRASS or STEEL 


Flat Stock—Total 6 Pieces. Each 33/¢7x6” 
—120 sq. in. 2 pieces each .001, .002, 
-003: 48 packets to the box. 


SINGLE ROLLS 
BRASS or STEEL 


Single rolls 6”x100” 


each. 600 sq. in. to | 


the carton. All popu- 
lar thicknesses. 
Cellophane wrapped— 
moisture-proof. 


SHIM STEEL 
HEAVY SIZES 


6%x100” and 12”x120” in 200 Ib. 
test corrugated paper cartons. Thick- 
nesses up to .031”. Complete range. 


CONSULT YOUR JOBBER 
PACKAGE GOODS DIVISION 


PRECISION STEEL WAREHOUSE, 


442 WEST KINZIE STREET e 
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INCORPORATED 
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ANSWERS: 


1. a—outside diameter 

b—pitch diameter 

c—circular pitch 

d—tooth thickness 

e—working depth 

f—whole depth 

g—clearance 

h—addendum 

j—dedendum 

k—pitch circle 
2. A gear is a wheel with teeth used to 
transmit positive and uniform rotary 
motion from one shaft to another. 
3. Gears are grouped by name accord- 
ing to the position occupied by the teeth 
in relation to the axis of rotation of 
the gear. 
4. (c)—octagonal (g)—fission 
5. Square, elliptical, planetary, inter- 
mittent. 
6. A spur gear is one having straight 
teeth cut parallel] with the axis of rota- 
tion of the gear. 
7. (c)—permit transmission of motion 
between gears whose axes of rotation 
intersect. 
8. (c)—provide quiet, smooth opera- 
tion where shafts do not intersect. 
9. (d)—a worm. 
10. In herringbone gears, tooth load or 
shock is neutralized when transmitted 
from one tooth to another, thus elim- 
inating need for thrust bearings. Also, 





they give more continuous, vibration- 
free action. They are used where high 
speeds and high gear ratios are neces- 
sary. 
11. Bevel gears and spiral gears. The 
teeth in both are cut into conical gear 
faces. However, bevel gear teeth radi- 
ate from the apex of the cone, and spiral 
gear teeth curve continually toward or 
away from the apex of the cone upon 
which they are cut. 
12. Approximately 6 to 1. 
13. Yes. The point at the intersection 
of the pitch circle and the edge of the 
gear teeth is where the teeth bear on 
each other when they meet. 
14. The pressure angle is the angle at 
which one tooth presses against the 
other in mating gears. Standard gear 
teeth have a 14% degree pressure 
angle. 
15. They are known as “stub tooth” 
gears, because the teeth are shorter and 
broader at the base. 
16. Where greater tooth strength is 
desirablev. 
17. By milling with formed cutters, 
hobbing, and shaping or planing. 
18. Because their contact action is 
sliding, rather than rolling, they re- 
quire maximum lubrication. 
19. (b)—right-angle bevel gears with 
the same number of teeth. 
20. Diametral pitch is the number of 
teeth in 3.1416 in. measured on the 
pitch circle of the gear. It regulates 
the size of tooth. 
21. (b)—be of the same diametral 
pitch, 

3.1416= (Pj) 
22. (d)—1.75 ( 1.79 ) 
23. (a)—44 teeth (4 x 11) 
24. One in which the teeth are not con- 
tinuous, having plain surfaces between 
groups of teeth. 
25. (c)-—-have the shaft hole off center. 





Topic Of 


The Month 
(Continued from page 138) 





Better, faster delivery service. 

Modern show rooms and product dis- 
play. 

Intensified training of salesmen; 
closer cooperation with manufacturers’ 
representatives. 

Employee voice in new plans and 
proposed policy changes. . 

Revised office forms to reduce un- 
necessary paper work. 

Elimination of unprofitable lines. 








CAR MOVERS 


Low-cost "TOOLS" that 
pay good dividends... 


Light, heavy, or medium jobs . . . BADGER has 
a type suited to that particular job. BADGER 
Car Movers are known for their ease of handling, 
low first cost, and sturdy construction—little or 
no maintenance required after many years of 
hard service. Your customers who have sidings 
should know all about BADGER Car Movers. 
We always urge our users to buy thru our Dis- 
tributors . . . have your stocks ready to supply 
them. 


ADVANCE CAR MOVER COMPANY 


7 oe ae a On, A, | 








mm month, more SpeedWay Drills 
come off the production line; are be- 
ing shipped each day. But, frankly, 
though we are beginning to cut into 
our mountainous pile of back orders, 
there's a deal of waiting still for a lot 
of people who are ordering SpeedWay 
Tools today. However, because they 
are worth waiting for, we suggest that 
you place your order now with your 
local SpeedWay dealer for earliest pos- 
sible delivery. 


SPEEDWAY MFG. CO. 


1832 S. 52nd Ave., Chicago 50, Ill. 





No. 89 equipped with Snap-Release 
Chuck, — . 


a Zn \ ’ — No. 89-J with Jacob chuck (as 
. A 


ast illustrated) $5.00 extra. 
pr =. A rs 


A o \ ‘ Bisson 


he 
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When the stage is set... 


You'll find many a lifting job in 
the plants you visit that are made 
to order for the ‘Load-Lifter’ 
Hoist. They’re the steady, all- 
day long jobs where near-capacity 
loads must be handled if produc- 
tion throughout the plant is to 
continue. 


When you find such a condi- 
tion in the plant you're visiting, 
tell the owner about the simple 
yet rugged construction, the ex- 
clusive features which make a 
‘Load-Lifter’ Hoist able to with- 
stand long, hard hours of heavy 
lifting with the minimum amount 
of attention. Point out the safety 
features of ‘Load-Lifters’ and ex- 
plain to him how he can order 
them in almost every combina- 
tion to meet specific or difficult 
conditions in any type of industry. 


Give the plant owner a copy of 
Catalog No. 215 and call his 
attention to the pages showing 
the various sizes and kinds of 
‘Load-Lifter’ Hoists, the doub!: 
spread of installation photos, and 
especially to pages 18 and 19 
which graphically show and de- 
scribe the advantages of ‘Load- 
Lifter’ Hoists. 


Write for Catalog No. 215 and let i. 
help you sell ‘Load-Lifter’ Hoists. 


ay; LOAD LIFTER 
c=") . Hoists 


MANNING,MAX WELL & MOORE, INC. 


MUSKEGON, MICHIGAN 
Builders of 'Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties 
Makers of Ashcroft Gauges, Hancock Valves 
Consolidated Safety and Relief Valves and 
‘American’ indu§trial instruments. 
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Important equipment in today’s 


INDUSTRIAL SET-UP ... 


Machinists 
Bench 


Combination 
Pipe 
Coachmakers 
Woodworking 


®@ Solid Nut 
Continuous 
Screw 


@ Quick Action 
@ Lightning Grip 


MORGAN ss: VISES 


The consistent good performance of MORGAN VISES has earned 
for them a reputation that makes the distributor's selling an easy 
matter and helps him to build a good steady-paying business .. . 
Industry likes them. Get complete details. 





MORGAN VISE CO. 108-112 N. JEFFERSON ST. CHICAGO 6, ILL. 














“PIONEER” 
STEEL SHAFT HANGERS 











Thousands upon thousands of 

these “Pioneer” Steel Shaft Hang- 

ers are in daily use — and have 

been ever since 1914. They are 

unbreakable — their superior 

strength and rigidity make them 

dependable. They are one-third 

lighter than the old style cast-iron hangers, and therefore cost 
less f.0.b. ceiling—and that’s what counts. 

Cut costs of handling, hauling and millwrighting by using 
“Pioneer” Steel Shaft Hangers, made by the manufacturers of the 
famous “Hallowell” Ready-Made Shop Equipment of Steel and 
“Unbrako” Screw Products. 


Over 43 Years in Business 


STANDARD PRESSED STEEL Co. 


JENKINTOWN, PENNA. Box 519 
—— BRANCHES —— 
BOSTON « CHICAGO + DETROIT « INDIANAPOLIS « ST. LOUIS « SAN FRANCISCO 
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Concentration of major sales effort on 
certain industry groups. 

Increased material handling equip- 
ment to save manpower. 


More Information Desirable 


The questionnaire used in this sur- 
vey was not extensive enough to reveal 
other vital statistics which would be of 
value to industrial distributors. Such 
analyses as the number of veterans en- 
tering each kind of industrial supply 
work, employee turnover by depart- 
ments, and accurate percentage changes 
in sales and inventories on a physical 
rather than an_ inflated-dollar 
could not be made from the informa- 
tion gathered. It is hoped, however, 
that the questionnaire will be imple- 
mented to uncover the necessary de- 
tailed information in future surveys of 
industrial distributor operations. 


basis 





Problems 
Overcome 


(Continued from page 128) 





bond between the men who depend so 
heavily upon one another in their daily 
business lives. 

The Lancaster distributors were 
highly commended for the way in which 
they conducted the meeting and fur- 
nished all information asked of them. 
A letter from W. B. Hammond, Radio 
Corp. of America, chairman of the Pur- 
chasing Agents’ Club program com- 
mittee, said, in part: 

“This was our first attempt to have 
a group of local suppliers take part in 
one of our meetings, and it was one of 
the most successful we have had since 
organizing our club. 

“The interest shown by your repre- 
sentatives was gratifying and we believe 
that a better understanding of each 
others’ problems exists as a result of 
this friendly get-together.” 


Joins Exhibitors 


Reilly Bros. & Raub took advantage 
of another opportunity to promote their 
role in industry when the Lancaster 
City & County Manufacturers put on an 
exhibit to show Lancaster people what 
products are made locally. “Industry 
On Parade” was held at the Lancaster 
Armory and attracted large crowds, says 
Mr. Barr. 


Because of his experience in the 





for 


factories 

warehouses 

mines 

mills 

railroads 

foundries 

oil fields 

_— houses 
heries 

dairies 

chemical plants 

ice houses 

marine use 


IND 





CAPITAL 


INDUSTRIAL 


BRUSHES and BROOMS 


Always Wanted! 


@ The list shown represents countless selling oppor- 
tunities for CAPITAL Industrial Brushes and Brooms. 
We offer a line complete in all respects so that your . 
customers can get just the right brush or broom for a 
given job. They outlive and outperform and need 
fewer replacements than most maintenance equipment. 
CAPITAL Maintenance Equipment has been paying 
Distributors well for many years—join this satisfied 
group—get all particulars today. 


IANAPOLIS 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. 


Est. 1890 INDIANAPOLIS 7, IND. 











a 





END MILLS 


The RELTOOL Line 


Includes: 


@ ‘‘SHOCKLESS"’ Center Drills 
— Regular and Bell Type 


®Standard Center Drills 


— Regular and Bell Type 


@End Mills 

®Center Reamers 

® Tool Bits 

®@ Circular Saws 

® Slitting Saws 

® Screw Slotting Saws 
® Formed Tooth Saws 


ty RELTOOL! 


+--in a complete range of styles 
and sizes... 


In addition to its established lines of Reliable Metal Cut- 
ting Tools, Reltool now offers you End Mills of finest high 
speed tool steel... accurately made, and scientifically heat 
treated and case hardened for long life. They are made in 
single and double-end types, in small and large diameters, 
with 2, 3 and 4 flutes, and with straight or bali-ends. 


® Side Chip Clearance Saws 


© Jewelers’ Saws 


Ask about the Reltool Franchise 


®@Rotary Shears and Special 


Saws made to Order 
© Cut off Blades 
®@ Lathe Mandrels 
® Keyseat Cutters 


FS 


710 WEST MICHIG 


Choice territories are still available to Industrial Distribu- 
tors who can provide Adequate Sales Representation for 
the fast growing Reltool Line. 


Reltoot conor ation 


RELIABLE METAL CUTTING TOOLS 


AN STREET MILWAUREE 3, WISCONSIN 
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TRICO’S positive bearing protection 
assures FAST SALES! i . 


TRICO Oilers assure quick turnover with 
healthy profits by fulfilling a heavy demand 
for modern automatic lubrication. 


Rugged construction, modern design, preci- 
sion workmanship and dependable operation 
insures years of 100% customer satisfaction. 





Visible oil supply. 

Increased production. 
Eliminate guesswork oiling. 
Reduce repair costs. 

Less fire and accident hazards. 
Streamlined appearance. 











Increase your sales and profits! 
Order—stock—sell TRICO! 





A TYPICAL INSTALLATION —This motor is 
equipped with Opto-Matic Constant Level 
Oilers illustrated above. As oil is consumed in 
the bearings, Opto-Matics automatically replace 
same—instantly and positively. The old-fashioned 
trust-to-luck hand oiling method has been 
eliminated. 


WRITE for attractive franchise! 





TRICO FUSE MFG. CO Milwaukee, Wis 





PROVED DAILY IN INDUSTRIAL USE 


safer « shock-absorbing « skidproof « resilient 
RUBBER LINK 


FLOOR MATTING 


BESREREEEREEEDE REECE REPEL ORO EE REET 


REDUCES FATIGUE REDUCES BREAKAGE 


Now ...at last ...a genuinely efficient, reversible floor 
matting! The attention of all industrial men is directed 
to L-CO rubber and fabric link matting for its thousand 
and one uses. Providing dry, almost indestructible, RUBBER LINK FLOOR 


skidproof, shock-absorbing underfooting...L-CO cush- 

ions body-tiring floor vibration. Built to fit YOUR MATTI 6 G 
SPECIAL REQUIREMENTS. Weight 2% Ibs. per sq. ft. 

DISTRIBUTORS ATTENTION: Generous profit-making discounts. Write, wire or phone for details. 


The LOEWENTHAL COMPANY, 88 w. rondoiph st., Chicago 1, Ill. © FACTORY —Akron, Ohio 
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past with exhibits of similar nature, Mr. 
Barr was called upon to work with va- 
rious manufacturers in organizing their 
exhibit material. In every booth dis- 
playing a product handled by Reilly 
Bros. & Raub there was placed a card 
stating that the line could be purchased 
from them. In some instances the manu- 
facturer incorporated the distributor’s 
name with their own on the original 
promotional material. 

According to Mr. Barr, this advertis- 
ing was so effective that many visitors 
wanted to know if the exhibit was a 
“Reilly Bros. & Raub show.” He is 
sure distributors can strengthen their 
position both with customers and sup- 
pliers by offering*all possible assistance 
in such activities. 





Tuning 
Up . 


(Continued from page 93) 





session. Visits from manufacturers’ 
men are helpful in explaining the finer 
points of products and their applica- 
tion. These sessions will constitute a 
main part of the training of new sales- 
men who will be required to pass 
through the usual apprenticeship in 
stock rooms, at the counter and in the 
office. 

In addition to the information gath- 
ered by Mr. Browning and other sales- 
men for the customer survey, evaluation 
of lines and customer requirements will 
need experience data on lines and cus- 
tomers. Mr. Browning is convinced 
that the best way to secure this data 
was through the maintenance of a 
perpetual inventory record and _ this 
was recently installed. Another factor 
contributing to the adoption of an 
inventory record was the voluminous 
back order file which Mr. Browning 
felt required careful watching to assure 
systematic and equitable disposal of 
goods received and to keep the firm’s 
orders on suppliers within bounds. 

There are other benefits in having a 
perpetual inventory record, Mr. Brown- 
ing pointed out. In analyzing office and 
counter procedure, Mr. Browning 
found that much time was lost by 
countermen and office help in answering 
queries about stocks. This was because 
the firm is not housed in one building 
but three—two warehouses and a 
store-ofice. Although the warehouses 
are nearby, a call or a trip to them 
was necessary each time a question 
about whether or not certain items 





were in stock and how many. This 
information can now be supplied 
readily by the inventory clerk, Amberc 
Smith, or Mrs. R. M. Cook, Mr. Brown- 
ing’s secretary. 

Costing and pricing is also done from 
the inventory record since the card 
for each item shows cost, list price, 
discounts and sales price. The system 
is a single-card-per-item record, each 
card showing date of transaction, orders 
placed with suppliers, quantity on 
order, quantity received, quantity sold, 
balance on hand and name of customer 
or supplier, depending upon whether 
the transaction being entered is a sale 
or a purchase. In constant touch with 
the condition of inventory, the inven- 
tory clerk assists in purchasing by 
notifying C. W. Whitcomb, vice presi- 
dent in charge of purchasing, of low 
stocks. 

By keeping the back order file next 
to the inventory record, the work of 
checking receipts from suppliers is 
facilitated. Mr. Smith keeps a receiv- 
ing book in which items ordered from 
suppliers to fill back orders are entered, 
one to a page.’ Under each item is the 
customer’s name, order number and 
order date. As soon as a shipment is 
received, a receiving slip which shows 
all the items and quantities received, 
is sent to Mr. Smith who enters them 
in the perpetual inventory record and 
then checks the items in the book to see 
if any are intended for back orders. If 
so, the oldest back order for that item 
is filled first and a notation to that 
effect is made on the order and in the 
book. If the order lists other items 
awaiting delivery, the order is returned 
to the back order file. If-not, it is 
placed among the filled orders. 

Normally, the oldest back order is 
filled first. However, the conditions of 
this order may provide for partial ship- 
ment in which case partial or full de- 
livery of the item may be made on the 
next back order. 


With the completion of this program, 
Mr. Browning is certain that the firm 
will be better organized and equipped 
for the greater selling effort which will 
be required of all distributors sooner or 
later, The main thing, he pointed out, 
was that the change from a sellers’ to 
a buyers’ market will not be sudden but 
gradual and hardly noticeable. By 
putting the program into effect gradu- 
ally, the Browning firm looks for the 
transition in the organization to be 
simultaneous with the market change. 
After all, it is a matter of timing. 











Differential Hoist. 
Capacities one-half, 
and one-ton. A fast- 
selling, low-cost 
hoist, with a large 


Torpedo Electric 
Hoist. Capacities 
250-, 500- and 1000- 
lbs.; hook, bolt or 


trolley suspension. market. 


MATERIALS 
HANDLING 
EQUIPMENT 


A top quality line of hoists and trolleys 
that will cut materials handling costs in 
any plant. Sell Conco units with full 
confidence of long-life and quality per- 
formance. Conco has been a leading 
name in the materials handling equip- 
ment field for a quarter of a century. 
Write for full information on this profit- 
able line. 


I-Beam Trolley in Spur Gear Hoist. 
four models, plain High speed. high 
or geared types in quality, in capaci- 
capacities from 1, ties ranging from 
through 10 tons. Yq through tons. 


ENGINEERING WORKS 


Division of H 


Conkey & Co., Division St., Mendota, Illinois 





THERMO 





ELECTRIC FURNACES 


Dealer cooperation has been an impor- 
tant factor in the growth of our business. 
That's why we advertise TEMCO fur- 
naces nationally on a "See your dealer" 
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ELECTRIC MFG. 


basis and refer inquiries to 
cooperating supply houses. 
We intend to continue this 
policy. 


Shown here is the new model 
CEA. Inside dimensions 434 x 41% 
x 6 priced at $80.00 for 115 V. AC. 
This furnace operates continuously 
at 2000° F. and the stepless heat 
control permits any temperature to 
be selected and held automatically. 
Our complete line includes four 
models priced from $50.00 to 
$194.00 with muffle gizes up to 6” x 
5” x 10”. These fufnaces are de- 
signed for heat treating and small 
unit production in tool and die 
shops and industrial plants, 


WRITE FOR COMPLETE 
JOBBER INFORMATION 


497 WEST LOCUST ST., DUBUQUE, IOWA 


COMPANY 








Get the Facts about 


CABLEMASTER 


THE NEW LIGHT HOIST 

































4 


ESPECIALLY DESIGNED 
IN 3 CAPACITIES 


@ The new CABLEMASTER hoist is 
available in 250, 500 and 1,000 Ib. 
capacities. Each size hoist is indi- 
vidually designed and built for its 
specific rating . . . not a geared up 
or geared down make-shift. This spe- 
cial design results in minimum weight 
and maximum performance, Available 
for hook mounting, as shown, or rail. 












Phone, write or wire for details 


THE MASTER 
ELECTRIC CO. 
li 


MASTER 


INDUSTRIAL EQUIPMENT Div. 
DAYTON, OHIO 








Machine Drives @ Electric Hoists 
Electric Hammers © Engine Driven 
Generator Plants © Portable Grind- 
ers ® Big 3 (Power, Tool Operation, 
Concrete Vibration) Units © Tampers 
















SUPER 


re TRINDL ::.:: 


GEASS SOARC WELDERS 


Al Gers of Models for Every Welding Job! 


“JOB TESTED”? TRINDL WELDERS, outstanding in the welding 
field because of the Simplified Operation and Ruggedness of Design 
and Construction, are unbeatable for practical efficient low cost 
operation. TRINDL WELDERS, preferred for general industrial, farm 
and automotive production, construction, maintenance and repair, are 
available i in a range of models for every type of shop or welding job. 


DEPENDABLE TRINDL WELDERS, WELDING 
. SUPPLIES AND ACCESSORIES ARE AVAILABLE 
= TO SAVE YOU BOTH — TIME AND MONEY... 
:. Write, wire or phone today for particulars and catalogs 


JOBBER AND DISTRIBUTOR INQUIRIES INVITED 
Write for Selected Distributor Plan, 


TRINDL PRODUCTS LTD., 17 E. 23rd St., AY, Chicago 16, Ill. 
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But you'll REMEMBER the 
dependable service of 
4 cASH-ACMe Direct acting, 
4 single seated pressure reduc- 











ing valves for use as com- 


ponent parts of equipment 





or in factory steam, water, 


air or gas lines. 








“is, 
Seat 
Bulletin No. 144, available on request 


STOCK-.-CATALOGUE..-SELL 
CASH-ACME = Products, 





TYPE “8” 


6615 EAST WABASH AVE 


. = 
omatic PRESSURE CONTROL VALVES DECATUR ILLINOIS 
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t Each Forsberg Blade that carries the 

: famous WHALE BRAND mark of quality 

d is scientifically heat treated to add the 

. toughness that gives these Blades their fine 

performance. They’re gauged and checked 

; throughout every step of their manufacture 

; and given a stiff bending pounds test be- 

fore you get them for sale. The popular 
HY-FLEX Blade, shown above, meets to- 

. day's demand for a medium priced blade 

ial which is extremely flexible, yet has the guts 


for solid service. 








Here’s a Whale of a Blade of a special 
analysis molybdenum, high speed steel, 
that gives unusual cutting service. Can be 
used at the same cutting speeds as tungsten 
and deliver practically equal performance. 
If you want to promise outstanding results 
on stubborn cutting jobs, offer Whale 
Brand HY-FLEX and MO-HY Blades and 


you'll deliver it. 











e ow ¢t co tant 
Get to kn he ns 
sales acuon in 











other 


a 


orsber 


© MFG. CO., BRIDGEPORT, CONN., U.S.A. 








New 
Products 
(Continued from page 109) 





the compressors are fully automatic 
and controlled by éentrifugal unload- 
ing valves which guarantee against mo- 
tor burn-out. Power transmission is di- 
rect from the heavy duty motor by mul- 
tiple v-belts with slack take-up. Cylin- 
ders have deep cast fins for heat dissi- 
pation. A fan-type flywheel circulates 
air past a copper finned intercooler, 
which cools air as it passes from the 
low pressure to the high pressure cyl- 
inder, thus minimizing collection of 
carbon in the valves.—Motor Generator 
Corp. Div. of The Hobart Bros. Co., 
Troy, Ohio—Mitt Suppuies, Decem- 
ber 1946. 


Cut-Out Valve 
Hydraulic Control 





A NEW HYDRAULIC CUT-OUT VALVE, an- 
nounced by its manufacturer as one- 
half as expensive as other similar de- 
vices, has been introduced. Other fea- 
tures are positive valve seating, few 
moving parts, small size, low pressure 
drop, and adaptability to installation 


in small, narrow and_ hard-to-reach 
places. The housing measures 1144 x 
234 x 3% in., and all four ports—pres- 
sure, system, return and bleed—are 
in the same plane. Cut-out pressures 
from 300 to 1500 psi can be supplied, 
and the differential pressure can be 
varied from 75 to 500 psi. by means 
of an external adjustment.—Electrol, 


Inc., Kingston, N. Y.—Mu1. Supp ies,, 


December 1946. 


Remote Switch Control 
Flexible Casing 


ADAPTABLE TO ALL types of small ma- 
chine tools, a remote switch control unit 
now on the market combines an elec- 
trical switch and flexible control. The 
control switch may be mounted at the 
point most convenient to the operator, 
and the flexible casing then carried to 
the switch box, either adjacent to the 
motor or convenient to the wiring. The 
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ALWAYS 
A DEMAND FOR 


theo fmuek 


DRILLING «xo TAPPING 
PRODUCTION BOOSTERS 










KEYLESS DRILL CHUCKS 


mm, Elimination of key speeds 
ran up drilling, saves energy, 
eee’ makes chucks ideal for wo- 
4 operators. Also ends 
eee slipping and retightening. 
ue Highest quality precision 
i construction assures long, 
1) hard service. 5 sizes for No. 
0 to 5%" drills. Also avail- 
able for portable drills. 


For full details 
ask for BULLETIN Neo. 6 


TAP CHUCKS 


Grip is visible, assuring 
proper insertion of taps 
every time. 5 sizes, for No. 
0 to I" taps. 


For full details 
ask for BULLETIN No. 6 


TAPPING ATTACHMENTS 


Make a high-speed, sensi- 
tive tapper of any drill 
press. Quickly mounted 
without altering press. 7 
sizes for No. 0 to |" taps. 
QUILL CLAMPS available 
to assure absolute rigidity. 


For full details 
ask for BULLETIN No. 2 


FOOT-OPERATED r 
TAPPING MACHINE 3 


Has hair-trigger sensi- 
tive central friction 
clutch, automatic re- 
verse and sensitively 
counterbalanced foot 
pedal. All the operator 
has to do is feed the 
work and step on the 
pedal. Unskilled opera- 
tors can maintain pro- 
duction rates up to 
12,000 holes per hour. 
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For full details . 
ask for BULLETIN No. 4 ~ 


WRITE FOR BULLETINS AN 
DETAILS OF DEALER SET-UP 


ETTCO TOOL CO. 


600 Johnson Ave., Broeklyn 6,N.Y 
















GOVERNMENT OWNED SURPLUS Prorerty 








GENERAL MAINTENANCE AND INDUSTRIAL FINISHES 


available now 


ucts 
sie prod 
A paRTIAL List mi-Paste 


PAINTS: Ready a —camoufios® 
Oleoresinevs™ os orine “ 

_- Oleoresino’ 

ENAMELS. em yatinetsioss, ol0%) 
ieee. 
ted — loss ) 
ERS Ss: Pigmen j-gloss 9g 

Laas « (lustreless,3e™ RIMERS: 


PR 
GNDERCOATIN Re sous = , 
Chrom nte 

S$; Cleor r & Pi ert siose 

LACQUER DOF bay) nd _— 
(cellulose °° ate types 
§ [including iron 

COLORED ise — 


COLORS IN Olt 


Fouling 


AINTS: Anti- 
sui BO TTOM Peo erosive 


Although this material has been pre- 
viously offered to priority meant. 10 
per cent of the merchandise has been re- 
served to fulfill any further needs of iority 
claimants including VETERAN 

OF WORLD WAR II who are invited | to 
contact the Regional Office serving their 
area. 


a hal, 





Exporters are idered lers in 

the purchase of me coger popeet +d 
uestion on export contro should be 

erred to Office of International Trade, De- 

partment of Commerce, Washington, D.C. 


War Ass 


eta before has there been the opportunity to 
buy good quality general maintenance and in- 
dustrial finishes . . . at such bargain prices. Included in 
this close-out sale of war surplus stocks are a wide 
range of specifications in gloss, semi-gloss and flat 
finishes, air-drying and baking enamels, paints, lac- 
quers . . . in fact, practically every type of maintenance 
and industrial finish. 


And they are easy to buy! Orders may be made up of 
one or more items. Containers usually range in size 
from one to fifty-five gallons. 


Don’t delay—act at once. Ask your nearest Regional 
Office of the War Assets Administration for prices, 
locations, quantities, types and colors today. 


ApMINISTRATION 


Offices located at: Atlante + Birmingham ; GOVERNMENT Los anata + Louisville - Minneapolis 
Beston + Charlotte - Chicago + Cincinnati OWN ED Nashville + New Orleans + New York 
Cleveland + Dallas - Denver + Detroit + Fort - SURPLUS Omaha - Philadelphia ~- Portland, Ore. 
Douglas, Utah - Fort Worth - Helena » Houston oe Richmond + St.Louis + San Antonio 
Jacksonville - Kansas City, Mo. + Little Rock San Francisco «+ Seattle + Spokane + Tulsa 

563-4 
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FOR INDUSTRY'S PIPELINES 


Here is a wide range of sizes and types of valves and pipe fittings for 
industrial uses. Don’t delay—contact your nearest WAA Regional 
Office immediately to assure getting the particular items 

you need. The entire inventory is priced 

well below distributor's costs. 


MATERIALS: Cast Iron, Malleable 
Iron, Steel, Brass. 


SIZES: Ya" to 36" 
PRESSURE: 125 Ibs. p.s.i. to 3000 Ibs. p.s.i. 


TYPES: Gate, Globe, Angle, Check, Plug, Cross. 
MATERIALS: Iron, Brass, Steel. 
SIZES: Ya" to 36" 
END CONNECTIONS: Screw, Flange, Welded, etc. 
PRESSURE: 100 Ibs. p.s.i. to 3000 Ibs. p.s.i. 


All valves and fitti are sold under ORUB 
Prlorit tons TeTERANS OF WORL 


at the W: 
fying Office serving 
he as te para ase the materials 


This material is available for ex 
_ o export control should be Peorvea Perea tg 
Commerce, Washington, D.C. 
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Offices located at: Atlanta - Birmingham 

Beston - Charlotte - Chicago - Cincinnati 
Cleveland - Dallas - Denver - Detroit -_Fort 
Worth - Helena - Houston « Jacksonville 
Kansas City, Mo. « Little Rock + Los Angeles 


AVAILABLE TO 


FABRICATORS | 
right i. 
now » 


Consider your aluminum needs—then get 
in touch with your nearest War Assets Ad- 
ministration Regional Office to see if we can 
fill your requirements. Even your highly 
specialized requirements might be filled 
from WAA surplus stocks. It costs nothing 
to find out. Orders are filled quickly and 
without fuss. 


All metals are sold under existing priority regulations. 
VETERANS OF WORLD WAR II are invited to be certi- 
fied at the War Assets Administration Certifying Office 
serving their area, and then to purchase the materials 
offered herein. 


Exporters are considered as wholesalers in the purchase of 
surplus property. Any question on export control should be 
referred to Office of International Trade, Department of 
Commerce, Washington, D. C. 


ApMINISTRATION 


GOVERNMENT @ Lovisville - Minneapolis - Nashville - New 
OWNED Orleans . New York . Omaha 
Philadelphia - Portland, Ore. - Richmond 

SURES St. Lovis + Salt Lake City + San Antonio 
San Francisco + Seattle + Spokane + Tulsa 
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d RECOIL 
4 


at low cost ........ from 16¢ per gallon 


Here is your chance to get top-grade hydraulic and recoil 
oils. For detailed specifications get in touch with the 
MINIMUM QUANTITIES nearest War Assets Regional Office listed below. Tell 
them what you want and how much of it. It’s simple, 


No sales shall be made in- feat esomemicelt 


volving a quantity less than 
250 gallons, except where 
the regional office inventory 


of the specific item is less. | mmm Regions Holding Inventories of These Oils ox: 
This material is offered in the fol- . OFFICE OFFICE 


lowing sequence as provided by ‘ p 

law:—(1) Certified Veterans of Birmingham Los Angeles 
World War II; (2) Subsequent pri- “ * 
ority claimants; (3) Non-priority ; Boston Minneapolis 
purchasers. Federal agencies have j ° 

had opportunity to fulfill their Chicago New York 


needs. VETERANS OF WORLD : 
WAR II should apply to their near- Cleveland New Orleans 


est WAA Regional Office for cer- Dallas Philadelphia 


tification; the date and case num- 
ber assigned and the location of the Denver Seattle 
certifying office must be stated in a 


Veteran’s offer to purchase. Detroit St. Louis 
EXPORTERS: This material is avail- Helena Salt Lake City 


able for export. Any question on @ 
export control should be referred Houston San Francisco 
to Office of International Trade, 1 ° 

Department of Commerce, Wash- Kansas City, Mo. Tulsa 

ington, D. C. 





PE, 


War Asseré Apntvistrarion 


« Louisville + Minneapolis 


¢ Boston + Charlotte + Chicago \) 4 
Clncinnent * Cleveland + Dallas uN Omaha « Philadelphia + Portland, Ore. 
Denver + Detroit + Fort Douglas, Utah?) ° Richmond * St. Louis ¢ San Antonie 
Fort Worth + Helena + Houston +Jackson- “>. r p « Seattle 
ville + Kansas City,Mo. + Little Rock 
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WHEN YOUR BEARINGS 


~ WEAR 


Loleom 7-\) 


Experienced maintenance men know that MAGNOLIA 
bearing metals properly applied assure maximum 
bearing service life. Not all of them fully realize that 
there is a specific type available for the major varia- 
tions in load characteristics. You, as a mill supply 
sales engineer, can help your customers get better 
bearing service by helping them to specify the correct 
type for each application. 


Here’s what we tell maintenance men. 


Indications are that either 1. lubrication may have been inadequate or 2. the 
bearing metal may have been improperly selected. In the latter case repour with 
MAGNOLIA ANTI-FRIGFION METAL and improve your bearing life. It has 
a lower coefficient of friction than any other known bearing metal . . . 1/3 that 
of “genuine” babbitt. It is graphite impregnated by a special process and is 
to an extent self-lubricated. 


MAGNOLIA ANTI-FRICTION METAL is recommended for all general purpose 
bearings where loads are comparatively steady and moderate, and speeds not 
excessive. Such conditions are usually found in bearings on line shafting, pro- 
peller shafts, general machinery, motors in the range between 10 and 250 hp. 
But before or when you order your next supply of MAGNOLIA ANTI-FRIC- 
TION METAL from your mill supply dealer, be sure to ask him or us for your 
copy of the MAGNOLIA BEARING METAL BULLETIN. It contains scores of 
application recommendations as well as valuable refresher information on how 


i, ane MAGNOLIA METAL COMPAN 
MAGNOLIA BEARING METALS 


PAAGNOLIA ANTI-FRICTION 


METAL for minimum friction 
under normal loads. 


18 WEST JERSEY STREET 
ELIZABETH 4, N. J. 








Qo pen 
Square, Straight Tapping 
in HALF THE TIME 


The Dahlstrom Tap Guide prac- 
tically eliminates tap breakage, and 
turns out uniform work. Just fasten 
it to a post or bench, slip a Tap 
Adaptor into the spindle, and turn 
the handle. Equipped with seven 
Adaptors from 8/32 to 2” (taps 
not furnished). Table 6” x 101%”, 
7” opening. Literature on request. 


Advertised in Leading Machine Shop Magazines 


DAHLSTROM MANUFACTURING CO. 
424 South Sixth St. Minneapolis 15, Minn. 


Dahl how TAP 6 UI 0 E 








ECONOMY 
PRODUCTS 


Saat 


... STRONG 


plant op 

direct result of the use of these 
precisely-made, STRONG Screw 
Machine Products. Plant men pre- 
fer ECONOMY Products because of 
their sustained holding power 
which makes for smooth running 
assembly and helps to lower pro- 
duction costs. ECONOMY Screw 
Machine Products are ded... 
lots of them .. . the returns are 
good. 


ECONOMY MACHINE PRODUCTS CO. 


5217 LAWRENCE AVE. CHICAGO 30 
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; , 4 
manufacturer claims improved safety 
through elimination of trailing eleetri- 
cal cables and the dangers of inacces- 
sible switches. The control may also be 
installed so that the operator’s body 
pressure activates the switch, leaving 
both hands free to tend his work.— 
Arens Controls, Inc., Chieago—MuIt. 
Suppiies, December 1946, 


Tool Holder 

Multiple Use 
A NEW TOOL HOLDER now being mar- 
keted is said by its manufacturer to 
perform the work of 10 different hold- 
ers, and at low cost. Bits can be re- 
moved for regrinding in any operation 
without disturbing the setting of the 
tool holder in the tool post. Also fea- 
tured is a locking device that holds bits 
securely and eliminates chatter and 
breakage. The holder permits locking 
for either right or left hand operation. 
Round boring bars and threading tools 
can be used in the same holder.—Elk 
Tools, Inc., New York.—MIu SupPties, 
December 1946. 


Collet Chuck 
Jet Opened 


és 


A NEW TYPE OF COLLET CHUCK for use 
on all hand screw machines and engine 
lathes up to 1 in. capacity has been de- 
veloped. The collet is closed by spring 
action with positive, uniform force and 
is opened by a compressed air jet (100 
psi. line pressure). This eliminates 
danger of chuck opening in case of air 
pressure failure. Gripping pressure is 
adjustable in 12 steps from 0 to 15,- 





r to 
nold- 
2 re- 
ation 
~ the 
fea- 
; bits 
and 
‘king 
ition. 
tools 
—Elk 
LIES, 


or use 
engine 
en de- 
spring. 
‘e and 
t (100 
\inates 
of air 
ure is 
to 15,- 


000 lbs; thus thin-walled tubing can be 
held without distortion, and bar stock 
is held without slippage, according 
to the maker. Collets can be quickly 
changed from the chuck front, and are 
available in all sizes up to 1 in. maxi- 
mum,—round, hex or square.—Modern 
Collet & Machine Co., Ecorse, Mich.— 
Mitt Suppuies, December 1946. 


Welder 
Portable 


DESIGNED TO BRING THE WELDER to the 
work, not the work to the welder, a 
new welding outfit in carrying case has 
been announced. The outfit is a three- 
purpose tool, as it can be used to braze 
and solder as well as weld. Intended 
for industrial and home use, the com- 
plete outfit includes a welding helmet, 
metallic arc welding electrodes, braz- 
ing rods, aluminum rods, acid core sol- 
ders, brazing flux, aluminum flux and 
welding carbons.—Patent Specialties, 
Inc., New York.—Muu Supputes, De- 
cember 1946. 


Mechanical Pressure 
Gage 
Compact, Light Weight 


For USE IN CHECKING PRESSURE between 
spot welding machine electrodes, press 
platens, moving rollers, vise and clamp 
jaws, or tension in moving threads, 
twine and wires, a new pressure gage 
is available. The 0-100 lb. model weighs 
only 114 lbs. and the 0-5000 lb. model 
only 2% lbs. net. They are designed 
small to fit into tight places heretofore 
unaccessible. For installations where 
the operator cannot get close enough 
to read the dial, remote repeater sta- 
tions can be supplied—W. C. Dillon 
& Co., Inc., Chicago —Mu. Supp.ies, 
December 1946. 


Recommend 


VINCENT-HUNTINGTON 
GRINDING WHEEL 
DRESSERS and CUTTERS 
for 
CUSTOMER SATISFACTION 
and 
REPEAT ORDERS 


Vincent-Huntington Grinding Wheel Dressers and Cutters are 
economical—sturdy—iong lasting. Made of special steel and heat- 
treated by an exclusive Vincent process, these cutters will not break 
or mush over on the toughest applications . . . performance that 
assures repeat orders every time. 


Vincent-Huntington Dressers and Cutters are available in a com- 
plete assortment of styles and sizes to meet all hand dressing and 
truing needs. 


If you are not now recommending Vincent-Huntington for your 
customers’ hand dressing and truing operations—send for complete 
information today. 








Only 
Through 
Distributors 


The COLUMBIAN VISE & MEG. C0. 


9028 BESSEMER AVE. ° CLEVELAND 4, OHIO 
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YOU can rely on DIXON couplings, 
nipples, menders and clamps for 
steady. profitable sales, because 
YOUR CUSTOMERS have learned 
to rely on them for consistent quality 
and efficient. low-cost performance. 
Many items in the line have pat- 
ented features of design and con- 
struction that add immeasusably to 
their safety or utility . . . another 
exclusive advantage in selling .. . 
and using . . . DIXON products. 


“BOSS” 
WASHER TYPE, Style W-16 
FEMALE HOSE COUPLING 


More widely used than any other of 
its kind for high or low pressure steam, 
air, and fluid hose lines. Corrugated 
steel stem. Long-wearing washer. 
Large sturdy wing nut. Male or female 
spuds. “Boss” Offset and Interlocking 
Clamp anchors coupling to hose with 
powerlul, full-circumference grip, with- 
out pinching. Sizes 4" to 4". Cadmium 
plated—rustproof. 


For washerless couplings of otherwise 
identical design, specify “G J-Boss” 
Ground Joint Female Hose Couplings, 
Style X-34. 


“BOSS” 


MALE COUPLING 
Style MX-16 


Companion to both ground joint and 
washer type female couplings. Strong- 
est _and safest of its kind for all appli- 
g oil, butane, am- 
monia, etc. More convenient and eco- 
nomical than regular iron pipe nipples, 
as each size fits same size straight 
end hose. 

Sizes 1%" to 4” inclusive. Cadmium 
plated—rustproof. 


Sold in Accordance With Our 
Established Distributor Policy. 





oem Ger,’ 


VALVE i Ons PLING 
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| SUITED ESPECIALLY FOR DIE, gage and fix- 


Vise 
All-Angle 


| ture, drilling and grinding work, a new 
| all-angle vise has been developed for 


| 


tool- and die-making operations. Any 


| vertical or horizontal angle can be 


quickly set. Perpendicular vise posi- | 


| tion can be obtained without interfer- 
| ence from the base, and double swivel 
| construction permits setting to any hori- 


zontal position. Made in plain, plain 
swivel base. air production and _ illus- 


| trated models, the vise is adaptable for | 


| use on grinders, drill presses and other 


machine tools, as well as bench appli- 
cations. In addition to hardened, ground 


| and replaceable jaws, V-grooved jaws 


are also provided, and the vise has a 


| floating jaw for instant gripping.— | 





Machinists Tool Co., Chicago.—MIi.. 
Suppties, December 1946. 


Face Shield 
Over-All Protection 





A NEW FACE SHIELD, recently introduced, 
is designed to give over-all face and 
head protection on jobs such as babbit- | 
ting, handling chemicals and hot liq- 
uids, The shield also guards the wearer 
against impact of flying particles and | 
splashes of acids, oils and alkalies. Ex- | 
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VISES AND MILLING ATTACHMENTS 
Profitable items To Sell 
ANGLE VISES 

1V2""=2V/2"'-4''-6"'-8"" Jaws 
Solve difficult 
angle job, Quick 
accuate angle 
set-ups, save time 
and loss. Ideal 
for Drilli Mil- 
ling, © nding, 
Fitting, Filling 
Etc. Accyrately 
machined and 
graduated. Hard- 
ened steel jaws. 
plain or grooved, 


DRILL PRESS VISES 
11/2'"=2Va"'-4 Jaws 


} Accurately machined. 
Best semi-steel cast - 

| ings. Long bearing ad- 
es screw. Jaws 
ardened steel — plain 


or grooved. 


MILLING ATTACHMENT 


MAKES MILLING ype 
POSSIBLE ON LATHE. 

Atlas, No lly 
Sheldon, and all other 
Graduated vertical feed screw and 
graduation for rotary angle adjust- 

ments. Mounts by a gaa 
lathe’s regular tool post. 
150—1',” Jaws, 1” deep $; 7, 
No. 250—2'2” Jaws. | 
deep, grooved, and plain, $24. 7s, 
00—4” Jaws, 112” 
in “339.75. 


250 
IMMEDIATE DELIVERY 
Write for Circular No, 350 
CHICAGO TOOL and ENGINEERING CO. 


Mfrs. of PALMGREN PRODUCTS for over 28 years 
8392 South Chicago Avenue, Chicago 17, Ill. 





DRILLING 
REAMING 
TAPPING 


COLLET 
EQUIPMENT 








® Get these time and equipment 
saving tools into your customers’ 
hands right now — they need them. 
COLLIS tools are made by men 
skilled in making taper products 
and with many years of experience 
in their field. COLLIS Collet Equip- 
ment has always been good for 
business and it will continue so. 
We will give special attention to 
your requirements and serve you 
promptly. 


THE COLLIS COMPANY 
CLINTON, IOWA 




















PROVED FOR “SALE-ABILITY” 
PROVED FOR CUSTOMER SATISFACTION 
AND AVAILABLE NOW! 

iT’s 


JUSTRITE 


This “flexible-light” lantern by 
Justrite has advantages that readily 
explain the steadily mounting sales. 
It’s perfect for maintenance work— 
for any jobs that require both hands 
free. It can be worn in many posi- 
tions—on the head, shoulder, wrist 
or knee. Wherever it’s worn, the 
egw Apacs. 09 bracket allows 
the light housing to be rotated in 
any direction, while tilted at any 
angle. This means the powerful spot 
beam can be focused exactly on the 
work! And this Justrite Lantern No. 
1955 is economical to operate, too. 
It uses the standard 6-volt lantern 
battery—gives larger volume of 
light, longer service. 


Available with Honeycomb Lens 


Justrite Lantern No. 19H55 is exactly 
like model pictured above except 
that it’s equipped with the new 
Justrite Honeycomb Lens. This lens 
is designed to throw a wide-spread 
beam—a circle of light 3 ft. in dia- 
meter at 8 ft. distance. 


Check your stock—or write for name of 
nearest Justrite Distributor 


JUSTRITE MANUFACTURING CO. 


2063 N. Southport Ave., Dept. A-1, Chicago 14, Ill. 





tending completely around the face and 
over the ears, the large window is made 
of .040 in. thick cellulose acetate. Up- 
per forehead and top of head are pro- 
tected by a fibre guard. A metal knob 
adjusts the headband for size, and fric- 
tion joints hold the window securely in 
“on” or “off” guard position—Ameri- 
can Optical Co., Southbridge, Mass.— 
Mitt Suppuies, December 1946. 


Micrometer 
Sapphire Tips 


ae oe, 


AN INNOVATION for a line of tubular 


micrometers are sapphire mounted spin- 
dle and anvil tips, to improve accuracy 


and increase wear-resistance. The man- 


ufacturer claims that under test in a 
drill plant these sapphire mountings 
showed no measurable wear after 2,000,- 
000 gagings. The jeweled 
micrometers are available in 1-in., 2-in. 
and 3-in. sizes—Tubular Micrometer 
Co., St. James, Minn—Mi.. Supptirs, 
December 1946. 


precision 


| Hoist Cable Reel 


Automatic Take-Up 


A NEW TAKE-UP REEL, designed espe- 


| cially for use with traveling hoists, has 
| been introduced on the market. The reel 


automatically takes up and pays out 
conductor cable and does away with ex- 


posed trolleys and wires. It serves any 


| stretch of track—straight or with one or 
| more bends—up to 90 ft. For curved 
| track and certain straight track installa- 
| tions the reel is furnished with swivel 


base permitting 335 degree rotation. 
Conductor cord is kept gently taut at all 


‘MILL SUPPLIES © DECEMBER, 1946 














ps, CLickoak This 
Big Opportunity for 


EXTRA SALES! 


The MULCONROY line of hose specialties 
gives you the green light to increased sales 
and profits over and above your present 
hose business. Whenever there is an appli- 
cation that requires more than conventional 
all-metal or rubber hose can give, you'll 
find a ready-made sale for one of the special 
construction in the MULCONROY line. . . 
famous for extra performance since 1887. 


MULCONROY “FULLPAK” 
FLEXIBLE ALL-METAL HOSE 


Here's all-metal hose at its best, plus the 
special MULCONROY reinforcements that 
give it resistance to pressures, temperatures 
and external wear far beyond the limits of 
the conventional type. Full-interlocked steel 
or bronze tube, with asbestos-packed joints. 
Tightly braided wire cover for extra 
strength. Outer spiral of half-round steel or 
bronze for added resistance to external 
wear and abuse. Long or short lengths. 
Sizes 4” to 3”. 


f 
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MULCONROY “CORRUTUBE” 
CONTINUOUS WALL HOSE 


For jobs requiring extreme flexibility and 
highest resistance to fatigue under all temp- 
eratures and pressures. Continuous one- 
piece metal wall, formed into closely turned 
corrugations. Leakproof, non-burnable. 
Generally furnished with braided wire 
cover, as illustrated, for maximum strength 
and protection against severe abrasive wear. 
Can be furnished in long lengths, eliminat- 
ing need for intermediate connections. Sizes 
5/32” to 2”. 

In addition to these and other all-metal con- 
structions, MULCONROY Hose Specialties in- 
clude rubber-duck-metal-asbestos hose; numer- 
ous types of fabric covered hose; and hose 
couplings. Write for catalog and other descrip- 
tive literature. 


Where Others Sten!” 
MULCONROY COMPANY 


5329 JEFFERSON ST., PHILA. 31, PA. 





THE BELT HOOKS times, and safety grounding through an 
S a ke L y WITH THE extra conductor prevents electrical mis- 


hap. Easy removal of outer covers is the 
only dismantling necessary to service 
brushes and power spring and to make 
solderless connections direct to ter- 
minal block.—Appleton Electric Co., 
Chicago—Mitt Suppiies, December 
1946. 


Electric Radiator 
Quick Heat 


There is no substitute for Safety 

Belt-Lacing because the patented 

Safety binder bars not only hold 

each hook in perfect alignment 

(both before and after applica- 

tion) but also cover and pro- 

agerenaeersesses tect belt ends, prevent fraying 

and assure long life. It's the 

ag oe ae all purpose belt-lacing too. It 

can be applied in factories and 

shops not only with shop lacers but also in the field with the 
pocket Tu-Way Lacer and a hammer. 


Write for Catalog Sheets 


SAFETY BELT-LACER CO. 
5388 N. Menard Ave., Chicago 30, U. S. A. 




















A LINE OF PORTABLE ELECTRIC RADIA- 
Tors has been expanded to include new 
neater SALES VOLUME models with two wattage ranges—800 
and 1320 watts—, available in five- and 

eight- section types, delivering respec- 


FROM A KNOWN SELLER tively 2600 and 4300 BTU. A new fea- 
WitLC ox ture is an integral carrying handle 


which serves also as a drying rack. 


WIRE ROPE SOCKETS Other features are safety, quick heat and 


; silence of operation. Elements are com- 
pei ene — - sale et there’s pletely enclosed, no water or steam is 
a demand for Wire Rope Sockets. Customers loyed, d t 
know WILCOX for dependability, long life sw pe SOM ite A 
and right price — makes sales easier. 





reaches the point where accidental burn- 
ing might result—Henry J. Morton As- 
JOBBERS: Get set to handle sociates, Detroit—Mut Suppuies, De- 
@WELDLESS increasing demand for WILCOX cember 1946. 


— Sockets. Stock now—for more profit. 


@ STRENGTH IN| DEALERS: Order WILCOX Sock- Packing 
EXCESS OF ANY ets from your Jobber now. They're 
WIRE ROPE! fast movers—not “sleepers”. Cash Flexible, Metallic 


WHICH CAN BE in on WILCOX’S steady repeat : 
FITTED business. A NEW RESILIENT PACKING incorporates 


een a cross-sectional composition of non- 
“COl-| Prompt Shipment from Stock frictional metallic foil combined with 


ORED 

Write for catalog asbestos yarns, high temperature resist- 
: ant lubricants and flake graphite for 
WE PROTECT THE TRADE sealing and reducing wear. It is for 
} 


packing of steam and air rods, centrif- 























pansion joints where temperature does 
not exceed 450 degrees F, and where 


my Ctl Tl \W \ i CM. IM. ugal pump shafts, valve stems, and ex- 


Will 
— sTOWN, CONN. surface speed is not greater than 600 
11 SOUTH MAIN ST. MIDDL feet per minute. That manufacturer 


Specify WILCOX-CRITTENDEN __| states that the construction produces 4 
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Handles Heavy Reels Quickly 
... Safely . . . Economically 


Saves time and money in the plant, 
warehouse or on the job. 
Roll-A-Reel is the ideal way to 
reel or unreel wire, cable, or cope 
and does an easier, better job in 
every way. 

In two sizes... 2000 Ibs. capac- 
ity —$37.50 and 4000 Ibs. capac- 
ity — $75.00 F.0.B. Cincinnati. 

Send for descriptive pamphlet. 

















CAP SCREWS @ SET SCREWS 
MILLED STUDS © COUPLING BOLTS 
SCREW MACHINE PRODUCTS 


Meet every requirement 
for Quality and Precision 


.] and of the Ottemiller Line 
for completeness and quality have attracted leading 
distributors everywhere. By concentrating its pro- 
duction on precision products only, Ottemiller 
makes it possible for users of its products to stand- 
ardize on a source of supply for milled screw prd- 
ucts which pass the most rigid requirements for 
strength and accuracy. 





{} | 


ere ea 
wm. H. (VELOMLEADK CO. 


YORK, PENNA 
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BEHIND THE FINEST 
OF PRESSURE GAUGES 


Powerful advertisements like this are 
telling the Marsh story to your cus- 
tomers every month in a long list of 
business publications. 

It will pay you to tie in with this 
telling of the Marsh quality story to 
every important field—a story that is 
confirmed by the performance of the 
hundreds of thousands of Marsh prod- 
ucts now in service. 

Marsh Gauges and Dial Thermom- 
eters have become “The Standard of 
Accuracy” in every branch of industry. 
‘Marsh Traps include all basic types 
for a wide range of service require- 
ments. Marsh Heating Specialties in- 
clude radiator traps, air valves, vents 
and packless radiator valves in a com- 
plete range of types and patterns. 
Write for latest Information and prices 


JAS. P. MARSH CORPORATION 
2079 SOUTHPORT AVB., CHICAGO 14, ILL. 
Export Dept.: 155 E. 44th Sti, New York 17 
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“Recalibrator” : 
correct a 99U9 
t of adjustment—the 
perlative gauge. 
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MARSH 


GAUGES © YALYES © TRAPS 
DIAL THERMOMETERS 
HEATING SPECIALTIES 





in 26 Trade Journals, 312 Ads A Year 
TO HELP YOU SELL VIKING PUMPS 























































Advertisements about Viking Rotary Pumps appear 
monthly on regular schedule in the following 26 trade 
publications: 
Airports Mill Supplies 
Butane-Propane News Motorship 
Chem. & Met. Engineering National Butter & Cheese 
Diesel Power Journal 
Food Industries National Cleaner & Dyer 
Industrial Equipment News National Petroleum News compressible metallic packing, sensi- 
Industry & Power National Provisioner tive to gland adjustment.—Raybestos- 
Fusiell & Ol Heat Oil & Gas Journal Manhattan, Inc., Manheim, Pa.—Mu 
Machine Design Pacific Marine Review Suppties, December 1946. 
2 _ : Petroleum World 
Marine Engineering se Arbor Press 
Sai: Dealer stu Air Powered 
Milk Plant Monthly Svediest Haginseding 
Mill & Factory Railway Age 


For the latest information on Viking Rotary Pumps, 
write for folder 46-S. It is free and will be sent to you 


by return mail. 


COMPANY 


CEDAR FALLS IOWA 











Two NEW AIR POWERED all steel welded 
construction -arbor presses have been 
developed for light push or pull broach- 


, . ing jobs as well as fast assembling, 
EAR i : oo oe ee ~ a ~~ Alligator because stamping, forming, riveting, punching 
in and year out mill supply 5 an 0° Et on with « hammer end & drives ©» ° ? 

houses have made money out belt ends and there is no Bh enn roi + and cutting operations. One model de- 

of Alligator Steel Belt Lacing and embeds in the belt and is smooth on both velops one ton ram pressure on the 
Flexco HD Belt Fasteners and Rip faces. The two piece rocker hinge pin greatly ; 
Stites canned ; increases the service life, and yet the belt down stroke, and on the up stroke, at 

ates—made money because Alli- fastening can easily be 
y separated at any time. : 
gator and Flexco are used every- 80 Ibs. air pressure. The other devel- 





amen gpline poe: ear : ‘ va ops two ton ram pressure on the down 
remarkably good turnover. .. A a i and up strokes at 80 lbs. air pressure. 

Why not go after some additional | aiid | Re, % Ram pressure can be pre-set from a 
business on both Alligator Stee] Belt js i few pounds to the maximum, and stroke 


Lacing and Flexco HD Belt Fasteners 
and Rip Plates? You may be sur- He ey : 
prised > find how many ollare you +28 cn sandths to six inches. Double acting 
can add to your profits by checking eslais ‘aienin ttiali nities: el coc oe air cylinders are used, and the presses 
. 2°. as ve . 
- on as requirements of printing. aintenance like Flence HD Belt’ Fosteners can deliver up to 200 sharp ram blows 
plants, laundries, repair shops, plan- and Rip Plates because the fasteners make . Studebak hi C 
ing mills, dairies, sand and gravel —— tt joint with bons lite. The recessed per minute.—otudebaker, Machine Co., 
: : ates em in the t an t . SIT pp »m- 
— and every type of industrial Separhtion. Patching and other eee eek Maywood, [ll—Mi.t Suppuires, Decem 
outht in your section. tip plates save expensive conveyor belt re- ber 1946 
acemients and extended shutdowns. : 


FLEXIBLE STEEL LACING COMPANY Flute Grinder 


Tap, Drill Sharpener 


can be regulated from a few thou- 












\LLIGATOR Steel Belt Lacing for transmission belts A NEW MACHINE provides positive me- 


For conveyor belts FLEXCO &-& E> Fasteners and Rip Plates chanical controls for accurate and 
speedy sharpening of both spiral points 
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P GENERAL PURPOSE 
Qh EYS TUNGSTEN CARBIDE TOOLS 
—— 


Willey's General Purpose Tung- 
sten Carbide Tools, suitable for 
machining cast iron, tough hard rub- 
ber, fibre, bakelite and tough allo 
steels. They are low in price, and give 
increased ee ogee with lower costs. 
Prompt deliveries on these standard tools 


New, Willey's 710 





This new, steel cutting grade of Carbide, just Write for 
anno d for cutting tough all 

used to tip any of the fools shown in Willey's WILLEY'S NEW 
Catalog — or for making special tools to your CATALOG 29 


specifications. 


NEW DESIGN MASONRY DRILLS 


Needed by every maintenance man. Drill concrete, brick, slate, 
marble, tile, asphalt, carbon, asbestos, plaster, wall board 
nearly twice as fast. Quiet, efficient, stay sharp many times 
longer. Used with any portable rotary drill. Goes for weeks 
without resharpening. Sizes from 3/16"' to 2'' diameters. Get 
@ set from your supply house today, at new low prices. 


MILL SUPPLY HOUSES 


Some territories still open for Willey's standard and special cutting 

} tools, drills, reamers, grinders, and diamond tools. Write for full 
a pe Veet information and new Catalog No. 29, and special circular covering 
Supply Houses. tools by the package. 





WILLEY’S CARBIDE TOOL CO. 


1342 W. Vernor Highway Detroit 1, Michigan 
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“DIE-LESS" 
DUPLICATING 


is a widely used modern industrial production tech- 
nique of great versatility. It was made possible 
by the adaptability and ease of operation of 
DI-ACRO Shears, Brakes, Benders, — precision 
machines which make parts just as accurately as 
dies to a tolerance of .001” in all duplicated work. 


The merit of the DI-ACRO System of METAL 
DUPLICATING WITHOUT DIES plus our con- 
sistent advertising to industrial plants has created 
a constantly broadening market 
and a remarkable interest in “DIE- 
LESS DUPLICATING.” Send 
for catalog and complete dealer 


* Yj information. 
fa A - | Write for Catalog 
BRAKE -OEATRD. rroncusced 


3 *"DIE-ACK-RO"’ 
és 


== 5 Pie ie 


312 Eighth Ave. ° Lake City, Minn. 
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TURNBUCKLE 


4121 SOUTH LA SALLE STREET 
CHICAGO 9, ILLINOIS 





and straight flutes on taps and other 
straight-and angular-fluted tools, such 
as countersinks and drills. The ma- 
chine is completely self-contained, the 
grinder proper being mounted on a 
steel base which houses an easily re- 
movable coolant system unit in the rear 
compartment. The tap shank is held 
in a special radius draw-in collet which 
grips with just enough force to keep 
the tap from slipping. Back rest bush- 
ings support the tap end, thus provid- 
ing vibrationless holding, a requisite of 
spiral point grinding. The standard ma- 
chine can handle right- and left-hand 
taps from the smallest up to % in. 
diam., and permits grinding of 2-, 3-, 
and 4-flute taps. Edward Blake Co., 
Newton Centre, Mass.—Mu.u SupPties, 
December 1946. 


Band Saw 
Wide Speed Range 


WITH TWELVE BLADE SPEEDS, a new vi- 
brationless band saw has been an- 
nounced. It is claimed by the manufac- 
turer that blade life is virtually dou- 
bled over that of conventional saws, re- 
gardless of whether the material sawed 
is wood, plastic, aluminum, cold-rolled 
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It buys itself! 
The plant owner or manufacturer 
who hears you make that state- 
ment may want to debate about 
it. Let him go ahead! You can 
prove how any plant equipped 
with a ‘Budgit’ Electric Hoist to 
do the lifting, saves its workers’ 
time and energy and allows them 
to increase their production. How 
a ‘Budgit’ Hoist lowers operating 
costs. How it protects workers 
from sprained backs, rupture, 
strained muscles. 

You can prove how freedom 
from lost man hours alone pays 
for a ‘Budgit’ Hoist. How free- 
dom from paying worker injury 
compensations pay for a ‘Budgit’ 
Hoist. How increased production, 
low current consumption, and the 
lack of installation costs will pay 
the purchase price of a ‘Budgit’ 
Hoist over and over again. 

If he questions you on no in- 
stallation costs, just explain that 
a ‘Budgit’ Hoist is a complete 
lifting unit in itself. Tell him that 
all he needs do is to hang up a 
‘Budgit’ Hoist, plug it into the 
nearest electric socket, and put it 
to work! 

He’ll be convinced that a 
‘Budgit’ Hoist does pay for itself. 
Convinced that he needs one to 
do his lifting! 


Write for Bulletin No. 371 
to help you sell ‘Budgit’ 
Electric Hoists. 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of 'Shaw-Box’ Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 








SPINS With 
Ease and Speed 


Encourages nimble hands 
along the assembly line. 
Made in eleven sizes from 
3/16” to 5/8” square, hex 
or knurled .. . 


POPULAR 
SPINTITE Wood 


T-73 SET Handles 


A useful Tool in every 
Radio and Electrical Shop. 


Deluxe T-8 SET the same 
with Plastic Handles 


Send for Catalog 


141 picturing Ax» WALDEN 


crait Radio and WORCESTER 
Automobile Tools. : . 


STEVENS WALDEN, INC. 
468 SHREWSBURY STREET 


WORCESTER MASSACHUSETTS 
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APRONS for all 
INDUSTRIAL USES 














Hodgman aprons are designed for 
specific uses and occupations to 
stand up under the most severe 
All fabrics, 
coated in our own plant, meet 


service conditions. 


the most rigid government specifi- 
Hodgman aprons remain 
soft under extreme temperature 


cations. 


changes; they don’t stick, crack, 


shrink or peel. Available in many 
styles and coatings depending on 


the service required. 


iG 


of Aprons & 
Industrial 
Clothing 


HODGMAN RUBBER CO. 
Cooke Street, Framingham, Mass. 


Chicago 2 San Francisco § 


New York 16 
261 Fittn Ave. 173 W. Madison 121 Second St. 
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A complete line from a single 
source...easier to sell... greater 
dependability...enables you to 
give better and quicker service 
to your customer. Three reasons 
that add up to more profit for 
you. Medart’s outstanding ad- 
vertising campaign in leading 
trade journals means a greater 
1946 Medart market for you! 


No. 56-V 
V-belts and 
V-sheaves 


No. 46-G 
Gears and 
Sprockets 


No. 66 
All Other Power 
Transmission 


Equipment 


Not just catalogs... but informa- 
tive, helpful power transmission 
equipment guides. Minimize 
complicated engineering compu- 
tations. ..excellent for your refer- 
ence files. Write for yours today! 


VEDART 





steel, angle iron, tool steel or cast iron. 
The speed range is from 85 to 1750 
feet per minute. Safety in operation is 
attributed to arrangement of frame and 
table between the operator and the 
blade, thus eliminating danger of -in- 
jury through blade breakage. Throat 
capacity ‘is 174% in., overall height 72 
in...and floor space required 39 x 39 
in. All wearing parts are cast iron al- 
iloy; covers, pulleys and wheels cast 
aluminum.—Ermac Co., Los Angeles.— 
MILL Suppties, December 1946. 


Gloves 
Neoprene Coated 


WorRK GLOVES WITH NEOPRENE-coated 
palms and fingers provide extra long 
wear and resist water, oil and other 
liquids, states the manufacturer who is 
making them available for factory, farm 
and home use. The gloves are suited 
for handling wet and moist objects, 


| and abrasive materials such as stone. 


lime and cement. The back is uncoated 
flannel to permit free ventilation— 
Edmont Mfg. Co., Coshocton, Ohio.— 
Mitt Suppties, December 1946. 


| Grinding Wheel 


Porous, Durable Corners 


| ALTHOUGH SIMILAR IN STRUCTURE to por- 
| ous wheel now in wide use, a recently 


introduced grinding wheel holds its 
corners under heavy cuts and performs 
efficiently in dish and cup shapes. Ac- 
cording to the manufacturer, this new 
wheel gives maximum air cooling for 
dry grinding and carries extra coolant 
when wet grinding. Users report good 
results on production work and in the 
tool room for such jobs as .012 in. cut 


| on 60 C Rockwell steel without loss of 
| corners, .030 in. cut on soft tool steel. 


and .040 in. cut on oil-hardened tool 
steel—American Emery Wheel Works, 
Providence, R. 1.—Muit Supp ties, 
December 1946. 
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Scmer 
PADDLE PUMP 


®@ Designed for 
1750 R.P.M, 

@ Elastic impeller 
usually outlasts 
bronze case 

© Quiet operation 
reversible 


@ Instant self-priming 


®@ Requires no packing 
or stuffing box 


Handles alcohol, syrups, lubri- 
cating oil, peanut butter, 
chemicals 


Ideal coolant, circulating or transferring pump. 
With only one moving part—the ‘rock rubber" im- 
peller—there are no eomeioties gadgets to get 
out of order. This impeller is more resistant to 
wear than ordinary rubber, metal or leather. Main 
casing is bronze, with high-lead bronze for end- 
plate bearings . . . polished stainless steel shaft 

. double squeegee rotary seal protects each 
bearing from pump leakage, eliminates need for 
stuffing box. Handles most all liquids except 
carbon tetrachloride, gasoline, benzine or fuel oils. 


Write for Specifications 
JEROME SIMER COMPANY 


422 STINSON BLVD 


MINNEAPOLIS 13, MINNESOTA 














—WHITNEY— 
LEVER PUNCHES 


Many types 


. ++ hand, channel iron, angle 
iron, close corner, bench, hammer, 
thinner's round, square, button, 
skylight, ventilating tank, flange 

. each in a variety of types 
and sizes—each with individual 
characteristics that make them 
most adaptable for its special 
field of work. They give a neat, 
good-looking finished job and 
the men who use them like them. 
Our descriptive circulars give 
complete details—let us send 
them. 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 
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Roll-A-Reel 
Round & Son, David 


Russell, Burdsall & Ward Bolt & 
81S anaphase aed 198-199 


Rust-Oleum Corporation HEAVY-DUTY 

S. K. F. Industries, Inc G H i N D & a S$ 
Safety Belt-Lacer Co 

Safety Socket Screw Co 
Shaw-Box Crane & Hoist Div. bd 


Manning, Maxwell & Moore, 94, Accuracy and Performance 
she Pes rcapierms ben ren Records already established 
Simonds Abrasive Co 


i en used b 
Simonds Saw & Stee! Co In the 27 years that Valley Grinders have be : 
I satire Wane eeaeeas 12-13 many of the country’s largest industrials, they have estab- 
Pe gg eck Ce lished fine records where accuracy and performance 

mit on, Inc., Seymour p 

Smooth-On Mfg. Co count. These grinders are all powered by Valley Motors 
Spang-Chalfant and every unit is built to a single high standard of quality. 
Speedway Manufacturing Co..... : : ; } rvice which builds 
Seetat.Wletinen a Oe This means complete satisfaction in se 
Standard Pressed Steel Co..20, 72, 252 a post-war reputation for these efficient, low-cost tools. 
Starrett Co., L. S..Inside Back Cover 
Sterling Tool Products Co 
Stevens Walden, Inc 


Strand & CoN Acco Valley Electric Corp. 


Sturtevant Company, The B. F., 


Division Westinghouse Electric 4221 FOREST PARK BLVD. e¢ ST.LOUIS 8, MO. 


Super Tool Company 











Templeton, Kenly & Co 

Thermo Electric Mfg. Co 
Thermoid Company 

Trico Fuse Manufacturing Co.. 9 
Trind| Products, Ltd 
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mil peace ro hie a : _ A . 0 
Successful 

United States Steele. 85 = a ee OIL and GREASE 


United States Steel Export.... REDUCES 


Upson-Walton Company, The.... FATIGUE ) q RESISTANT 
Valley Electric Corporation ° MATTING 
— 


Van Dorn Electric Tool Co., The. 
Vigtor Balata & Textile Belting pine reer Neo-Cord 


Victor Saw Works, The Counter-Tred 
ee.% eo 


Viking Pump Company 
Vincent Steel Process Co., The... Contains no rubber 
FURTHERS ; 
SANITATION Made with Dupont Neoprene 
Walker-Turner Co., Inc 
War Assets Corporation 


2 : A tough, durable rubber and cord matting that 
Watson-Stillman Co., The AMERICAN COUNTER-TRED MATTING affords safety in wet or slippery areas. Ridaed 
Weatherhead Company, The bottom affords aeration and drainage. Easily handled for cleaning, eeps the feet dry. 
Weinberg & McKee, Inc %" thick, 24'' wide, any length. 
Whitlock Cord Cc Link held I ized steel i i 
Whitney Mfg. Company, W. A... AMERIFLEX HARDWOOD LINK MATTING fioss,2ce,"*!¢,ch gelvanited stes! spcingwive 
Wilcox, Crittenden & Co., Inc.... Beveled edges. Can be rolled or folded. 
Willey’s Carbide Tool Co d hi ‘ . wet fi d 
Williams & Company, J. H TUF- TRED TIRE FABRIC MATTING ne ore uschar base Geode’ aetine oo all 
Wood’s Sons Co., T. B -. Ly thick, up to 6' wide, any length. Standard sizes: 16" x 24", 18" x 30", 22" x 36", 
Wood Shovel & Tool Co., The 26" 42' 


nes vue @ were Highly desirable territory open to mill supply and machinery dealers—Phone - wire - write 
for details and list of inquiries which have been received from your territory on our product. 


AMERICAN MAT CORPORATION 


Yale & Towne Manufacturing Co., 1799 Adams St. ; ies Toledo 2, Ohio 
ve "America's Largest Matting Specialists 


wel Mfg. Div. of American 
Chain & Cable Co., Inc 21 
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The Publisher's Page ... where the views expressed are his own 


E FIRST FULL YEAR of peacetime operations, since 1939, 
is drawing to an end. 

It is ending as it started—not good. Our national 
economy is a mess, thanks to political would be’s and 
power drunk labor bosses, who planned it that way. 

The bright spots of 1946 have been industry’s determina- 
tion to carry on, regardless of the drag put upon it by 
irresponsible labor and government, and the results of the 
November elections that saw an aroused American people 
demanding “another deal.” 

It is not too difficult to picture better days ahead! If 
so called labor leadership hasn’t seen the handwriting on 
the wall by the year’s end, they will catch on early in 
1947. The same goes for political clap traps. Certainly, 
the one big thing the election proved was that America is 
sick and tired of being divided into groups—business, farmer, 
labor and politicians. The American people~ have said 
they intend to see to it that there be just one group in this 
nation, all with one thought and one purpose, Americans 
And _ history 
proves the American people always get what they want. 
The Industrial Distributor has not fared badly during 


with equal rights and equal privileges. 
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1946. He has enjoyed a sales volume that, in dollars, ex- 
ceeds any war or peace year in his history. Even allowing 
for increased prices, his volume has been some two and 
one half times any other peace year. 

More than anything else, however, the Distributor has 
gained in stature. No longer can manufacturers look down 
their noses at the operating and sales methods of Distribu- 
tors because, today, this industry can give lessons in 
Further- 
more, progressive manufacturer-suppliers fully realize and 


efficient and progressive business management. 


appreciate this fact and are taking advantage of it. 

Yes, another year is drawing to an end and a better one 
is dawning. To all of you who read my “backfires page” 
(whether you agree or disagree with what I write) a 
happy, happy Christmas, and, a New Year complete with 
the blessings that will come from a rebirth of true American 
ideals and American ways. 

















THEY NEED THE RIGHT 


STARRETT TOOL 


Add a Starrett Vernier Height Gage to the 
photo above and you have a picture that is 





familiar wherever fine precision work is done. 

Even the best equipped shops are constantly 
adding to their precision measuring equipment 
—finding new needs for additional STARRETT 
TOOLS. That’s why it pays to talk STARRETT 
TOOLS on every sales call, to feature them in 
catalogs and advertising and to display them 
in sales counters and windows. Le? tool buyers 


know you are a STARRETT Distributor. 


THE LS. STARRETT CO. 
World's Greatest Toolmakers 
ATHOL - MASSACHUSETTS - U.S.A. 
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You can tell then 


by thei: ’DOG-TAGS 


are identified 


@ Every American soldier wore metallic tags 
which bore his name, number, and military 
affiliation. Every Hazard Acco-Registered sling 
wears a metallic tag which shows its size, type, 
registered number, and its safe working load as 
pre-determined by a mill-applied load test of 
twice its rated capacity. 

Hazard’s Acco-Registered sling tags not only 


Lecco 
C0 


identify the sling by name and number, but 
constantly tell your workmen the safe load 
it will carry. That’s a safety precaution that 
could save a lot of money for you. 

Get the full story of Hazard’s Acco Wire Rope 
Sling registration and what it means to you, by 
writing for literature now. You will thank us 
for the suggestion, later. 


Wilkes-Barre, Pa., Atlanta, Chicago, Denver, Houston, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Tecoma, Seattle, Bridgeport, Conn. 


Bk. HAZARD. WIRE ROPE DIVISION 
AMERICAN. CHAIN & CABLE 
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In Business for Your Safety 











